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S‘ories of the Week 

G g of the Week 

A d Salesman Stories 

A d Advertising Yarns 

A’ ts In Pants 

Q: otes of the. Week 

Bu okie of the Month Club 


w. at Are YOU Doing? 
Fi-wers for the Living a 
Fr>m Our Mailbox 


Th: Farewell State . 4 
Di: ty Kisses 

Man of Discernment 

Dozs, Cats, and People 


Stories of the Week 


Visitors from London bring us this 
yarn about the Conservative M. P. 
who went to a dentist for the first 
tooth extraction of his life. 

“I don’t fancy the notion of gas,” 
he told the dentist. ‘‘How about some 
other form of anasthesia—like scopa- 
lamine? My wife speaks favorably of 
that.” 

Aghast, the startled dentist ob- 
jected, “Scopalamine, sir, is reserved 
for labor pains.” 

“Gad,” cried the Conservative, “has 
Labor taken that over also?” 


E. Marvin Moneypiles was met, 
upon his return from a trip abroad, 
by a cultured associate. 

“Did you buy a Rembrandt or a 
Titian or a Picasso in Europe?” 
hopefulled the artistic fellow. 

“Huh? Wazzat? Uh, nope, I 
didn’t bother,’’ rejoined Moneypiles. 
“I don’t like those foreign cars. And 
besides, I just bought two new 
Cadillacs and a Chrysler station 
wagon.” 


Gag of the Week 


In Chicago, at one of those Bendix 
emporiums where women bring their 
dirty clothes to coin-in-the slot auto- 
matic washers, a sign in the window 
reads: 

“See television here while your 
laundry washes.” 


Add Salesman Stories 


“Do you drive an auto?” 

“No,” answered the applicant for 
an insurance policy. 

“Do you ride on buses, streetcars, 
trains or planes?” 

“Huh-uh. I walk to work, and I 
never go nowhere.” 

“Terribly sorry,’’ apologized the 
agent, “but we can’t afford to in- 
sure pedestrians.” 


Most salesmen need wives with a 
good sense of humor, and Tom 
Travelmuch was no exception. His 
spouse was the poetic type. Cutely 
she telegraphed him: 

“Having a wonderful wish—time 
you were here.” 

With heavy-handed humor Tom 
wired back: 

“Having a wonderful time—wish 
you were her.” 

Next morning the humorless Mrs. 
Travelmuch checked in at her hus- 
band’s hotel. 


Add Advertising Yarns 


According to the Manchester (Eng- 
land) Guardian an Empire newspaper 
published this advertisement: 

“Millionaire, young, good-looking, 
Wis ies to meet, with a view to marri- 
age a girl like the heroine in X’s 
novel.” 

I, less than 24 hours, the Guardian 
adied, every copy of X’s novel in 
thet city’s bookshops was ‘sold. 


Adits In Pants 


Charlie Gray believes the following 
an cdote contains sound advice for 
bu:inessmen these days: 

luring an artillery duel Lord 
Kiichener noted that one of his 
yo. ng officers was awfully nervous. 
Every shell that exploded within a 
mie of the staff observation post 
Sti. ulated the subaltern to leap like 
a ; azelle. 

‘Tut, tut,” soothed Kitchener. “Stop 
ju iping around or you may get hit.” 


(Concluded on Page 14. Colwmn 1) 
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Milk Concentrate 
In Frozen Form 


Termed Likely Soon 


CHICAGO — Frozen milk concen- 
trate may hit the market within two 
years and it will be cheaper than 
fluid milk, it was predicted recently 
by John M. Fox, president of Minute 
Maid Corp. 

He made the statement while dis- 
cussing new products under develop- 
ment by the concentrated frozen 
foods section of the industry. These 
include apple, grape, pineapple, and 
tomato juices and coffee and milk. 

Milk concentrate, Fox said, is the 
industry’s “most exciting’ potential 
product because of cost reduction 
possibilities in the dairy field. One 
economy would be in handling milk 
at the time of surplus production, 
he stated. 

However, he pointed out, “we still 
have a long way to go to develop it, 
though almost every equipment 
maker and concentrate producer is 
working on it.” Current efforts to 
put the concentrate in 6-0z. cans 
were encouraged by the increasingly 
wide spread use of frozen orange 
juice, he added. 

In the milk concentration process, 
water is taken out at low tempera- 
tures in a high vacuum, Fox ex- 


(Concluded on Back Page, Column 5) 


J. W. Hart Is Elected 
McCray President 


KENDALLVILLE, Ind.—J. W. 
Hart has been elected president of 
the McCray Refrigerator Co., and 
R. E. Abbott has been elected vice 
president in charge of sales, it was 
announced here following the recent 
meeting of the McCray board of 
directors. 

Hart, who has been executive vice 
president, succeeds Mrs. E. E. Mc- 
Cray, who becomes chairman of the 
board, succeeding Paul W. Miller, 
resigned. 

Abbott succeeds R. J. Rehwinkel, 
who has been granted a leave of 
absence. Abbott had been sales man- 
ager in charge of national accounts. 
He has been with McCray for the 
past 15 years, except for service with 
the Army during the War, from 
which he was discharged with the 
rank of lieutenant colonel. An engi- 
neering graduate of Purdue univer- 
sity, he has held various positions in 
the sales and service departments of 
the company. 

It was also announced that W. R. 
Clouse has been elected treasurer, 
succeeding A. P. Gilliland, resigned. 


C. A. MacArthur, Bush 
Sales Manager, Dies 


HARTFORD, Conn.—Charles A. 
MacArthur, sales manager of Bush 
Mfg. Co., died here Jan. 31 of a 
heart attack. He was 52 years of age. 

He had been sales manager since 
1942 for the Bush company, one of 
the oldest manufacturers of evapora- 
tors, condensers, and other heat ex- 
changer equipment for the refrigera- 
industry. 
He was widely known in the field, at 
one time being chairman of the 
Wholesalers Relations Committee of 
Refrigeration Equipment Manufac- 
turers Association, and also active in 
the affairs of the A.S.R.E. 

MacArthur had been with the Bush 
factory sales staff for some years 
prior to becoming sales manager, 
and before that had spent a number 
of years in the Frigidaire distribut- 
ing organization in New England. 


Short of Coal, 
G-E May Have 
To Shut Down 


TRENTON, N. J.—The current coal 
strike is jeopardizing the favorable 
aspects for 1950 in the electric ap- 
pliance industry, H. L. Andrews, vice 
president in charge of the appliance 
division, General Electric Co., told 
the company’s major appliance dis- 
tributors gathered here. 

The distributors were attending the 
company’s first post-war nationwide 
meeting held during the last three 
days of January. 

Andrews stated that unless the 
coal situation is promptly settled, 
General Electric would have to cur- 
tail production if not actually close 
down plants. 

He added that steel shortages con- 
stitute a minor difficulty since they 
limit production for the next 90 days 
on some lines. 

Andrews disclosed that G-E had 
spent $70,000,000, since the war, on 
plant expansion. About one third has 
been spent for plants and tools, for 
new unfamiliar appliances such as 
automatic washers, garbage Dispos- 
alls, and dishwashers, he said. 

Cc. R. Pritchard, marketing man- 
ager of the appliance department, 
said that in 1949 alone the appliance 
industry sold at retail $466,000,000 
of dishwashers, disposers, automatic 
washers, driers, and freezers. 

This was only 13,000,000 less than 
sale in 1949 of accepted items—re- 
frigerators, ranges, water heaters, 
washers, and ironers. 

Pritchard predicted that for 1950 


(Concluded on Page 4, Column 3) 


Starrett Enters Air 
Conditioning Field 


NEW YORK CITY—Starrett Tele- 
vision Corp. is now introducing its 
four-model line of room and office 
“Coolatron” air conditioners. 

Produced in both window and con- 
sole models, the line incorporates im- 
provements and new functional fea- 
tures, according to the company. In 
addition, the line is said to have been 
designed “to enhance room beauty.” 

The models are priced from $299.95 
to $599.95. All have hermetically- 
sealed compressors. ° 

Window models measure 15% in. 
high, 27 in. wide, and 25% in. deep, 
and extend only 8% in. into the room. 
They are as follows: 

Model 50—% hp., $299.95 retail, 
cooling capacity 5,700 B.t.u. per hour, 
144-hp. compressor. 

Model 75—% hp., $349.95 retail, 
cooling capacity 8,600 B.t.u. per hour, 
%-hp. compressor. 

Console models have been designed 
in both Sheraton and modern cabi- 


(Concluded on Back Page, Column 1) 


Most ’49 West Penn Area 
Appliance Sales Drop Off 


PITTSBURGH—Sales of all major 
appliances except room coolers and 
clothes driers during 1949 fell below 
1948 levels in the southwestern 
Pennsylvania territory served by the 
West Penn Power Co., the utility 
reported recently. 

Room cooler sales increased 52% 
while clothes drier sales mounted 7% 
in 1949. Declines ranged from 7% 
on home and farm freezers and 
garbage disposers to 27% on vacuum 
cleaners. 

Other appliances showed these per- 


(Concluded on Page 4, Column 4) 


Other Cities Seen 
Following N. Y. on 


Water Re-Use Law 


WASHINGTON, D. C.-—-The possi- 
bility that regulations requiring the 
employment of water re-use devices 
in air conditioning systems might be 
forthcoming in many cities was indi- 
cated in recent testimony before the 
House Appropriations Committee. 

Carl G. Paulsen, chief hydraulic en- 
gineer of the United States Geologi- 
cal Survey, told the committee that 
the water situation is either critical 
or could become so “next month or 
next year” in more than 50 places. 

He warned that many cities may 
face an acute water shortage like 
New York’s at any ‘time. Among 
cities cited were Baltimore, Chicago, 
and Philadelphia. Paulsen also cau- 
tioned that if the present rate of 
water use continues, the high plains 
of Texas might revert to desert. 

“The situation confronting New 
York State, metropolitan New York 
and New Jersey, which has developed 
in the past few years, can develop 
and is developing in other parts of 
the country,” he declared. 

(Regulations requiring that new 
air conditioning and _ refrigeration 
systems using water at the rate of 
6 to 50 gals. per minute must employ 
recirculated water were recently put 


(Concluded on Page 4, Column 2) 


Hotpoint Plans New 
Refrigerator Plant 


CHICAGO—Hotpoint, Inc. has dis- 
closed that it will erect a new refrig- 
erator factory on a 21-acre site fac- 
ing 1,000 ft. on 54th Ave. at 16th St., 
Chicago. 

James J. Nance, president, who 
made the announcement, also said 
that tooling and machine installations 
to complete the conversion of the 
company’s former range plant for 
the manufacture of home laundry 
equipment would be completed during 
the year. 

These moves, which represent the 
final phase of the company’s expan- 
sion program launched in 1947, will 
be accompanied by moving the manu- 
facture of the Disposall into the com- 
pany’s plant at Milwaukee where it 
will be made along with automatic 
dishwashers and sink units as a com- 
panion piece. The Disposall has been 
manufactured in an eastern plant. 

The refrigerator plant will occupy 
a site procured immediately after the 
war when Hotpoint assembled sev- 
eral large plots in the Chicago area 
for its long-term development pro- 
gram. ' 

With these moves, all of the com- 


(Concluded on Page 4, Column 2) 


Tappan Decides Not To 
Boost Gas Range Prices 


MANSFIELD, Ohio—-Tappan Stove 
Co., which has been considering a 
price boost of approximately 10% on 
its line of gas ranges, has decided 
not to make the increase, it was 
reported here recently. 

Increased costs of labor and. mate- 
ria's, particularly steel, were said to 
be the basis for the proposed price 
hike. 

Emil Ritzenthaler, vice president, 
stated, “We are not going to in- 
crease prices although holding the 
line definitely means operating with 
shorter profit margins. We believe 
the gas range industry faces a very 
competitive market ahead and we 
just can’t see our way clear to in- 
crease prices.” 


Over 2,000 Visit 
AsHve Meeting, 
Show In Dallas 


Exposition Lists 214 Firms . 
Exhibiting; Association 
OK’s Streamlining By-Laws 


DALLAS, Tex.—Attendance at the 
56th annual meeting of the Ameri- 
can Society of Heating and Ventilat- 
ing Engineers held here simultane- 
ously with the Southwest Air Condi- 
tioning Exposition totaled more than 
2,000, a figure which was considered 
highly satisfactory by both ASHVE 
and show officials. 

As of the third day of the con- 
vention, which ran from Jan. 23 
through 26, a total of 2,010 had been 
registered by ASHVE. This com- 
pared well with the 2,500 record set 
in Chicago a year ago, it was agreed. 

All these and probably more took 
in the exposition staged simultane- 
ously at State Fair Park, where a 
final tally showed 214 firms listed 
as exhibitors. 


Photographs taken at Dallas during the 
Exposition and the ASHVE meeting ap- 
pear on pages 22, 23, 26, 27, and 30. 


Room coolers, packaged and cen- 
tral type air conditioning equipment 
featured at many of the booths drew 
considerable attention, but there was 
also considerable interest in heating 
units and specialties. 

In recent years more and more 
attention to central type heating 
equipment has been developing in the 
southwest, especially for residences, 
local contractors and _ exhibitors 
pointed out. Hitherto, they said, 
space heaters had predominated in 
this field. 

Details and pictures of many of 
the products displayed at the Dallas 
show will be found elsewhere in this 
and future issues of the NEws. 

At the ASHVE sessions held in 
both the Baker and Adolphus hotels, 
members voted overwhelming ap- 
proval of the proposed new “stream- 
lined” by-laws although a few dis- 
senting notes were raised during the 
discussion. 

Of the 12 technical papers pre- 
sented, the one that aroused the 
most discussion described a “Physio- 
logic Examination of the Effective 
Temperature Index.” 

As summarized by Prof. Nathaniel 
Glickman, one of the authors, the 
paper concluded that “Effective Tem- 
perature probably places too much 
emphasis on relative humidity.” 

This conclusion was attacked by 
such persons as Walter Fleisher on 
the grounds that “a paper of this 
kind creates misapprehension on the 
part of the public with respect to 
the importance of relative humidity. 


(Concluded on Page 4, Column 5) . 


Carrier Sales for 1949 
Lag Behind Previous Year 


SYRACUSE, N. Y.—Sales and 
completed contracts of Carrier Corp. 
and its domestic subsidiary for the 
fiscal year ended Oct. 31, 1949 
dropped to $46,309,169 as compared 
with the high of $54,456,394 reached 
in the 1948 fiscal year, Cloud Wamp- 
ler, president, reported recently. 

For the year, Carrier made a net 
profit of $1,834,967, or $2.72 per com- 
mon share after preferred dividends. 
In the preceding 12 months, the com- 
pany had made a net profit of 
$2,710,412, or $4.19 per share. 

Explaining the decline, Wampler 
stated: 

“The so-called recession had an 


(Concluded on Page 4, Column 4) 


L. C. Warren, J. D. Harris 
Get New Warren Co. Posts 


ATLANTA—The Warren Co., Inc., 
manufacturer of commercial refrig- 
erators here, has announced two 
changes in its personnel setup. 

Lovic C. Warren, Jr., who has op- 
erated the L. C. Warren, Jr., Co., 
Inc., here, for a number of years, 
handling the sale of Warren refrig- 
erators in Atlanta and north Georgia, 
has just been elected general sales 
manager for the company. 

(Concluded on Page 4, Column 1) ° 
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Argentina Places Water 
Cooler Order with Sunroc 


GLEN RIDDLE, Pa.—The Sunroc 
Co., has announced receipt of an 
order from the Argentine government 
for 15 of their model SAFE electric 
water coolers to be used in the 
government oil fields. The order was 
received through M. W. Kellogg of 
New York, agents for the South 
American country. 

Sunroc’s model SAFE is an elec- 
tric water cooler designed specifically 
for safe operation in atmospheres 
where an explosion hazard exists. 
Model SAFE is the only electric 


water cooler listed by the Under- — 


writers’ Laboratories in Group C, 
Class I, the water cooler manufac- 
turer said. 


A.B.Cole of Savage 
Arms Is Dead at 57 


NEW ROCHELLE, N. Y.—Arthur 
B. Cole, 57, eastern sales representa- 
tive of Savage Arms Corp. who pio- 
neered in many types of frozen foods 
and allied equipment, died in New 


‘Rochelle hospital Jan. 28 after a 


long illness. 

He had been in the refrigeration 
and frozen food business most of his 
life. During the last war, he was 
an agricultural marketing adminis- 
trator for the Department of Agricul- 
ture. He was a member of the 
Association of Ice Cream Manufac- 
turers of New York State and the 
American Society of Refrigerating 
Engineers. 


Chicago Panei Discussion 


More Stress on Membership of 
Students Hinted at ASRE Session 


CHICAGO—Progress and problems 
in the education of a refrigeration 
engineer, and what the American 
Society of Refrigerating Engineers 
can do to further this, were aired 
recently in a panel discussion staged 
by the Chicago ASRE section. 

Three participants—Prof. Burgess 
H. Jennings of Northwestern uni- 
versity, James H. Carpenter of Car- 
rier Corp., and H. J. Prebensen of 
Air Comfort Corp.—representing re- 
spectively, the university, the manu- 
facturer, and the contractor, pre- 
sented their views. 

Universities today, said Jennings, 
aim at providing the undergraduate 
engineering student a broad back- 


‘ground in engineering without at- 


tempting to have him specialize in 
any one branch. Thus, explained Jen- 
nings, a graduate engineer is better 
qualified to pursue further study in 
his chosen field, whether it be re- 
search, teaching, administration, or 
production. 

Described as typical of the type 
of education offered by industry, the 
system employed by Carrier, said 
Carpenter, involves first a careful 
screening of mechanical engineering 
graduates by tests and interviews. 
Those selected are then put through 
an intensified training course, which 
Carpenter indicated is probably the 
equivalent of several semesters of 
college work. This training, the com- 
pany finds, shortens by two years the 
time required for the new employe to 


reach a given degree of effectiveness. 
The various activities of the ASRE 
which are devoted to extending the 
education of engineers were reviewed 
by Prebensen, who cited the various 
bulletins and informative data pub- 
lished by the society. He also stressed 
that the society through its mem- 
bers will supply answers to ques- 
tions submitted, whether they be 
simple or extremely complicated. 
After the discussion which fol- 
lowed the _ presentations of the 
speakers, the Chicago section formed 
a policy committee to study ways 
and means of: (1) encouraging 
student memberships, (2) conducting 
a seminar before each meeting, and 
(3) actively “pointing” the programs 
of several meetings each year to- 
ward younger members’ interests. 


South Carolina Firm Schedules 
$600,000 Conditioning Job 


GAFFNEY, S. C.—Installation of 
a $600,000 air conditioning system at 
the Gaffney Mfg. Co. plant will begin 
in the near future and probably will 
be completed by late summer, accord- 
ing to J. J. Norton, Jr., treasurer 
and general manager. 

“We think the air conditioning pro- 
gram should result in better working 
conditions for the employes and 
higher quality products,’ Norton 
stated. 


S 


Text of Law Requiring 
Water Recirculation 


In New York City 


NEW YORK CITY—As previously 
reported in AIR CONDITIONING & RE- 
FRIGERATION NEWS, new air condition- 
ing and refrigeration systems using 
water at the rate of 6 to 50 gals. per 
minute must use recirculated water 
under amended rules and regulations 
issued by the commissioner of de- 
partment of water supply, gas, and 
electricity here. 

Text of the amended regulations 
as issued by Commissioner Steven J. 
Carney follows: 


145. No New installation or refrigeration 
and/or air conditioning equipment re- 
quiring the use of water shall be installed 
on any premises supplied from the muni- 
cipal system until a permit authorizing 
such installation has been issued by the 
department to the installer. 


Applications for permits for refrigera- 
tion and/or air conditioning to be in- 
stalled shall specify the information re- 
quested on the application. Approved 
copy of the application will be returned 
to serve as the permit. 

Where the minimum rate of water re- 
quired for the operation of the apparatus 
exceeds one-half gallon per minute, the 
supply shall be metered. 


Where the minimum rate of water 
does not exceed one-half gallon per 
minute, the supply shall be metered or 
charged for on an annual rate basis sub- 
ject to the discretion of the department. 


146. All installations of any individual or 
collective system or refrigeration and/or 
air conditioning equipment in any pre- 
mises for a single consumer shall be in- 
stalled under the following specifications: 


a. All installations of any individual 
or collective system of refrigeration and/ 
or air conditioning equipment of three 
tons and over shall be equipped with a 
water conserving device such as econo- 
mizer, evaporative condenser, water cool- 
ing tower or similar apparatus, which 
device shall not consume for make-up 


MODEL 1407. Self-service 
frozen food display case. 
Attracts and handles more 
buyers, invites mors sales. 


MODEL. 6710. 10-ft.. long 
‘open front cs. with ex 
tro wide cisrley shelf. 
Ideal for pro's ce display. 


MODEL 5710. Open Front 
‘self-service: case for pre- 
“packaged fresh meats, pro- 
duce, or dairy products. 


- 


aS 
yal? r 


SERIES 100. Double duty 
models 6 to 12 ft. long. 
Also. top display models 
in 10 and 12 ft. lengths. 
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THE HOTTEST THING IN COLD 


Here’s a sure lure for smart food merchants . . . 

a case that will convince the most reluctant prospect 
he’s missing a steady stream of profits. One look at the 
sleek triple-deck construction will show him a new 
three-lane route to bigger volume in impulse items . . . 
dairy products, delicatessen, and bottled beverages. 


Each individually cooled shelf is easy to reach . . . 

easy to stock and clean. Each has its own fluorescent 
lighting, for added impact. No wonder this and the 
many other superb KOCH display cases and refrigerators 
are called the line of least resistance. Write today for 
complete information. Some territories are still open. 


439'd(074'e:WEt) A YENORTH KANSAS CITY 16, MO. 


KOCH REFRIGERATORS 
North Kansas City 16, Mo. 


q Please send me at once, without obligation, complete informa- 
tion on profit-making Koch Display Cases and Refrigerators. 


SELF SERVICE 


SELF SERVICE 
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State 


Name 
MODEL 3508. Wall Type MODEL 3865. A 65-cu. ft. Aiteeen 
Display Case. For self- reach-in refrigerator. 
service display of - dairy One of the six popular 
products or beverages. Koch reach-in cabinets. ey City 
L Pits gies © Fie 3, eee a8 fer 
pete : —_ 


purposes in excess of five percent of 
the consumption that would normally be 
used without such device. 

b. All new installations of refrigeration 

and/or air conditioning equipment under 
three tons and all existing equipment of 
all sizes, not using recirculated water 
shall be provided with an automatic 
water supply regulating device so as to 
limit the flow of water in relation to the 
condenser temperature reduction require- 
ments of the apparatus. In no case shall 
the equipment use in excess of two gallons 
per minute per ton capacity. 
147. Each direct water connection to a 
refrigerating and/or air conditioning unit 
using water for cooling purposes shall 
be equipped with a check valve, except in 
installations where the water supply pip- 
ing has no contact with the refrigerant. 
This will be the case where two sub- 
stantial and independent wall thicknesses 
of metal separate the refrigerant from 
the city water supply. 

Refrigerating and/or air conditioning 
units with a capacity of more than 
twenty pounds of refrigerant shall be 
provided with a relief valve installed on 
the outlet side of the check valve of the 
water supply connection, such relief valve 
being set at five pounds. above the maxi- 
mum water pressure at the point of in- 
stallation. 


Carrier Names Stoltz 
Houston Branch Mgr. 


SYRACUSE, N. Y.—Appointment 
of Guy C. Stoltz, veteran air condi- 
tioning engineer and sales executive, 
as Houston dealer 
branch manager of 
Carrier Corp., has 
been announced by 
Carl U. Spriggs, 


assistant general 
sales manager. 
Stoltz has been 


manager of Carri- 
er’s Detroit branch 
Office. 

He began his 
- air conditioning 

Guy C. Stoltz and_ refrigeration 
career in 1937 as chief engineer of 
the Straus-Frank Co. office in San 
Antonio. In 1940, he was appointed 
dealer engineering advisor by Carrier 
for the southwest district. 

During the war, he served with 
the U. S. Army Engineers at Ft. 
Bliss and Ft. Belvoir, attaining the 
rank of major before returning to 
Carrier in 1946. He is a graduate of 
the University of Illinois and is a 
registered engineer for the State of 
Texas. 


MOTOR-BASE 
ADAPTERS 


Your nexi job may 
require a motor 
adapter set. Better 
be prepared. Carry 
extra sets in your 
service car. 


SERVICEMEN SEE YOUR JOBBER 


Motor Adapter Corporation 
4730 JOY ROAD 
DETROIT 4, MICHIGAN 


Vp to Ys hp.—101-D 
Y_ to 1 hp.—102-C 
1 to 3 hp.—103-C 


Remote Thermometer 


Kroger supermarket clerk points out dic 


showing packaged meat temperature 


% * % 


Supermarket Case Show: 
Patrons Meat Temperatue 


TOLEDO—Visible proof that pack- 
aged meats are being kept at the 
proper temperature has been provided 
by a new Kroger supermarket here 
through installation of compact re. 
mote reading Auto-Lite dial indicat- 
ing thermometers on the storc’s 
standard refrigerating equipment. 

The new store incorporates the 
popular self-serve meat cabinets 
where packaged cuts of all types are 
available in an open display. The 
store’s management added the ther- 
mometers as an attractive and inex- 
pensive way of permitting a constant 
temperature check and of reassuring 
customers that the meats are prop- 
erly refrigerated. The thermometers 
have 2-in. dials and indicate ‘Too 
Warm,” “Too Cold,” and “Safe.” 

L. B. Murphy, sales manager for 
the Instrument & Gauge Div. of The 
Electric Auto-Lite Co. here, manu- 
facturer of the thermometers, points 
out that the instruments are equally 
suitable for frozen food, ice cream, 
and other refrigeration equipment. 


Memphis RSES Reorganizes 


MEMPHIS, Tenn.—The Refrigera- 
tion Service Engineers Society here, 
inactive for the past four years, has 
been reorganized with Frank Weid- 
lein as president. 

Other officers: Allen Walker, first 
vice president; Charles L. Stephens, 
Jr., second vice president; and 


Charles Brigham, secretary-treasurer. 


—& 


WHAT DO YOU WANT 


CONTROLLED? 


for Product or Process... 
in heating, refrigeration, aircraft or industrial 
processing...in any application where 
CONTROL is vital, you'll get 
better results for less money with 

General Controls in charge. 
FOR A BETTER ANSWER 
...to any control problem, 
check G.C. first. Get this 
new catalog or see a 
General Controls spe- 
cialist at any of our 
21 Branch Offices. 


GENERAL |‘ CONTROLS 


801 Allen Avenue, Glendale 1, 
California 


can 


~ PRODUCT 


write for the 
Most Valuable 
Beverage Cooler Franchise 


in the Industry! 
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Popularity of Self-Serve 
Neat Cases Grows Among 
Nebraska |Variety Stores 


JMAHA, Neb. — Variety stores 
su:-h as Kresge’s and Woolworth’s 
wlich have fresh meat departments 
ofi2r a good opportunity for the sale 
of self-service meat cases, a recent 
ex erience here indicates. 

nstallation of such a case in the 
Kr 2sge store at 16th and Harney Sts. 
tusned out to be such a. profitable 
investment that a similar unit has 
becn purchased for another store at 
20:7 N. 24th St., it was reported. 

liarl F. Schaefer, who has the 
fre‘h-meat concession at the 16th 


Getting Prospect In “Freezer Habit’ with 
Webber Rental Plan Paves Way for Sale 


INDIANAPOLIS — Renting out a 
Webber home freezer for three 
months for $5, with the option to buy 
at the end of that time, has proved 
to be a stimulant to freezer sales 
for the Webber Appliance Co. here. 

Robert C. Webber, president of the 
firm and inventor of the Webber 
freezer, is making this offer through 
the columns of local newspapers and 
reports a substantial number of re- 
plies that have led to sales. 

The advertisement reads: 

“Now You Can Rent a Webber 


“If you agree, you may buy the 
Webber Freezer, on your own terms, 
with three years to pay. 


“Don’t bother to reach for that 
phone book. The number is IDLe- 
wood 0493!” 

According to Webber, when pros- 
pects come into the store, we go 
into detail and explain that they 
“have an option to buy the freezer 
after they have used it for three 
months if they are perfectly satisfied. 

“If the customer gives us permis- 


business was continuing strong for 
him with December, 1949, sales tri- 
pling those of the same month in 
1948. He said that the firm is now 
completing a new 4,000 sq. ft. build- 
ing for the manufacture of the 
Webber units. 

“The outlook for the freezing in- 
dustry looks very bright,” he stated. 


M. B. Ells Named Supervisor of 
Sherer-Gillett Contract Sales 


MARSHALL, Mich.—Sherer-Gillett 
Co. has announced assignment of 
M. B. “Mike” Ells, Jr., to the com- 
pany’s national contract division, 
supervising sales to chain food 
stores, hotels, restaurants, and other 


Refrigerated Window 
Displays Seen Boon to 


Restaurant Business 


CHICAGO — Refrigerated window 
displays are an effective means of 
promoting a restaurant’s food, it was 
pointed out in the “Ideas for Mer- 
chandising” supplement of the Na- 
tional Restaurant Association’s Janu- 
ary news bulletin. 


One restaurant “offers a refriger- 
ated window display, dazzling with 
mouth-watering raw foods and vege- 
tables, and with cooked specials 
which are asterisked on the menu,” 


sion to put a freezer in his home, national accounts. according to an article by Douglas 
ut dic = Pi pas ser tue cae cae Home Freezer Three Months, for Just we then call our service lady, who Since leaving school in 1948, Ells C. Manson, trade copy specialist of 
rrature of lis business from Merrill C. Rohr- Five Dollars! will go to his home and instruct has been associated with the Sherer- Benton & Bowles, Inc., New York 
po gh, McCray representative in “That’s the good news from the the customer on how to wrap the Gillett Co. advertising agency. “This display is 
Oraha. Within 30 days, sales of Webber Appliance Co., 2740 Madison food and put it in the freezer. artistic; it is changed three or four 
ow: cut-up chickens totaled $100 a foot, Ave. “We have found that after three Yarbrough Handles Marquette times weekly. 
or ibout $800, according to Schaefer, “The reason for this generosity? months the customer has so much “A Minnesota restaurant has two 
atu ‘e who then decided to purchase the Inventor Bob Webber is convinced food in the freezer that he has no HUNTSVILLE, Ala.—- Yarbrough glass refrigerators in its front win- 
second case. that, after three months, the Webber’ desire to return it. (This applies, of | Bros. Hardware Co., Holmes at Wash- dow and displays the foods it is 
Freezer will be as much a part of course, only on the 18-cu. ft. freezer, ington Sts., has announced appoint- serving. One refrigerator features 
t pack- your home as your range or refrig- or larger.)” ment as authorized dealer for the cooked foods, the other uncooked 
hea al Loudon Sales, Loudon Mfg. erator. Webber indicated that the freezer Marquette electric refrigerators. foods.” 
Ovid: » ‘ a! 
st here | Announce Consolidation anime 
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Distributing Co. of Washington, D. 
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C.; I. Feldman Co. of a tage a 

R. I.; and Appliance Distributing Co. ‘tthe —— Ad | 
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Winsor Refrigeration Moves 


GREENVILLE, R. I.—Winsor Re- 
frigeration Products of New Eng- 
land, handling industrial and com- 
mercial refrigeration products, is 
now located in larger quarters on 
Austin Ave. here. 
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YW x Why take a chance on refrigeration 
5 ea rS-. equipment failures? The sensational 
Servel 5-Year Protection Plan protects you and your customers 
against premature compressor failures... insures top performance 
of your Supermetic refrigeration units. 


HERE’S WHY! 


* Servel Standard One Year Warranty on the complete condens- 
ing unit, PLUS Four Additional Years’ protection for the her- 
metically sealed power unit is your assurance of performance. 
User service costs for five years can only be for labor in exchange 
of parts and possible replacement of small parts subject to ordinary 
wear and usage. 


AND HERE’S WHY 
SERVEL CAN OFFER THIS PLAN! 


The superior design and rugged construction of 
Servel Supermetics make possible this real 5-Year 
Protection Plan. 


Low Maintenance—Long Life. Supermetics are 
factory lubricated ... require no manual oiling. Troublesome 
mechanisms ... belts, seals, pulleys... have been elimirated. 
Superior design prevents oil agitation and crankcase foaming 
which cause loss of efficiency in many types of refrigerant 
systems. High torque, heavy-duty motor is refrigerant cooled. 


Space-Saving Design. Lightweight, compactly de- 
signed Supermetics save valuable floor space... fit right into 
any fixture... permit stacking where several units are required. 


* Should a unit fail due to mechanical defect, a replacement can 
be obtained through a conveniently located Servel parts depot. 


-ARKIN HUMI-TEMP UNIT 


“or clean, smart lines, satin-smooth 


* Customer receives a written warranty. 
* Plan covers all fractional sizes (44, 4%, %, 34 H.P.) 


For all the facts on Servel Supermetics and the 5-year Pro- 
tection Plan, mail the coupon. 


inish, color and overall good 
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yeauty is the quality and perform- 
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In New Posts 


JOHN D. HARRIS LOVIC C. WARREN, JR. 
6 2 


Warren Appointments - - 


(Concluded from Page 1, Column 5) 


John D. Harris, who has been serv- 
ing as vice president, in charge of 
sales, has been elected to the posi- 
tion of executive vice president. 

Lovic C. Warren, Jr., grandson of 
one of the founders of the company, 
and a nephew of Virgil P. Warren, 
Sr., has operated his own business in 
Atlanta for the past 12 years. 

Harris, who has_ been _ asso- 
ciated with the company for 27 
years and who has been an Official of 
the company since it was originally 
incorporated, has been in charge of 
sales for about 15 years; he served 
two terms as president of the Com- 
mercial Refrigerator Manufacturers 
Association. 

Virgil P. Warren, II, brother of 
Lovic C. Warren, Jr., continues as 
assistant to the president, and in 
charge of production. 

Virgil P. Warren, Sr., is chairman 
of the board and president. 


Water Re-Use Laws -- 


(Concluded from Page 1, Column 4) 


into effect in New York City. Text 
of the regulations appears on page 
2.) 

In Baltimore, special investigators 
reported that the city’s need for 
more water is immediate and acute. 
They said the city should ask at 
once for $45 million to tap the Pa- 
tapsco River. 

The sum would be used to expand 
facilities now being built to take 
50 million gallons a day from the 
river. An impounding dam would give 
Baltimore a daily capacity of 243 
million gallons, an amount believed 
adequate until about 1960. 


New Hotpoint Plant- - 


(Concluded from Page 1, Column 4) 
pany’s facilities for the manufacture 
of complete electric kitchens and 
home laundries, as well as its electric 
commercial cooking lines, will be 
centralized in the middle west with 
all products being produced in com- 
pany-operated plants. 

At the same time, all of the com- 
pany’s engineering will be consoli- 
dated by the movement of the engi- 
neering department for commercial 
cooking equipment to the main re- 
search laboratories at 227 S. Seeley. 

The refrigerator plant will be 
completed in 15 months and in pro- 
duction three months later, Nance 
said. The development program was 
set up to coordinate construction 
with marketing in each phase so 
that marketing facilities were ex- 
panded in steps following produc- 
tion increases, he said. 


Coal Shortage May Shut Down G-E -- 


(Concluded from Page 1, Column 3) 
and some time to come we will see 
most competitive situation we have 
ever met in this industry at all 
levels. Competition for consumers’ 
dollars will come from within ap- 
pliance industry, also from every 
consumer goods __field—especially 
autos and television. 

© +E. Anderson, home laundry 
equipment division manager, revealed 
that output of automatic washers at 
Trenton plant will triple in the next 
several days. The company has added 
250 employes to the payroll in the 
last 60 days in anticipation of step- 
up needed to meet demand for new 
1950 automatic washer. 

Anderson predicted industry-wide 
automatic sales of 850,000 units in 
1950—100,000 more units than last 
year. 

I. P. Pruitt, manager of the General 
Electric Home Bureau, predicted the 
day is coming when every new home 
built by developers will incorporate 
and be sold with completely equipped 
kitchen and perhaps laundry. 

Reporting the sharply accelerated 
trend in this direction, he revealed 
that in the last 45 days, seven of 60 
General Electric distributors across 
the country sold 8,500 complete 
kitchens to speculative buyers. 

He_ attributed development to 
builder’s desire to offer completely 
equipped homes and their realization 
that in competitive market these 
houses sell faster. 

He cited packaged mortgages as 
making it possible for low cost home 
builders to put complete electric 
kitchens in homes. Outstanding buy 
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GIVES YOU 


ANOTHER 


/MONEY-MAKER 


or lower price! 


@ Only 6 models fit everywhere! 
@ All ratings from 4 HP to 2 HP! 
@ Standard dimensions that fit 


everywhere! 
@ UL approved! 


QUALIFIES WITH 


v2 


OFFICES AND WAREHOUSES: 


Odessa, Texas 


READ THESE FEATURES 
@ More drying agent at the same 


100 PIECE PURCHASES! 


jain in’50 
ROTEST HAS THE PRODUCTS. 


Chicago Los Angeles 


Richmond Atlanta 


San Francisco 
Toledo St. Louis 


CNN) 
ie | 


KEROTEST MANUFACTURING COMPANY, PITTSBURGH 22, PENNSYLVANIA 
New York City 


Houston Dallas Tulsa 


Charleston, W. Va. 


of 1949, he said, was a group of six- 
room houses, each with General Elec- 
tric refrigerators, ranges, dishwash- 
ers, Disposall, automatic washer, 
water heater, furnace, and cabinets, 
which sold for $9,990. 

Although General Electric already 
sells more complete electric kitchens 
and laundries than any other appli- 
ance manufacturer, the company this 
year will launch an intensive adver- 
tising merchandising campaign to 
increase its share of the business, 
Pruitt said. 

John L. Miller, product service 
manager, said steps are being taken 
to further improve and speed repair 
and service of electrical appliances 
in homes. 

Nearly 30,000 parts for all General 
Electric appliances are stocked at the 
warehouse in Zanesville, Ohio. All 
but about 250 parts can be shipped 
within a few days on orders from 
the field. Second warehouse shift 
was started at the beginning of the 
year to bring shipping time down 
still further. 

Miller asked distributors to main- 
tain in their warehouses not only 
three months’ stock of all but slow- 
est moving parts but also any cur- 
rently cataloged parts for which 
more than four calls were received in 
the past year. 


Regenstried, Peltier, and 
Rich Promoted at Philco 


CONNERSVILLE, Ind.—Three new 
appointments have been made in the 
Refrigeration Div. of Philco Corp. as 
announced by Thomas A. Kennally, 
president. 

Samuel N. Regenstried, who headed 
Philco’s refrigeration production, has 
been named vice president in charge 
of operations. 

New vice president of engineering 
is Frank D. Peltier. He was for- 
merly chief engineer for the Refrig- 
eration Div. 

Ray Rich, who joined Philco last 
January as product manager of the 
Electromaster Range Div., has been 
appointed to the new post of product 
manager for all refrigeration prod- 
ucts. 


Carrier ’49 Sales Lag-- 


(Concluded from Page 1, Column 5) 


adverse effect on sales of air condi- 
tioners and refrigeration equipment, 
particularly during the months of 
December, 1948, and January and 


February, 1949. 


“In addition, an unfavorable in- 
ventory position existed with respect 
to both Carrier and its distributors 
and dealers. Accordingly, it was not 
possible to maintain consistently a 
satisfactory rate of manufacturing 
activity. 

“But this situation has largely been 
corrected. The inventory account of 
the corporation was $2,455,399 
smaller on Oct. 31, 1949 than a year 
earlier and distributor-dealer inven- 
tories are now substantially less and 
far better balanced.” 


Dallas Meeting -- 


(Concluded from Page 1, Column §) 

“The limits placed by this paper 
on relative humidity [30% and 80%} 
are too narrow and not like actua) 
practice,” he cautioned. 

In other papers both theoret cq] 
and practical aspects of the heat 
pump were presented, one by P»of. 
John F. Sandfort pointing that -he 
simple vapor-compression cycle c m- 
monly used “falls far short of he 
maximum theoretical coefficient of 
performance” that is conceivably >pb- 
tainable with an ideal air cycle «s ys. 
tem. 

Results of practical experience v ith 
an operating heat pump, howe er, 
were presented by F. R. Ellenbe: rer 
of General Electric Co., who descri eq 
a method of automatically recorc ng 
photographically operating data 01 a 
test packaged heat pump insta la- 
tion. . 

“Contrary to common belief, the 
use of outdoor air as a source of 
heat for the heat pump is suitable in 
other than extremely mild climatés,” 
he asserted, adding that ‘if sup)le- 
mentary heat can be made availzble 
for the relatively short periods of 
extremely low temperatures, the air- 
source heat pump can do an excellent 
heating job at reasonable economy,” 

The installation he described was 
located in Bloomfield, N. J., appli- 
ance store. 

Papers presented at the technical 
sessions by other speakers brought 
out such points as the advantages 
obtained in reducing the air condi- 
tioning load on commercial structures 
by introducing large quantities of 
cooler outdoor air during the night; 
the danger of excess condensation in 
many types of tightly constructed 
pre-fabricated buildings; successful 
operation of baseboard radiators; 
progress being made in setting up 
tabular data for panel heating; prob- 
lems of solar heating, and the like. 

That the society has set up a $206,- 
250 budget for research operations 
during 1950 was also brought out at 
the annual meeting in a progress re- 
port by L. N. Hunter, chairman of 
the committee of research. 

Considerable emphasis is_ being 
placed by the ASHVE laboratory on 
a project involving the study of 
Human Calorimetry for the U. §&. 
Navy, Hunter said, but numerous 
other projects are also under way. 

Panel heating is the prime subject 
of interest to society members, ac- 
cording to a survey, it was explained 
by Cyril Tasker, research director, 
who called upon members of the 
laboratory to outline progress they 
have made on this subject. 

The heat pump ranks second in 
interest, noise control third, odor con- 
trol fourth, and air sterilization fifth, 
he said, adding the projects on these 
are under way or contemplated. 


Faysan Names 2 Sales Mgrs. 


BUFFALO—Richard J. Levi, gen- 
eral manager of Faysan Distributors, 
Inc., announced the appointments of 
Sanford C. Kulick as sales manager 
of the Bendix Home Laundry equip- 
ment division of the firm and Harold 
D. Baran to the position of sales 
manager of the Admiral refrigerator 
and range division. 


West Penn Appliance Volume Drops Off-- 


(Concluded from Page 1, Column 3) 
centage declines: automatic washers 
9%, refrigerators and dishwashers 
10%, water heaters 13%, ranges 
14%, conventional washers 16%, and 


‘jironers 23%. 


December sales, however, were a 
little more encouraging. Five appli- 
ances showed sales gains over the 
previous December, while seven fell 
short of the 1948 mark. As compared 
with November, 1949, all appliances 
except water heaters registered sales 
gains, most of them by large per- 
centages. 

In comparison with December, 
1948, room cooler sales were up 
200%, garbage disposers 51%, clothes 
driers 16%, dishwashers 15%, and 


Appliance 1948 
Refrigerators ............ 22,209 
Home and farm freezers .. 2,802 
eee 10,076 
pe, errr ee 468 
Garbage disposers ........ 471 
ROOM COGIETS 2... cc cceccsss 127 
eo eer 363 
Ce ee er eee 3,325 
Washers, automatic ..... 3,486 . 
Washers, conventional .... 18,128 ~ 
Vacuum cleaners ......... 9,925 
&... Sf . eee 4,969 


automatic washers 11%. Home and 
farm freezer sales were off 2%, re- 
frigerators 8%, ranges 13%, conven- 
tional washers 24%, water heaters 
26%, ironers 32%, and vacuum 
cleaners 36%. 

Set alongside November  szleés, 
December figures showed water heat- 
ers off 5% and everything else up 
as follows: room coolers 300%, sar- 
bage disposers 203%, ironers 142%, 
vacuum cleaners 140%, dishwas ‘ers 
125%, automatic washers 32%, fr°e2Z- 
ers: 22%, conventional washers 2!%. 
clothes driers 10%, ranges 7%, 1d 
refrigerators 2%. 

Unit sales for the 12 months 1nd 
for December as compared with ike 
periods in 1948 are as follows: 


1949 Dec. 1948 Nov. 1949 Dec. 99 
19,814 1,147 1,024 050 
2,588 350 281 343 
8,650 830 666 714 
422 53 27 6l 
435 58 8 
194 1 
612 94 
2,548 689 
3,149 316 
15,120 1,582 
7,182 1,451 
4,313 360 
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Customer “Scare-Off’ Is Avoided by Using 
Pycket-Size Sales Form with Credit Data 


>TEWPORT NEWS, Va.—A novel 
po: ket-size sales form, designed to 
rey ace the usual bulky, cumbersome 
for ns which literally “scare off” 
pro spective buyers, has provided 
may psychological advantages for 
Pai ick & Silk, Inc., appliance re- 
tail r here. 

Tie sale form, a quadruplicate 
typ’. was developed by Robert Silk, 
par 1er in the firm, as a means of 
car! ‘ing out sales, without unduly 
“eri; htening away” the prospect, who 
usueily associates large, multi-de- 
taile! credit forms with red tape, 
high expense, and other annoying 
factors. 

“Our experience has been that if 
the salesman brings out the credit 
application and sales contract blank 
pefore the sale is actually consum- 
mated, he stands a real chance of 
diminishing his potentialities,” Silk 
relates. 


CUSTOMER BALKS AT 
BULKY FORM 


“For example, every appliance re- 
tailer has had the experience of 
getting a prospect more than half 
way interested in an expensive appli- 
ance, only to have the latter balk 
and go away with vague promises to 
return when the sales contract ap- 
pears. Thus, we have made our sales 
form so small that the salesman can 
easily keep it in his pocket, and 
bring it out at the right strategic 
moment.” 

As shown, the Patrick & Silk con- 
tract is a “short form’ which re- 
places a standard form measuring 
14 x 18 in., formerly used. It includes 
the usual heading, and the “Please 
enter our order’ line at the top, 
with spaces for additional merchan- 
dise below. Specifications for deliv- 
ery time, the amount, the down pay- 
ment, finance charges, and supple- 
mental information are all carried on 
the face, together with a special box 
for entering in the bank or loan com- 
pany which is handling the financing. 
At the bottom are spaces for the 
customer’s name, salesman’s name, 
contract in, credit investigation, de- 
livery, etc. 


LESS TIME REQUIRED 


“Hauling this out at the proper 
moment, and filling it out swiftly, the 
salesman can get over the hurdle of 
putting the customer’s signature on 
the dotted line, in a much shorter 
period,” Silk said. “And by putting 
it casually on his knee, or on top of 
the appliance being sold, he can 
actually get the sale through before 
the customer gives much thought to 
budget, etc. Naturally, we are not 
trying to rush customers into buying 
merchandise they cannot afford—but 
merely doing away with as many 
psychological barriers to the sale as 
possible.” 

One of the most important features 
is the credit reference printed on 
the back of the short form. Flipping 
over the sheet, the salesman finds 
on the back space for the name of 
the customer, age, dependents, pres- 


Patrick & Silk, Inc. 
Sales Office Delivery & Service Office 
3106 Washington Ave. 133 23rd Street 
Phone 3-1681 Phone 2-3906 
Newport News, Va., 19 
my 
Please enter our order for the following: 
$ 
$ 
$ 
3 
AM. _ 
To be delivered P.M. on the day of. 19 
To: 
Street No. 
City Phone 
For which we agree to pay on terms designated below 
the sum of (3 ), payable $ with order 
Cash Pree 
$ upon installation, and the balance together 
with finance charges in weekly installment of 
monthly 
s beginning » 19 
This account to be financed at 
(Merchandise wil Ned at price prevailing at time of delivery) 
(Please write all details as vo verbal agreements will be honored) 
Customer 
Salesman 
Contract in Credit Invest. Credit OK 
Entered by Delivery = 


Front of the pocket-size sales 
form gives details of sale. 


Air Conditioning Boosts 
Jewelry Store Sales 30% 
During Summer Slump 


PHILADELPHIA—Customers buy- 
ing valuable jewelry have to take 
their time in selecting, discussing, 
and examining the merchandise, 
and because of this fact, warm 
weather has generally been responsi- 
ble for a summer slump in jewelry 
sales. 

In an effort to avert this situation 
a-local jeweler added a 5-ton pack- 
age air conditioning unit to his store 
with a resultant business increase of 
over 30%. 

“When a customer comes into a 
jewelry store, they are interested in 
purchasing, not browsing,” says P. 
F. Pard, owner, P. F. Pard Jewelry 
Shop here, “and the customer as well 
as the clerk serving must take their 
time in selecting and ~ explaining 
jewelry values. If customers can be 
kept comfortable, a sale is more 
readily made.” 

With the installation of the unit, 
it was possible for the Pard Jewelry 
Shop to use more illumination in the 
store for the purpose of highlighting 
their merchandise. 


Previously, they had cut down on 
lighting because of the additional 
heat it added. 

As soon as the unit was installed, 
air conditioning signs were placed on 
the store windows and the customer 
comfort feature announced in news- 
paper advertisements. This value 
alone was termed substantial and 
sales increased. 


Prepare Specifications 


On Court Cooling Job 


TAMPA, Fla.—According to United 
States Senator S. L. Holland, speci- 
fications for bids for the air condi- 
tioning of the federal courtroom here 
are being prepared in Washington, 
D. C 


Holland said the plans are being 
assembled by the Public Building Ad- 
ministration for a project expected to 
cost approximately $97,000, including 
improvements. 

The courtroom and judge’s cham- 
bers will be air conditioned, it was 
stated. 


Association Plans Open-House 


For All Detroit Contractors 


DETROIT—Sponsored by the Re- 
frigeration Contractors Association 
of Detroit, an open house to which 
all licensed contractors in the city 
are invited will be held Thursday 
evening, Feb. 9, at the E & B 
Brewery, 2437 Orleans St., here, an- 
nounces Charles J. Purdie, Jr., presi- 
dent of the association. 

Beginning at 7:15 p.m. there will 
be a complimentary buffet dinner, 
refreshments, and entertainment for 
all licensed contractors, whether they 
are members of the association or 
not, Purdie said., 


Thom McAn Store Cooled 


JAMESTOWN, N. Y.—An air 
conditioning system will be installed 
in the Thom McAn shoe store on 
West Third St. as part of a mod- 
ernization program. 


Name chciaepnnniadiadeahinianiieneae 
Foest Middle Lost 

Age EE 

Present 

Address Years... 

Former 

Address ‘ 2 

Position Income. 

Employer : pies gO caahcialaedeinsns 

Former, 

Employer Years 

Rent From Whom? 

Own Home? Value 

Amount 

Mortyage Held by 

Ever had a 

Rank Loan Where When ecient 

REFERENCES: Auto, Clothing, Grocer, Jewelry, Fuel, 

Doctor, Furniture, Cook Stove, Heating System, Radio, 

Washer, Refrigerator. 

1. 

” 

5. ea 


Back of sales form _ provides 
necessary credit information. 


ent address, former address, position, 
employer’s name, and other details 
for use as credit reference. All of 
these details can be filled out in a 
matter of a few seconds, without sub- 
jecting a customer to a “third de- 
gree” which is again likely to scare 
him. off. 

“Actually, we carry out all of the 
paper work involved in the sale of 
the most expensive appliance in less 
than two minutes,” Silk said, “and 
invariably, we have found better re- 
sults.” 


The original and one pink copy 
are maintained in the credit and sales 
office respectively of the Patrick & 
Silk Co., while a  double-faced 
“flimsy” goes to the delivery or serv- 
ice department, to get the appliance 
on its way. The last copy, printed 
in blue—as are all invoices, letter- 
heads, and envelopes which “go out 
of the firm’’—is turned over to the 
customer. 


Plumbing and wiring are extras. Do you wish Patrick & 


First Choice of many 


SOUTHERN 


Direct Draw 
Dispenser 


Designed For Convenience! 
More Capacity for Less Money! 


—nickel 


in M 1, Wide = 


ilwaukee 


PERLICK...Specialists In Draft Beer Equipment 
4 Distinctive Models To Choose From! 


3 Half Capacity ...20n tap... 1 in storage 


It's the perfect answer to every beer dispenser's needs! Two halves on tap, 
plus one in storage—three sets of tapping equipment included. Complete 
with those important Air Cooled Faucet Standards! 


Gleaming stainless steel inside and out (also available in black high baked 
enamel), with semi-concealed hardware—heavy insulation—removable drains 
plated brass fittings and every improvement and refine:nent. 
Write for Bulletin No. 61 or for information on other models. 
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-BRUNKER 
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installation is simple. 


conditioning to 


while greater income. 
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AIR CONDITIONING tuits business 


Let’s cut out the 


BLANDISHMENTS! 


You are in business to make money. So are 
your customers. So are we. 


Brunner put 44 years of experience and a 

fuable reputation into the design, de- 
velopment and marketing of this new line of 
self-contained floor-type room air conditioners. 


As a product we know it has the last word when 
answering the questions of user-buyers— price, 
good looks, dependability, capacity, etc., etc. 


The market for self contained floor type air 
conditioners hasn’t been scratched. It is a hig 
market, easy to contact, easy to sell and unit 


So there you are. You want more profitable 
business. Your potential customers need air 
rotect and develop their 
business. Brunner has the product. It costs you 
nothing to find out whether or not Brunner 
Air Conditioning really does offer a worth- 


Write or wire for a Brunner factory 
representative to show you the facts. 


Evaporative Condenser 
Prices Cut by Frigidaire 


DAYTON—Prices have been re- 
duced as much as 3314% but gen- 
erally 5% for evaporative condenser 
models marketed by Frigidaire divi- 
sion of General Motors, according to 
W. F. Switzer, the factory’s commer- 
cial sales manager. 

Evaporative condensers are de- 
signed to save water in water cooled 
refrigerating and air conditioning 
compressors, permitting the water to 
be used over and over again. 

Frigidaire’s new low price schedule 
for the evaporative condensers comes 
at a time when water supply short- 
ages in many sections of the country 
have created a heavy demand for 
water-saving equipment—particularly 
in the refrigeration and air condi- 
tioning fields. 

A lightweight two-ton capacity 
evaporative condenser (ECK-2) is 
priced 33144% lower. Heavier, large- 
capacity models with capacities from 
10 to 60 tons have been reduced ap- 
proximately 5%. 


Gould-Farmer To Distribute 


Betz Line In N. Y. State 


HAMMOND, Ind.—The Betz Corp. 
has appointed Gould-Farmer Co. as 
its central New York state distribu- 
tor. 

Syracuse office will be under the 
direction of J. R. Scott and the 
Binghamton office under the direction 
of C. B. Rogers. 

Complete stocks of Betz cooling 


units are now available in both cities. 


» é 


@ Self Contained 3 HP. to 10 HP. 
@ Remote Type 5 HP. to 75 HP. 


BRUNNER MANUFACTURING CO., Utica 1, New York, U.S.A. 


REFRIGERATION CONDENSING UNITS by 


AIR AND WATER COOLED MODELS —a size 
and type for every purpose...% HP. TO 75 HP. 
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Rema Lists Slide Films, 
Movies Now Available 
To Groups on Free Loan 


WASHINGTON, D. C.—Is_ your 
club or organization looking for good 
program material? 

If so, the following sound motion 
pictures and slide films are now avail- 
able for free loan upon request, ac- 
cording to the Refrigeration Equip- 
ment Manufacturers Association. 

“Surprise for Janie,” 16 mm. 
sound, colored motion picture (24 
minutes). Film Service, Kelvinator 
division of Nash-Kelvinator Corp., 
14250 Plymouth Rd., Detroit 32, 
Mich. “Freezing Fruits and Vege- 
tables,’ 16 mm. sound, colored motion 
picture (14 minutes). U. S. Dept. of 
Agriculture Motion Picture Service, 
Office of Information, Washington 25, 
D. C. “New Foods Make News,” 16 
mm. sound, colored motion picture 
(20 minutes). Birds Eye—Snider Div., 
General Foods Corp., 383 Madison 
Ave., New York 17, N. Y. 


Startling Headlines on Classified Ads 
Produce High Sales Ratio for Dealer 


SALT LAKE CITY — “Startling” 
the reader with sensational classified 
advertisements which turn out later 
to be the offer of new or used 
refrigerators, have produced more 
sales per dollar spent for advertising, 
than any other medium ever used by 
Hanco Furniture Co. here. 

Hanco Furniture Co., with one of 
the largest appliance departments in 
Salt Lake City, and a constant flow 
of reconditioned trade-ins coming out 
of the repair shop, has found that 
exploitation of the low to middle 
income group provides a ready mar- 
ket for the latter. 

Therefore, realizing that most 
homeowners in the lower-income 
brackets are regular readers of clas- 
sified advertising, in searching for 
desired merchandise, standard classi- 
fied advertisements were used in 
early 1948. These proved to have 
little or no effect—until the man- 
agement hit upon the idea of clever, 


humorous classified advertisements 
which arrest the reader’s attention. 
Thus, copy may be headed with 
such headlines as “Don’t go hunting! 
—Refrigerators . . . Hanco has the 
best in town. Largest selection of 
used or new refrigerators in the city.” 
Another may state simply “Re- 
ward!”. Reading further the reader 
discovers that the advertisement 
states that Hanco Furniture Co. will 
reward the customer by giving him 
the best possible price, trade-in allow- 
ance, etc., on a new refrigerator. 
Other advertisements have been 
headed “Escaped!” with copy point- 
ing out that a local housewife has 
escaped high expense by buying a 
guaranteed used refrigerator from 
the firm. Still another may be headed 
“Save me!’ with copy stating that 
the customer who saves the adver- 
tisement and brings it around in 
search of a good buy in refrigerators, 
will come out ahead in the long run. 


Thanksgiving Left-overs 
Served In Jan. Convince 
Ladies of Freezer’s Value 


BELTSVILLE, Md.—On Jan. 10, 
the Beltsville Grange served a com- 
plete meal to its members, using 
frozen “left-overs’” from a banquet 
served at Thankgiving. 


Through the encouragement of 
Miss Ethel Regan, home demonstra- 
tion agent for Prince Georges county, 
the Beltsville Grange decided at 
Thanksgiving to serve a pre-cooked 
turkey dinner. Mrs. Otto Kerst, 
chairman of the dinner committee, 
personnally supervised the prepara- 
tion and serving. With golden brown 
turkey, the menu included dressing, 
sauerkraut, string beans, gravy, and 
cranberry sauce. 

After the holiday-style meal, there 
was left over a 25-lb. turkey and 
sufficient quantities of the remainder 
of the menu to hold another dinner. 
They decided then to preserve the 
“left-overs” which were carefully pre- 
pared and stored in the home and 


farm freezer at the County building 
in Hyattsville, 

Mrs. Kerst spared no words in tel]. 
ing what she thought of the posgj- 
bilities in home freezers after parti. 
cipating in the demonstration. She 
plans to purchase a unit for her cwp 
home. She reported further that as 
chairman of the Ladies Auxiliary of 
the. Beltsville fire department, the 
organization has raised _ sufficient 
money to equip a new kitchen in the 
Fire Hall. “In this kitchen, you :ap 
bet that we’ll have a freezer with 
sufficient capacity to fulfill our 
needs,” she said. ; 


Burrows Directs Sales for R 
rec! 
H. Knodel Distributing Co, and 
ing 
CINCINNATI — Robert Burrows Mm °° 
has been appointed director of s: les ed 
and merchandising for the Harry tric 
Knodel Distributing Co., local Norge neat 
and Hallicrafter distributor. Burrcws ob 
formerly was with the G-E Supply ~_ 
Corp. here and the export divisior of we 
Westinghouse Supply Co. in New ane" 
York City. a : 
sur 


— 


“Frozen Freshness,” 16 mm. sound, ¢— 


colored motion picture (30 minutes). 
Film Service Dept., Frigidaire Div., 
General Motors Corp., Dayton 1, 
Ohio. “5 Days in a Cooler,” 16 mm. 
black and white motion picture (15 
minutes). National Frozen Food 
Locker Assn., 308 W. Washington 
Blvd., Chicago 11, Ill. “It’s Fun to 
Save Money,” sound, colored slide 
film (15 minutes). Crosley Div., Avco 
Mfg. Corp., Cincinnati 25, Ohio. 
“Thawing Uncle Jonathon,” black 
and white sound slide film (30 
minutes). Norge Div., Borg-Warner 
Corp., 670 E. Woodbridge, Detroit, 
Mich. 

These motion pictures and _ slide 
films cover the preparation of fruits, 
vegetables, meat, fish, poultry, cooked 
foods, and baked goods, including the 
proper methods of preparing and 
wrapping foods for storage in locker 
plants or home and farm _ food 
freezers, and are of particular in- 
terest to home makers. 

Organizations interested in the 
showing of these films or in more 
detailed information concerning them 
should write direct to the companies 
listed. 


Electric Range Promotion 
Planned To Boost Chicago 
Out of Soles Cellar 


CHICAGO—The Electric Associa- 
tion, representing 600 manufacturers, 
distributors, dealers, and _ electric 
companies in the Chicago area, will 
launch on Feb. 14 what is called “the 
biggest electric range promotion ever 
conducted in a single market’ to 
boost Chicago up the range sales 
ladder. 

It now ranks near the bottom, ac- 
cording to Axel Kahn, association 
president. The reason is that people 
haven’t been properly educated to 
the advantages of electric cooking as 
the prime benefit of modern electri- 
cal living, he said. 

Timed to immediately precede the 
peak selling season, the campaign 
will run for 13 weeks with advertise- 
ments in all major media plugging 
seven benefits of electric ranges. Copy 
will point out that they are clean, 
cool, fast, carefree, thrifty, really 
automatic, and modern. 

“When the campaign is over every- 
one ought to know something about 
electric ranges, which they don’t 
know now,” Kahn said. 

Two pre-campaign meetings to 
seek trade cooperation were sched- 
uled. Distributors were given a slide 
presentation of program details on 
Jan. 25, and dealers will see the same 
presentation on Feb. 8. 

A full-page newspaper advertise- 
ment in color will kick off the cam- 
paign on Valentines Day, with black 
and white pages running 10 times 
in each of the four Chicago dailies. 
A total of 55,000 lines of space will 
be used. 

In addition, plans call for 160 bill- 
boards, 800 car cards, window dis- 
plays by most of the Association’s 
dealer-members, plus 320 television 
spots of 20 seconds to 1-minute on 
four TV stations. A special sound 
film showing ranges made by the 12 
manufacturer-members was produced 
for this purpose. 

Premium for housewives visiting 
dealer stores during the campaign 
will be a book on feeding and enter- 
tainment of children written by two 
child experts and titled, “Food and 
Fun.” A $2 retail value, the book 
will be available to dealers at 10 
cents a copy. 


nnouneing the NEW 1950 FRIGIDAIRE / 


3 TYPES—4 SERIES—10 SIZES—4 to 17 cubic feet-—STARTING FROM $184.75 


IMPERIAL MODELS 


have a near-zero Locker-Top. The lower 
compartment is refrigerated by the new, 
improved Cold-Wall cooling with the 


new Refrig-o-plate. 


DE LUXE MODELS 
have low-temperature Super - Freezer 
Chest, Main compartment refrigerated 
by Freezer Chest and new, improved 
Cold-Wall cooling. 


MASTER AND STANDARD MODELS 


have colder-than-ever Super-Freezer. 
Food compartment refrigerated top to 
bottom by direct air circulation from 
Super-Freezer. 
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emphasized 


flat-bottomed, 


ding ° ° that they are now speedier than other 

Roundtable Cites Relation heat ssaeen. 
tell. , In a talk about the new packaged 
OSSi- 0: New Food Developments foods and mixes, Barbara A. Samp- 
- son of General Foods, related how 
She ° . these new products could be used as 
CWwn Te Electrical Cooking premet le te tools for electrical ap- 
t as pliances. Not only do they cut pre- 
y of ‘EW YORK CITY—New cookery paration time but save considerable 
the an demonstration techniques were Shopping time. 
em dis ussed recently by a group of food Margaret E. Davidson of Ladies’ 
the an. electrical equipment experts at Home Journal in her “Parade of Pans 
‘ a an all-day session of the Workshop’ for Electric Cookery,” 

for Electrical Living, sponsored by that there is no need for special 
TT the Electrical Women’s Round Table, electric range utensils. For surface 

in he General Electric Auditorium cooking, a_ sturdy, 

he. straight-sided utensil, large enough 
r R ba Staggs, home economics di- to cover the heating unit, with a 

rec! r of the National Live Stock tight cover, uses heat most efficiently 
0 and Meat Board, opened the meet- and best conserves the nutritive 

: ing with a discussion of new meat values. 

cool ery methods. She stressed the “Reviving Frozen Foods,” was the 
cha importance of cooking meats at low topic of Grace Diebig of Westing- 
sé les tem eratures and indicated that elec- house. She suggested that fruits be 
ay tric: | equipment with its controlled thawed in the sealed container, ex- 
one heat was especially well suited to the posed to the air just before serving, 
spe job. and served only when the last trace 
Poly Selma Andrews of Hotpoint, in an of ice has melted. She advised that 
ee analysis of electric range perform- a minimum amount of water be used 


ance, pointed out that since 1946 
surface units have been improved so 


in cooking frozen vegetables and that 
meat be thawed while cooking. 


Small Appliance Repair Service Proves 
Traffic-Building Key to Larger Sales 


LINCOLN, Neb.—At least a partial 
solution to the problem of increasing 
traffic in the appliance department 
has been found at Lawlor’s, one of 
Lincoln’s largest independent appli- 
ance stores, where a small electric 
appliance service and repair business 
campaign owas_ launched _ several 
months ago. 


W. A. Hintz, manager of the major 
appliance department points out that 
his firm doesn’t plan on making a 
profit from the small appliance serv- 
ice operation. The store has a service 
department employing seven persons, 
and the service jobs have just about 
broken even from departmental in- 
come standpoint. The job it is doing 
best is getting people into the store 


as potential refrigerator, washer, 
range, and small appliance cus- 
tomers. 


Major appliances occupy a newly- 
modernized selling space of about 


25 by 100 ft. in Lawlor’s basement, 
including a model kitchen layout for 
demonstration purposes. The service 
shop also is in the basement so that 
customers coming in to have small 
appliances repaired also are exposed 
to the attractive display of major ap- 
pliances. 

The store does not solicit major 
appliance repair jobs, according to 
Hintz, because the management 
doesn’t believe this business is profit- 
able. It has been found that the serv- 


ice shop can break even on small ap- . 


pliance service and at the same time 
attract more store traffic than would 
be possible if major appliance serv- 
ice were featured. 


Lawlor’s features the Westing- 
house and Youngstown major lines 
along with ABC home laundry equip- 
ment, and the only major service and 
repair jobs handled are on the firm’s 
own brands. Service on any other 
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k at tt Outside! Look at th laside! 
You cant match a FRIGIOAIRE 


New Outside f 


Look What's New in refrigerator styling! From the attrac- 
tive nameplate at the top to the modern recessed base, 
Frigidaire Refrigerators again set new beauty standards. Note 
the golden highlights, the Target Latch, the sleek new lines ! 


They'll Stay New Looking for years and years—these 
refrigerators are built that way! The sturdier one-piece cabinet 
construction, with the rigid Double-X back design, means 
long life, no sagging. And their finish stays bright and white 
—whether it’s gleaming Lifetime Porcelain or Durable Dulux. 


in snowy-white 
or Durable Dulux, 


YOU GET NEW Beauty 


Lifetime Porcelain 


1. New Styli 10.N > 
ng Insid ew Meat 
m Raymond Loewy. © and Out—by Plastic T hen Seewes with 
New! Lustrous leo 11. New Full ster models, 
. Ww, ; 
White pcan Gold and te De hime idth on Chill Drawer 
. ard for smartness, a ice cube detaan, ‘aan aan and 
New! Target Door beverages, ° ling of 
- Latch 
—with finger-tip 12. New H, 
fe: ction ‘andy Plastic 
locks cold in, — small items ator nnd 
4. New Streamlined Design ~ finished a =, 


YOU Ger NEW ECONOMY — 


New laside / | 


Frigidaire Imperial Models —finest of all Frigidaire Re- 
frigerators. The Imperial is a two-door combination —Cold- 
Wall refrigerator and Locker-Top for long-time storage of 
frozen foods. Its innovations include adjustable and sliding 
aluminum shelves — new Ice-Blue interior trim — new, deeper 
porcelain twin Hydrators — and new, improved Cold- Wall 
cooling with Refrig-o-plate. Quickube Ice Trays slide out, 
release cubes instantly. 8 and 10 cu. ft. sizes — frozen storage 
capacity, 50 and 70 Ibs. 


Frigidaire De Luxe Models have full-width Super-Freezer 
Chest, new, improved Cold- Wall cooling, full-length door 
and amazingly greater capacity. A 9 cu. ft. size takes little 
more space than a 5 cu. ft. model of only a few years ago! 
Look at the cool, clean beauty of its lustrous Ice-Blue trim 
—the Double-Easy Quickube Ice Trays — adjustable and 
sliding aluminum shelves —twin extra-deep Hydrators — 
full-width plastic chill drawer. 9 and 10.7 cu. ft. sizes— 
frozen storage capacity, 45 and 49 lbs. 


Frigidaire Master Models gleam with new gold-and-white 
beauty — introduce for the first time adjustable aluminum 
shelves in low-priced refrigerators. All sizes have two deep, 
sliding porcelain Hydrators that can be stacked — sliding 
porcelain meat storage drawer — convenient, all-metal Quick- 
ube Ice Trays —handy jack shelf. Larger sizes have the full- 
length food compartment, Super-Storage design. 7.6 to 11 cu. 
ft. sizes —frozen storage capacity, 19 to 29 lbs. 


Frigidaire Standard Models (not illustrated) are low in cost, 
yet have the Meter-Miser, Super-Freezer and the cabinet 
construction of higher-priced models. Other features include 
rust-resistant shelves, deep, sliding porcelain Hydrator, 
Frigidaire’s exclusive Quickube Ice Trays. 6 and 7.6 cu. ft. 
sizes — frozen storage capacity, 15 and 19 pounds. 


LL 


euble-Easy Quickube Ice Trays are 
{uminum for fast freezing — have Automatic 
‘ray Release. Press the tray handle — the 
‘ay is free— no tugging! Lift the lever — 
ibes released instantly —no melting ! Only 
rigidaire has them ! 


NEW DEPENDABILITY 


13. New Improved Meter- ems 
ay 


Y 
ny GET NEW CONVENIENCE 
— Storage Space ~in ! 
itchen space than before pay 


Miser ~ makes more cold 
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ts and vegetables, » New Sealed-in Mechanism covered 


by 5-Year Protection plan, 


Pendability and Fri ® P 
million refrigerati 


more than 1114 


New More Powerful Meter-Miser—simplest 
cold-making mechanism ever built—pro- 
duces oceans of cold on a trickle of current ! 
Quiet in operation, trouble-free — this eco- 
nomical Meter-Miser is sealed in steel, 
oiled for life. Only Frigidaire has it! 


FRIGIOAIRE 


Americas Wo. ¢ Retugerator 


Visit your Frigidaire Dealer. Look for his name in your classified Phone Directory. Or write 
Frigidaire Division of General Motors, Dayton 1, Ohio. In Canada, Leaside 12, Ontario. 


Refrigerators + Electric Ranges * Automatic Washer + Clothes Dryer + Electric Ironer + Food Freezers 
Electric Dehumidifier + Electric Water Heaters * Kitchen Cabinets and Sinks * Air Conditioners 


New Adjustable Aluminum Shelves 
in Imperial, De Luxeand Master models. 
Sliding shelves in Imperial and De Luxe 
models. Note in this illustration the 
close-barred construction of these rust- 
proof shelves. Only Frigidaire hasthem ! 


New Extra-Deep Porcelain Twin Hydrators 
with durable transparent plastic covers in 
Master, De Luxe and Imperial models— 
keep more fruit and vegetables fresh. Slide 
out —can be stacked to provide space for 
big items. Only Frigidaire has them ! 
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REPAIRS SAVE 
TIME AND WORK 


Accidents will happen— 


“he best-regulated 
Our sat: ss ptr 


proof that if it USD 
fixed, we'll do it. 


as 


Call 
2-6744 for prompt service. 


One of the advertisements being used 
by lLawlor's to promote its ‘‘service'’ 
to customers. 


make would be done entirely as a 
concession to a good customer, Hintz 
declared. 

The shop, which was started for 
Lawlor’s by Hintz 24 years ago, is 
now managed by Art Handsaker and 
is among the best equipped and ex- 
pertly manned in the city. It has two 
lathes and is equipped to do light 
welding. Hintz pointed out that such 
a well-equipped shop makes for good 
service and repair business promo- 
tion. Traffic is also boosted through 
such services as repairing wheel- 
goods and sharpening lawnmowers, 
knives and scissors, along with key 
and lock work. It is the best traffic- 
getter in the entire store, he declared 
flatly. 

The small appliance service cam- 
paign is being promoted by use of 
weekly newspaper advertisements, 
business’ directory listings, and 
window cards. The latter carry such 
messages as “Appliances Not Work- 
ing? Call Lawlor’s Repair Depart- 
ment Today!” 

Advertisements are one column, 
illustrated, and range from four to 
eight inches in length. Sketches to 
catch the reader’s eye depict such 
incidents as a housewife dropping an 
electric iron or toaster on the floor. 
Typical advertising copy: 

“Repairs Save Time and Work.... 
Accidents will happen—even in the 
best regulated home! And with the 
hustle and bustle of the morning 
rush, you can’t afford to be without 
your toaster—or any other important 
electrical equipment. Don’t put off 
until tomorrow repairs that should 
be’ done today. Our satisfied cus- 
tomers are proof that if it can be 
fixed, we'll do it. Call 2-6744 for 
prompt service. .. .” 

“Trouble-Shooting Is Our Business 
.... Accidents will happen, even to 
the most careful housewife. But don’t 
despair‘ Should your costly iron be 
damanged we'll fix it expertly, 
quickly, economically. We have the 
parts and experience to do the job 
right. Save time, save money, call 
2-6744 for expert electrical repair 
service. ... 

Lawlor’s also is handling its trade- 
in problem by taking the mark-down 
on the new appliance immediately 
after a used appliance is taken in 
on trade. If a new refrigerator 
priced at $250 is moved on a trade-in 
deal, for example, and $50 is allowed 
for the old machine, Hintz marks off 
$50 from the new sale. 

If the old refrigerator is sold for 
$35, that amount is marked back on 
the new sale. Hintz believed that 
this system makes for better stock 
control and shows at all times where 
the department actually stands, 
rather than having a lot of “wishful 
thinking” assets tied up in used ap- 
pliances. 

A section has been set up in the 
basement between the new appli- 
ance department and the repair shop 
for display of other used home ap- 
pliances. 
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Profitable Service Dept. Is Possible with 
Adequate Records, Selecting Good Men 


CHICAGO—How can an appliance 
dealer operate his service department 
at a profit? 

Some ideas on that question were 
presented at the recent annual meet- 
ing of the National Appliance & 
Radio Dealers Association by a 
three-inemwer panel. 

The panel was composed of Wal- 
lace Johnston, Wallace Johnston Ap- 
pliances, Inc., Memphis, Tenn.; Gene 
Morrison, Rockford Standard Furni- 
ture Co., Rockford, Ill.; and Frank 
Almquist, E. M. Home Appliance 
Co., East Moline, Il. 

“Operating a service department at 
a profit is like operating a business 
at a profit,” Johnston pointed out. 
‘It takes a lot of hard work, good 
management, and good supervision.” 

Johnston said he has been in the 
retail appliance business in Memphis 
for 18 years and has operated his 
own service department during that 
whole period. 

“My service department has grown 
from one man in 1932 to 11 me- 
chanics today,’ he told the dealers. 
“I personally feel that the success of 
my appliance business has been due 
to the good service that we have 
given our customers, as a good por- 
tion of our business today comes 
from satisfied users. 

“When a sale is completed on a 
major appliance, we put a red stamp 
on the invoice mailed to the cus- 
tomer that urges him to call the 
office and ask for the service depart- 
ment any time he needs service, and 


not ask for the salesman that sold 
him the appliance, because in this 
manner we can give him faster and 
more efficient service. 

“When the invoice is made out to 
be mailed to the customer, we also 
make a permanent service card and 
put same in our warranty service file. 
This card lists the customer’s name, 
address, telephone number, make of 
appliance, serial number, and date of 
installation, and the serviceman who 
made the installation. 

“Then when a service call is re- 
quested by a customer, the service 
dispatcher puts this information on 
the mechanic’s work ticket for him 
to carry with him. It also lists the 
salesman’s name. 


Permanent Record Kept 


“The serviceman makes the call and 
turns the ticket back to the dis- 
patcher who posts on the card the 
results of the service call, the ticket 
number, and the mechanic’s name. 
These calls are handled this way for 
the life of the appliance so at any 
time we can see how many calls are 
made on each appliance and the 
amount spent for parts and labor 
over a period of years. 

“Each month, the service dis- 
patcher takes the cards out of the 
warranty files that have become a 
year old and put it over in the out- 
of-warranty service call file. At the 
same time this letter is written to 
the customer: 

“Dear Sir: One year ago I had the 


opportunity of delivering a model 
‘ee eemsaeD to you. 

“‘T hope that you have been well 
pleased with your purchase and have 
had real service from it. 

“‘The one-year free service and 
warranty has expired but our service 
department will bé happy to make 
any call at a reasonable price which 
might become necessary. 

““*‘Should you need any other elec- 
trical or gas appliance in the future 
I would appreciate you calling me so 
that I might serve you. 

“‘Thanking you again for your 
patronage, I am 

Yours very truly, 


Wallace Johnston Appliances, Inc.’ 


“The salesman gets a copy of. this 
letter to follow up again for addi-, 
tional business. Then when a cus- 
tomer wants to trade in the used 
appliance, we have a _ permanent 
record of the date of sale, the cost, 
the amount spent for the service, and 
the age of the appliance. Because 
we have this record on a _ business 
like basis, it makes it much easier 
for our salesman to trade. 

“Our bookkeeping procedure on our 
service operation is as follows: 

“The sales department pays the 
service department 5% of the selling 
price for delivery and installation on 
all major appliances plus the actual 
installation charges for appliances 
which require special installations. 
Our rates on these installations are 
gas ranges—$6, automatic washers— 
$14, ‘Ventahoods’—-$15, water heaters 

— ‘ 


Save on freezers like this 


with ALCOA ALUMINUM 


Compare the cost of finishing Alcoa Aluminum 
to that required by conventional metals used 
for cold plates. A simple chemical dip eliminates 
costly shot blasting and zinc metalizing. 

How about fabrication? Brazing aluminum to 
aluminum is simple. For example. R. H. Bishop 
Co., manufacturers of the above freezer, furnace 


INGOT + SWEET & PLATE + SHAPES, ROLLED & EXTRUDED - WIRE + ROD - BAR ~~ TUBING ~ PIPE - SAND, DIE & PERMANENT MOLD CASTINGS - FORGINGS ~ IMPACT EXTRUSIONS 
* ALUMINUM PIGMENTS + MAGNESIUM PRODUCTS 


ELECTRICAL CONDUCTORS + SCREW MACHINE PRODUCTS - 


FABRICATED PRODUCTS ~- 


FASTEWERS + FOUL 


braze formed Alcoa Tubes to the aluminum sheets. 

Then don’t forget that aluminum resists corro- 
sion. Is friendly to foods. Safely handles most 
refrigerants. And its lightness speeds fabrication 
and lowers shipping costs. For any of the free 
hooks shown below, write: ALUMINUM COMPANY 
or America, 1774B Gulf Bldg., Pittsburgh 19, Pa. 
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ALUMINUM 
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—$15, and $2 per unit on cabinets. 

“When a customer calls for war- 
ranty service, our men make the call 
and charge the same amount that 
we do for a customer on out-of-war- 
ranty service—the price being $3 flat 
for a call up to 30 minutes’ labor 
and $3 per hour labor after the first 
30 minutes. 

“At the end of the month, we 
credit the service department with 
the balance that is left over for the 
same month for the year before. 
In this way, we carry ahead a serv- 
ice reserve of 5% of sales. 


Bonus on Collections 


“Our servicemen are paid $60 
weekly upwards plus 5% bonus on 
all cash collections. I feel that it is 
better to pay a serviceman 15 cents 
bonus on a $3 call than to mail out 
an invoice, send a statement, and 
have the bookkeeping and collection 
effort necessary to make the collec- 
tion. 

“We advertise daily in both papers, 
service work on iron repairs, toasters, 
percolators, and lamps in the classi- 
fied department as well as one weekly 
insertion on display advertising on 
iron repair. This is a good source of 
floor traffic and brings in an average 
of 25 people per day. 

“During the winter months, we 
advertise and solicit refinishing and 
painting of old refrigerators. We 
charge $25 for refinishing a single- 
door box and $35 for refinishing a 
two-door box. On these jobs we re- 
nickel the shelves and put on door 
gaskets. Our cost on these averages 
about $10. 

“By soliciting this work in our off 
season we help to maintain our over- 
head and keep our employes busy 
who would normally not be busy. 


ances on the sales floor when the 
people come in to buy parts. 

“Our parts department does a good 
job of selling related items. That 
is, if a customer wants washer parts 
after the sale is completed, the parts 
man suggests filler hoses, washer 
covers, oil, grease, drain tubs, ete, 
Likewise on refrigerator parts, ‘he 
parts man suggests door gask:ts, 
easy-out ice trays, vegetable pans, 
water bottles, polish, etc. 

“The revenue from these pa-ts 
sales helps materially in making a 
profit in the service department. 

“Now that trade-in appliances . re 
becoming a problem, the service je. 
partment in spare times dismant es 
two or three washers of the sa ne 
make and makes a good machine yt 
of it without using many new pa'ts, 
This helps to turn a loss into a pr -fit 
by having a good, efficient ser. ice 
department. 


Used Parts Sold 


“The servicemen also tag <nd 
identify used parts from dismantied 
trade-ins and sell them on jobs w):en 
new parts are not available or ‘oo 
high. So this is another good source 
of revenue for the service depsrt- 
ment. : 

“All of our servicemen turn in 
daily reports with their repair tickets 
and keep a day and month total on 
their labor sales and parts sales to 
know how well they are doing toward 
paying their daily wages as well as 
their monthly wages. 

“The service manager compiles all 
these reports and gives the service- 
men in their weekly meeting an 
analysis of the previous week’s report 
to let each man know how he stands 
in relation to the other men. 


(Concluded on next page) 
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Year-Round Security 


“We pay our servicemen the same 
throughout the year and give them 
security for the whole year. We also 
furnish them uniforms to wear, pay 
them when they are off sick, pay 
them for two weeks’ vacation, pay 
for sick and accident, hospital, and 
life insurance plus a bonus for leads 
sold by the salesmen on which there 
is no trade-in. 

“By doing these things, the better 
servicemen in the city want to come 
with us and be connected with us 
because of our good employer-em- 
ploye relationship. 

“During the off season on washer 
repair, we advertise in the paper and 
also during the spring we advertise 
to oil and check attic and window 
fans. Soliciting business out of sea- 
son for heavy use on appliances helps 
us to maintain an average monthly 
volume and not have peaks and 
valleys on the service sales. 

“Our service department is in the 
rear of the center of our building, 
and between the used display room 
and the service department we have 
a large wall glass window so that 
purchasers of used appliances can 
see the well-lighted, well-equipped 
shop that our used merchandise has 
been reconditioned in. 

“In conjunction with our service 
department, we operate a large parts 
department. We advertise heavily on 
this as it is a good source of getting 
prospects for the salesmen on appli- 
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HERE’S SOMETHING HOT 
FOR COLD-WEATHER SALES 


CARRIER HOME HUMIDIFIER 


Evaporates up to one quart per 
hour. 


Handsome two-tone walnut finish. 
Retail Price $69.50. 


Dealer discount. Limited stock. 
FOB Cleveland. 


Immediate Shipment 


AVERY PRODUCTS 
1908 EUCLID AVE. 


CLEVELAND 15, OHIO _ 


FARM AND HOME 
FREEZER 


Dealer Sales and Factory production rec- 
ords prove BEN-HUR “America’s Finest,” 
and fastest moving freezer. 

And no wonder! With all of the plus values 
BEN-HUR offers . . . three classic modern 
models with Ben-Hur Blue Color Trim to 
suit every demand . . . separate freezing 


compartment . . . sturdy construction for a lifetime of satisfaction . . . all-aroun 
insulation that cuts operating cost, improves performance . .. and all of the 

exclusive BEN-HUR features for safety, economy, convenience .. . it’s no 
wonder BEN-HUR is setting the pace in the freezer industry. 
Make it your business to make BEN-HUR your business. 
Write today for full details and information about 


a BEN-HUR franchise. 
BEN-HUR MFG. CO., Dept Ac 


634 E. Keefe Avenue, Milwaukee 12, Wisconsin 
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Data on Each Appliance Shows Which Lines 
Require Excessive ‘Within-Warranty’ Service 


(Joncluded from preceding page) 


‘Personal pride by these men keeps 
th m pushing ahead so that they will 
be average or above average and not 
be embarrassed in the meeting with 
th other men by showing up poor 
or below average.” 

‘torrison explained that his com- 
pa y’s service department is also its 
de! very department on appliances. 

‘When we first opened up our 
ap} ‘iance department, we tried hav- 
ing our regular furniture delivery 
me. deliver our appliances but found 
ths they were not able to give the 
attention 
tha we felt was necessary,” he 
poi ted out. 

“onsequently, we set aside a cer- 
tain fixed amount on each appliance, 
whch is credited to the service de- 
par‘ment, for uncrating, delivering, 
anc within-warranty service. Taking 
this amount into consideration, our 
service department makes a profit. 

“When setting up our service de- 
partment, we did so on the basis that 
we expected to contribute to the 
operating service department in the 
amount of 1% of total sales. We 
have found this has not been neces- 
sary. 


Record on Each Appliance 


“We have, I believe, been able to 
operate our service department at a 
profit because we keep very close 
records on every appliance delivered 
and service given to that appliance. 

“For example, we make an en- 
velope for every major appliance 
showing the model, serial number, 
and date of installation, and in that 
envelope goes a copy of every service 
report covering that appliance. We, 
therefore, can tell at a glance exactly 
how much it costs us to provide 
warranty service on any given item. 

“We have dropped several well- 
known lines because their ratio of 
warranty service was excessively 
high. 

“On the other hand, we lean over 
backwards in providing customers 
with free service. For example, if 
an appliance is guaranteed for one 
year and something goes wrong with 
that particular item in the thirteenth 
or fourteenth month, and we feel 
that there is some doubt as _ to 


whether the part, or appliance is 
defective, we, in all cases, give the 
customer free service. 

“Another important factor, and, 
perhaps, the most important factor, 
is the quality of your men in the 
service department. As near as I 
can find out, we believe we pay as 
high or, if not, higher wages to the 
service department than anyone else 
in the territory. And we pay the 
men for time off due to sickness and 
holidays and always buy them Christ- 
mas presents. 


Cheap Men Cost Most 


“However, it has paid off in the 
type of men that we have. In fact, 
we are looking for additional help 
now but find that the type of men 
that we want is exceedingly scarce. 
We know from experience that cheap 
help costs far the most.” 

All servicemen are salesmen and 
vice versa, Morrison said. The serv- 
icemen are paid a commission on all 
sales and leads, he stated. 

Morrison underscored the _ point 
that all a store has to sell, really, 
is service, because the prospective 
buyer can purchase the same mer- 
chandise elsewhere in the area at the 
same price. So, he stressed, the store 
that offers the best service is the 
one most likely to make the sale. 

Almquist, who said he has been 
in the appliance business for 16 years 
and has six servicemen, emphasized 
that good personnel is the backbone 
of the service department and that 
the service department is the back- 
bone of the business. 

His company, he noted, is always 
on the look-out for high caliber men. 
Applicants for service jobs are care- 
fully screened, he reported, explain- 
ing that to be accepted, the man 
must be married and a high school 
graduate. He added that all sales- 
men must have worked in the service 
department for six months. 

Almquist then listed a number of 
things the company does to keep 
service personnel and other employes 
satisfied and efficient. He said the 
firm: 

1. Allows two weeks’ vacation with 
pay and pays for time off because 
of illness. 

2. Subscribes to all trade journals 


* GREATER PRIME 
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You get dependable refrigera- 
tion at lower cost when you use 
refrigeration plates with “Ser- 
pentine’” design. These light- 
weight plates cool large areas 
quickly yet take up less room 
than conventional designs. 
They have no internal tubing 
or piping so their weight per 
square foot is extremely low, 
ond installation is simplified. 
One outer surface of the 
plate is flat and the other is 
embossed to form the channels 
iarough which the coolant 
ows. This provides direct re- 
tigerant. contact and the equiv- 
‘dent of 100% prime surface. 
‘he size of the refrigerant pas- 


SURFACE AREA | 


FOR A FASTER — 


PULL DOWN ia 


Peni.” 
ss 


*A KOKD=HOLD DEVELOPMENT 


sage and the smooth contour of 
the return bend reduces pres- 
sure drop to the absolute mini- 
mum. Plates can’t possibly be- 
come clogged or oil logged. 


The flat, top surface of Ser- 
pentine Plates adapts itself 
readily to the construction of 
shelves and stands and banks 
to add extra convenience to 
holding and freezing rooms. 
Once installed, they provide a 
lifetime of efficient, dependable 
refrigeration performance. For 
proof . . . just ask anyone who 
uses one of the half million 
Kold-Hold Serpentine Plates in 
use today. 


See your local refrigeration supplier or write us for details 


CONVERSION 


UNITS 


SERPENTINE 


ABRICATED [Ee 
LINERS | 


TRUCK PLATES 


KOLD-HOLD 


(A OEVAPORATORS 
— _ 27 
HOLD-OVER 


Gx protects every step of the way az» 


500 E. Hazel St., Lansing 4, Mich. 
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and sees that the servicemen get 
them. 

3. Gives all an opportunity to visit 
manufacturers’ plants. (“It’s expen- 
sive but worthwhile.” ) 

4. Sends a questionnaire to all em- 
ployes every three months, asking 
them “What’s wrong with the busi- 
ness?” A gift is presented to the 
one offering the best suggestion for 
improvement of the organization. 

(“At first, the men were hesitant 
to write down their complaints,” he 
said, “but now everyone cooperates 
in constructive criticism.’’) 

5. Pays each serviceman a bonus 
for every prospect brought into the 
store, whether he makes a sale or not. 

6. Sends a letter giving the date 
and time of office meetings to the 
employe’s home. This is done because 
of the importance the company at- 
taches to their employes’ home life. 

7. Sponsors employe birthday 
parties, picnics in the summer, and 
Christmas parties. 

8. Pays a “substantial” bonus at 
the end of the year, based on the 
value of each employe to the organi- 
zation. 

In addition, the firm urges its per- 
sonnel to take part in civic activities 
in the belief that such participation 
will make them better citizens and 
thus better workers. 

“We operate as a family so that 
everyone is plugging for the com- 
pany,” Almquist summarized. 


York Distributor Appointed 


ALEXANDRIA, La. — Alexandria 
York Co., 2134 Lee St., has been ap- 
pointed distributor for York Corp. 
in Avoyelles, Rapides, Grant, and 
Vernon parishes. (counties), La. The 
firm will sell, erect, and maintain 
complete York air conditioning and 
refrigeration installations. 


Graybar Spends $250,000 
In Buffalo Expansion 


BUFFALO—Graybar Electric Co., 
Inc. has launched a $250,000 expan- 
sion program here, it was disclosed 
by Divisional Manager Karl L. 
Thielscher. 

The company is constructing a 
30,000-sq. ft., one-story building at 
174 Perry St. The site was purchased 
by Graybar from the New York Cen- 
tral and Lehigh railroads and the 
City of Buffalo. Scheduled to be com- 
pleted May 1, the building will be 
used by Graybar for offices, ware- 
house, and display. 

The company distributes electrical 
equipment and supplies to wholesale 
customers, contractors, 
plants, utilities, and electrical retail 
outlets. It also is distributor of Hot- 
point appliances, Capehart radio and 
television receivers, and small appli- 
ances. 


Cleveland Electrical League 
Elects Henges as President 


CLEVELAND—tThe board of direc- 
tors of the Electrical League of 
Cleveland has elected the following 
officers to serve during 1950: 

President, W. E. Henges, district 
manager, Graybar Electric Co.; 
executive vice president, Will T. Clark, 
residential sales manager, the Cleve- 
land Electric Illuminating Co.; vice 
presidents, F. G. Hickling, district 
manager, Westinghouse Electric 
Corp.; and K. R. Schuele, vice presi- 
dent, Fries & Schuele Co. 

Stanley E. Strunk has been re- 
elected secretary-treasurer. 


-industrial © 


Phileo Announces Orders 
Over $80,000,000 
For Its 1950 Products 


PHILADELPHIA — Orders _ for 
Philco television sets, refrigerators, 
ranges, and other products placed by 
the company’s distributors at re- 
gional meetings in December and the 
national distributor convention in 
Chicago recently total over $80,000,- 
000, it was announced by James H. 
Carmine, executive vice president of 
Philco. 

Most orders are for shipment 
in the first quarter, Carmine said, 
and increased production will be re- 
quired to handle this large volume of 
business. 

“The 1950 Philco products have 
met with a tremendously favorable 
reception from our distributors and 
dealers,” Carmine said. “Inventories 
of all Philco products are practically 
non-existent, and high volume pro- 
duction will be required to meet the 
present and anticipated product de- 
mand. 


“Our new lines, featuring a 12-in. 
table model television receiver with 
97 sq. in. picture in a walnut cabinet 
at $199.95, a 7-ft. refrigerator with 
horizontal evaporator for $189.50, 
and an extra-large mono-unit electric 
range for $169.95, have already been 
recognized by the public as_ the 
greatest values in the history of the 
appliance industry,’’ Carmine further 
said. 

“We have set a sales goal of over 
$250,000,000 for 1950, and based on 
present indications Philco sales may 
substantially exceed this total,’ he 
concluded. 


Delco Single-Phase, 
Repulsion Start-In- 
duction Fractional 
Motor, 4 through 
34 H.P. Also avail- 
able in these sizes 
(only) with Con- 
denser start. 


Delco Single-Phase 

Fractional Motor 
with current-limit- 
ing Capacitor, %& 
through 44 H.P. For 
Blowers and open 
type Compressois. 


To the highly desirable qualities of 
dependability, long life and quiet 
operation, Delco adds two others: flex- 
ibility of facilities, to assist the manu- 
facturer to meet changing conditions, 
and nation wide service, whichincludes 
stocks in the field. Below are three of 
Delco’s extra-value motors developed 
for use in the air conditioning and 
refrigeration fields. Address inquiries 
to Delco Products, Dayton, Ohio, or to 
nearest Sales Office. 


Delco Single- 
Phase, Repulsion 
Start-Induction 
Integral Motor, 1 
through 5S H.P. 
Polyphase In- 
tegral, 1 through 
75 H.-P. 


DELCO MOTORS 


DELCO PRODUCTS DIVISION, GENERAL MOTORS CORPORATION, DAYTON, OHIO 


SALES OFFICES: CINCINNATI + CHICAGO + CLEVELAND «+ DETROIT - HARTFORD, CONN. 
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Full-Scale Wholesaling To Be 
Resumed In Atlanta by Gilham 


ATLANTA — An appliance execu- 
tive, once a wholesaler, who went 
into the retail field during the war, 
will shortly return to _ full-scale 
wholesaling, it has been announced 
by Harry L. Gilham, president of 
Gilham Appliance Co., here. 

Gilham, who supplied both major 
and traffic electric appliances to the 
Atlanta area for many years before 
going into the retail field, believes 
that his experience with the retail 
store at 1556 Piedmont Ave., will 
enable him to serve other retail 
dealers better. The firm will carry 
complete electrical lines, and will 
maintain a full sales staff, service 
department, etc., on its major and 
small appliance lines. 


New Chicago Firm Formed 
To Distribute Appliances 


CHICAGO—A charter of corpora- 
tion was recently granted Whitehall 
Distributors, Inc., 510 N. Dearborn 
St. here, which will distribute major 
appliances, it has been reported. 

Norman Weinstein, Chicago office 
manager for Fedders-Quigan Corp., 
is president of the company. Other 
officers are Cyril Tanis, vice presi- 
dent and secretary, and Benjamin 
M. Becker, assistant secretary. 

The firm will handle the distribu- 
tion of Fedders-Quigan products in 
northern Illinois and Indiana, accord- 
ing to Weinstein, who said he will 
continue as manager of the local 
Fedders-Quigan office. He added that 
the company is seeking other lines. 


NAED Booklet Designed 
To Help Dealers Lure 
Good Men Into Industry 


NEW YORK CITY—A booklet en- 
titled “The doorway to your oppor- 
tunity in electrical appliance selling” 
designed to help appliance dealers 
find good salesmen has been pub- 
lished by the National Association 
of Electrical Distributors. 

Charles G. Pyle, managing director 
of the association, said the booklet 
aims to “help electrical appliance, 
radio, and television dealers: present 
so convincing a story of the oppor- 
tunity for young salesmen in our 
industry that they will be able to 
find the.right kind of young men 
needed to do the selling job ahead of 
us.” 

The book is. an 8-page, 2-color pro- 
duction that tells concisely what the 
sales opportunities are in the elec- 
trical appliance field and the quali- 
ties a prospective salesman needs to 
get ahead. 

A salesman’s job application form 
is inserted in the book. 

Copies may be obtained from the 
association at 500 Fifth Ave. here 
at 15 cents a piece for one to 99 
copies, 12 cents each for 100 to 499 
copies, and 10 cents each for 500 or 
more copies, f.o.b. New York City. 


Store To Have New Ventilation 


SYRACUSE, N. Y.—A new venti- 
lating system will be installed in the 
E. W. Edwards & Son department 
store building here as part of an 
extensive renovation program. Harry 
A. and F. Curtis King are architects. 


To Name Committee 


Omaha Utility Will Study 
Dealers’ Request That It 
Stop Gas Appliance Sales 


OMAHA, Neb.—Metropolitan Utili- 
ties District will appoint a committee 
to study a proposal that the public 
utility get out of the gas appliance 
business, it is reported by Frank L. 
Frost, new chairman of the board 
of directors. 

MUD directors recently gave audi- 
ence to a 17-man delegation repre- 
senting the independent home appli- 
ance dealers of Omaha, at which 
private enterprise asked the publicly 
owned utility to quit selling gas 
refrigerators, stoves, and other gas 
appliances. 


The utility directors also voted . 


unanimously that directors shall not 
be entitled to any discount on appli- 
ances purchased from MUD. This 
action cleared confusion left by a 
resolution passed a week earlier 
wherein employes of MUD were re- 
strained from purchasing more than 
three major appliances over a five- 
year period. 

Employes are given a 30% discount 
on such appliances, and there has 
been considerable objection in recent 
months from private appliance deal- 
ers to a practice of utility employes 
securing appliances at a discount for 
friends. This discount practice has 
been attributed especially to several 
members of the board of directors 
who reportedly had moved a num- 
ber of gas refrigerators in this 
manner in recent years. 
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Models 6 and 8 available in your’ 
choice of new metal cabinet with 

lastic grill (above) , or in hand 
Finished mahogany cabinet 
(below) . 


DC, 


CORTLAND, N. Y.. 


The PROFESSIONAL 
(Medel 8) 


¥ hp window unit with max- 
mum cooling power of any % 
-hp model. New hermetic com- 
pressor with 5-year warranty. 
Featured for use in business and 
rofessional offices, as well as 
omes, Up 
115/280 volts; 50/60 cycles. 


14 hp console, air cooled, hand 
rubbed mahogany or avodiré 
cabinets. 
pressor with 5-year warranty for 
220 - 60-1. 
rooms, 
directors’ 
heating and 
11,000 btu/hr. cooling. For AC 
or DC. 
model 10W.) 


134 hp console, air cooled, choice 
of genuine mahogany or blond 
avodiré wood cabinets. For large 
offices and living rooms, or espe- 
cially severe conditions. Offered 
with heating and cooling. Up to 
13.500 btu/hr, cooling. AC or 
(Also in water-cooled, 
model 12W.) 


The BEDFELLOW 
(Model 6) 


A Y% hp window unit with max- 
imum cooling power of any 4 
hp model. New hermetic com- . 
pressor with 5-year warranty. 
Featured for bedroom cooling, ~ 
for which it is ideal, Up to 6000 
btu/hr. 115-60-1. 


Remington’s greatly reduced 1950 prices 
mean an even bigger market for America’s 
finest quality room air conditioners this 
season — and even bigger profits for you, 


Mr. Dealer! 


Remember! Remington has the most com- 
plete line, including: 


to 8800 btu/hr. 


¢ CONSOLES 
* AIR COOLED MODELS 

* WATER COOLED MODELS 

* REMOTE INSTALLATION UNITS 
* MODELS FOR AC OR DC 

* NEW MODELS THAT HEAT 


* WINDOW UNITS 


AS WELL AS COOL 


Remington dealers won't lose a single 


The DIRECTOR 
(Model 10) 


New hermetic com- 


Featured for living 
substantial offices, and 
rooms. Offered with 
cooling. Up to 


(Also in water-cooled, 


sale in 1950 for lack of the right model 
for the job! 


Take advantage of the 
WATER SHORTAGE 


If you are in one of the many water 


shortage areas, you have terrific extra 


sales opportunities this season by sell- 


The OVERTON 
(Model 12) 


ing Remington air-cooled models where 
water-cooled models would ordinarily be 
installed. Ask your distributor to show 
you Remington’s great promotion pack- 


age for water-shortage areas. 


REMINGTON AIR CONDITIONING 


DIVISION OF REMINGTON CORPORATION 
- CABLES—REMINGAIR. 


Alsdorf Corp. Appointed 
Coolerator Export Agent; 


Philippines Get Ranges 


CHICAGO—The A. J. Alsdorf 
Corp. has been appointed to handle 
the export business of Coolerator 
Corp., according to a recent joint 
announcement by Coolerator and J. 
W. Alsdorf, president of both Alsdorf 
and Cory Corp., manufacturer of 
small appliances. 

Alsdorf is the export agent for 
Universal gas ranges, Quaker space 
heaters, Filter-Queen vacuum clean- 
ers, and General Mills appliances, in 
addition to products of Cory Corp. 
and Fresh’nd-Aire (which Alsdorf 
controls). 

The export firm operates through 
resident agents in countries abroad, 
these agents being nationals of the 
country in which the offices are 
located. 

Alsdorf stated that the first car- 
load shipments of Coolerator ranges 
are now on their way to the Philip- 
pines, and he reports an increasing 
interest in appliances, with only the 
shortage in dollar exchange limiting 
the market. 


Office, Warehouse Bldg. 
For St. Louis Distributor 
To Be Constructed Soon 


ST. LOUIS—Construction will be 
started at an early date on a new 
office and warehouse building for The 
Artophone Corp., wholesale distribu- 
tor of appliances. 

The building, which is to be located 
at Rosedale and Clemens Aves., will 
be a one-story brick and haydite 
block structure of contemporary de- 
sign. It will contain approximately 
46,000 sq. ft. of office and servicing 
space, more than half of which will 
be air conditioned, plus approxi- 
mately 78,000 sq. ft. of warehouse 
area. 

It will have structural steel frame 
on reinforced concrete foundations 
with steel roof decking. The exterior 
windows will be steel throughout and 
the exterior doors will be aluminum. 

The general office area will have 
movable metal partitions to provide 
the utmost flexibility of arrangement. 
Adjacent to this area and facing on 
Rosedale will be private offices and 
a conference room, the latter equip- 
ped with a small serving kitchen. 

Acoustic tile ceilings will be in- 
stalled throughout the office area 
and in this space and the servicing 
department will be found a variety 
of floor materials; asphalt tile, 
rubber tile, plastic tile, cork tile, and 
linoleum, all of which are handled by 
Artophone. 

The building will also contain a 
large display room for the showing 
of the many and varied products for 
which this company is the distribu- 
tor. Adjacent to this room, and. so 
arranged that it may become a part 
of it, will be an auditorium for em- 
ploye and dealer meetings. 

The auditorium stage is to be 
equipped with a turntable which will 
allow the successive display of 
several items by rotation. This stage 
will also have electrical, plumbing, 
and gas outlets for the quick installa- 
tion of appliances in order to demon- 
strate their use. 

A kitchen and lunch room for em- 
ployes will be provided between the 
office and warehouse areas and readi- 
ly accessible from each. 

The warehouse will obtain gener- 
ous light and ventilation from monitor 
windows along its entire length. This 
portion of the building lies between 
a siding of the Wabash Railroad Co. 
and a large trucking area. Provi- 
sion will be made for the loading or 
unloading of eight railroad cars and 
18 trucks simultaneously. 

Separate off-street parking areas 
are to be provided for employes and 
for dealers, with space for more than 
100 cars. 

Artophone represents Philco, Grand, 
American, Duo-Therm, New Home, 
Armstrong, Altorfer Bros., Lewyt, 
and Columbia, in addition to a 
number of traffic appliance manu- 
facturers. The company covers the 
Greater St. Louis area and eastern 
Missouri and southern Illinois. 


Callaway Co. Names Hargis 


LOUISVILLE, Ky.—L. H. Calla- 
way Co., here, Chrysler Airtemp heat- 


| ing and air conditioning dealer, has 


announced the appointment. of 
Richard H. Hargis as a member of 
its sales organization. 


Radarange Proves Worth 
In Providing Fine Cuisine 
For Ocean Liner’s Salon 


NEW YORK CITY — The a. 
darange, the Raytheon Mfg. C>,’s 
electronic cooker, recently pas :eq 
very successfully three months of 
exhaustive tests of its ability to pro. 
vide fine cuisine for the dining sa on 
of the ocean liner America, the } aw 
York Times has reported. 

Otto Bismarck, executive chef of 
the United States Line flags iip 
America put the electronic coo! er, 
said to be the first ever installed on 
an ocean liner, through its pases 
in a locked room aboard ship. 

At the end of three months of t: st- 
ing, he gave the Radarange his bl: ss- 
ing and declared that it had in. 
limited possibilities in a _  sho’s 
kitchen. ‘ 

In a report to the New York Tin 2s, 
he stated, “a 10-oz. sirloin steak «an 
be cooked rare in 50 seconds; ot 
gingerbread in 29 seconds; pork 
chops, lamb chops, and fish filsts 
in 50 seconds; lobster in 24% minut:s; 
and a whole chicken in 4 minutes, 

“Not only is the Radarange fest, 
but the rapid cooking prevents loss 
of natural oils, juices, and flavoring, 
and there is no grease, smoke, odors, 
or heat.” 

The Times report continued: 

“Commenting on larger dishes, the 
chef said that he could turn out a 
12-lb. rib roast, medium rare, in 35 
minutes that would take 2% hours by 
the ordinary method. 

“Other dishes that he has tried 
include roast chicken with chestnut 
stuffing done in 10 minutes, and an 
8-lb. duck with apple and prune 
stuffing in 12 minutes.” 

At a demonstration, Bismarck 
prepared lobster Americain, two 3-in. 
steaks weighing 2% lbs. each, and 
baked potatoes, all in 5 minutes. 

He asserted that electronic cook- 
ing had solved one of the most im- 
portant problems of shipboard cuisine 
—the many special orders that have 
to be prepared each day, particularly 
for special dinner parties. In addition, 
he said, tardy diners can be ac- 
commodated with hot food without 
the usual wait. 


New 44-Apartment Project 
In Houston Is All-Electric 


HOUSTON, Tex.— The 44 apart- 
ments in the recently completed Palm 
Terrace Apartments, said to be the 
city’s newest and one of the finest 
projects in the southwest, are 100% 
electric. 

Designed and owned by Robert W. 
Clemens & Associates, each living 
unit in the structure is furnished with 
an electric range, 6-cu. ft. refriger- 
ator, built-in electric bathroom heat- 
er, garbage disposal unit, a vest fan 
to circulate warm or cool air, kitchen 
exhaust fan, and a built-in wall- 
cooling fan. 

The apartment laundry is also all- 
electric, having an automatic ironer, 
washer, and drier. 

Recessed lighting is featured in 
each room, and in every apartment 
there are two 220-volt circuits, one 
for the electric range, the other for 
a room air conditioner. 


Weber Account Goes 
To Ruthrauff & Ryan 


LOS ANGELES—Weber Showcase 
& Fixture Co., manufacturer of 4 
complete line of store fixtures aid 
equipment, has appointed Ruthrav 't 
& Ryan, Inc., as advertising agenc ». 

The announcement was made ‘y 
Karl A. Weber, president, who e - 
plained that the network of Rut - 
rauff & Ryan offices, in princiy ‘| 
cities of the country, would wo 
closely with Weber sales offices a 4 
dealers. 

The Weber company started " 
1898 as a small cabinet shop in L's 
Angeles. Before World War II, ‘t 
had a plant extending over seve ‘! 
city blocks and retail sales disp! y 
rooms and offices in Los Angeles a 4 
San Francisco. In recent years it 
has established sales branches 1 
Chicago, New York City, and N W 
Orleans, and has expanded its dea er 
organization in Eastern and M }- 
Western areas. 

The Los Angeles office of Ruthra ‘ff 
& Ryan will handle the Weber «° 
count. Charles Bowes has been 
named account executive. Melia 
plans are under consideration noW 
and will be announced later. 
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Se!f-Service Saves Space 


Modern Refrigerated Fixtures Help Pharmacy 
Increase Business After Move to Smaller Store 


I 'INCOLN, Neb.—‘Packaged” re- 
frigerated display and storage units 
ha\2 been the answer to the problem 
of elocating a drugstore in smaller 
spa’e for the Alvord Pharmacy, re- 
por's Proprietor Cliff Alvord. A 
mecianical air conditioning system 
also has been installed to make the 
smeil store comfortable for patrons. 


H gh rent last year prompted the 
dru; gist to abandon his neighborhood 
site at 33rd and “A” Sts. where he 
, had operated a pharmacy more than 
11 ears. Now, despite the fact he 
is in a new location and has a third 
less selling space, Alvord is doing a 
bigger fountain and _ prescription 
business than he did at the old stand. 

The one-story brick building was 
completely remodeled inside, a parti- 
tion moved back to provide more 
selling space, air conditioning in- 
stalied, and new blonde wood fix- 
tures made to order to provide at- 
tractive display for approximately 
the same amount of merchandise as 
was accommodated in the old phar- 
macy. 

One of the major problems was to 
show drugstore items attractively 
while at the same time maintaining 
a fountain department and dairy 
section, all in 25 x 60 ft. of selling 
space. Alvord disposed of most of 
his old fixtures, including the old- 
style soda fountain, and planned a 
layout which would utilize every inch 
of the new location without clutter- 
ing up the place. 

Essential units in this layout were 
three large Kelvinator low-tempera- 
ture cabinets, a new Bastian-Blessing 
8-ft., stainless-steel soda fountain dis- 
pensing unit, a refrigerated candy 
vending case, and an automatic re- 
frigerated machine for vending bot- 
tled soft drinks. 

Carbonation and refrigeration units 
in the new fountain are _ self-con- 
tained and refrigeration is provided 
for the drinking water, syrups, and 
fruit toppings for ice cream dishes— 
refinements which were lacking in 
the old fountain. 

Two of the low-temperature boxes 
were installed in the fountain depart- 
ment—one on each side of the dis- 
pensing unit, while the third was set 
up in the dairy products section for 
self-service vending of packaged ice 
cream and ice cream specialties. 

The fountain is located in the 
center of the north side of the drug- 
store adjoining dairy products which 
occupy the northeast front corner. 
A front bar with Formica top was 
built to specifications and has six 
upholstered stools. Four booths were 
installed in the center aisle directly 
across from the fountain. 

All dispensing and food preparation 
equipment is housed in the back bar, 
while there are compartments on the 
serving side of the front bar for 
utensils and napkins. 


The back bar was constructed of 
the same blonde wood as the other 
store fixtures including booths and 
fountain front bar. The druggist 
incorporated his own idea—a lighted 
display nook at each end of the wall 
section of the back bar, with fluores- 
cent tubing concealed in the top panel 
of each alcove to direct attention of 
customers seated at the fountain to 


merchandise displayed on the shelves 
of the two nooks. 

A number of outside neon signs 
that designated the dairy store have 
been left intact but the druggist also 
has installed neon signs advertising 
the drug and fountain business. A 
large milk bottle outlined in neon 
and projecting over the sidewalk, 
for example, remains, while under- 
neath it has been added a large 
neon “Drugstore” sign. 

The building has full-view windows 
eliminating conventional window dis; 
plays, and the dairy products section 
is plainly visible from the street. 
Nearest to the window is a new 
reach-in fixture for ice cream. Alvord 
commented that this is the first time 
he has made use of such a fixture, 
and that he has been agreeably sur- 
prised by the large volume of take- 
out ice cream business, even in the 
wintertime. 

Customers’ frequently buy ice 
cream in half-gallons, whereas before, 
such a sale was almost unheard of. 
Neighborhood youngsters also are 
avid patrons of the fixture which has 
a section for ice cream bars and 
other ice cream specialties. Boxed 
candies are displayed on the back 
bar of the fixture. 

The dairy section also includes a 
large four-door refrigerated vending 
case, adjoining the reach-in ice cream 
case, that he acquired when he took 
over the dairy store operation. It 
provides for self-service in selling 
milk, butter, eggs, cheese, and soft 
drinks. Soft drinks also are displayed 
on portable metal racks in front of 
the window, while in line with the 
fountain and between the fountain 
and the prescription department at 
the rear of the store is an automatic, 
refrigerated case for soft drinks. 

Open-shelf fixtures matching those 
of the drugstore departments have 
been placed in front of the dairy 
case for display of bread and pas- 
tries, boxed candy and cellophane- 
packaged candies and cookies. A 
lighted case for vending hot nuts 
is a part of this line of fixtures. The 
druggist observed that the dairy and 
bakery products have brought a 
good volume of traffic to drug and 
fountain departments. 

Remodeling of the store for use as 
a pharmacy included installation of 
asphalt tile flooring, acoustic-type 
ceiling with fluorescent lighting fix- 
tures, blonde wood display fixtures 
and complete interior redecoration, 
as well as year-round air condition- 
ing. Heating is from separate blower 
units fired by gas and attached to 
the ceiling. 

Regular drugstore merchandise is 
departmentalized for self-service in 
open wall shelving and island fix- 
tures. Included in the drugstore sec- 
tion is a white-enameled refrigerated 
case for chocolate candy. It is near 
the front of the store, in line with 
the booths and a lighted greeting 
card case. 


Fire Destroys Canadian Firm 


OTTAWA, Ont., Can.—The United 
Refrigeration Sales and _ Service 
building was destroyed in a fire here 
Jan. 26 which swept a business block 
with damage estimated at $300,000. 


@ FIRST IN 
APPEARANCE 
AND 
PERFORMANCE! 


@ Many Sizes 
Available to Fit All 
Needs For Under 
Bar Locations! 


® Stainless Steel 
Models Are Outstanding In 


Appearance! Low Cost Krinlac id a 
Give The Same Efficient, Dependable Service! 


@ ADDITIONAL INFORMATION AVAILABLE 
ON REQUEST. WRITE OR CALL TODAY! 


"KOLD-DRAFT Bottled Beverage Coolers 


Volume Storage ... Where Space is Limited! 


Shown: 
Model #18 


KOLD-DRAFT DIVISION 


*Trademark 


JNIFLOW MANUFACTURING COMPANY, ERIE, PA. peg. v. s. 
Pat. Off. 


Distributors in most principal cities 
Draft Beer Dispensing Systems, Ice cube makers, 
Lectrik-Ice water coolers. 


Other products: 


Customer’s Choice 


Alvord Pharmacy finds that when customers help themselves from this cabinet they 
often pick out half-gal. containers of ice cream. Purchases of this size used to be rare. 


DISA Picks Show Spaces 
In Chicago, March 16-17 


WASHINGTON, D. C.— The 31st 
annual meeting of Dairy Industries 
Supply Association has been sched- 
uled for March 16-17 in Chicago, 
according to association headquarters 
here. 

The election of six new directors, 
and the subsequent election of asso- 
ciation officers by the full board of 
directors, will be a highlight of the 
meeting. Another feature will be the 
floor-locations lottery for space at 
the Dairy Industries Expos'tion to 
be held in Atlantic City Oct. 16-21, 


according to the report. 


Wright Refrigeration Service 
Organized In Kissimmee, Fla. 


KISSIMMEE, Fla.—Establishment 
of the Wright Refrigeration & Appli- 
ance Service, to operate in connection 
with the Triangle Sports Shop, was 
announced recently by Newton Nor- 
ris. 

The refrigeration service will be 
run by Herman C. Wright who comes 
to Kissimmee after three years as 
sales and serviceman for the Inter- 
national Harvester Co. in Orlando. 
Wright will service and repair all 
makes and models of refrigerators 
in addition to other household appli- 
ances. 


Frozen Food Consumption 
Hit 2 Billion Lbs. In '49 


CHICAGO—Two billion pounds of 
frozen food was consumed by- the 
American housewife, restaurant 
patron, and users of frozen fruits, 
vegetables, meats, and other frozen 
food items during 1949. 

This represents a 38% rise in the 
national consumption according to 
figures disclosed by William M. 
Walsh, president of the National 
Wholesale Frozen Food Distributors 
Association. 

Statistics show that the United 
States last year led the world in 
production and consumption of 
frozen foods. Walsh reported that 


- fruits and juices accounted for 38% 


of the record volume, vegetables 
ranked second with 32%, and poultry 
third with 13%. Seafoods were fourth 
with 11%. Frozezn meats and pre- 
cooked foods, and other specialty 
items tied for fifth position with 3%. 

The six frozen foods served most 
often by housewives were listed in 
this order: orange juice, peas, straw- 
berries, lima beans, green beans, and 
spinach. 

Frozen orange juice concentrate 
was considered the leading item. It 
is expected that in 1950 35% of the 
Florida orange crop will wind up in 
the 6-0z. can. 

In recognition of the advances 
made in frozen orange juice concen- 
trate, the National Wholesale Frozen 
Food Distributors Assn. presented 
an award to the State of Florida for 
making the greatest contributions to 
the progress of the frozen food indus- 
try. The award was made at the 
fourth annual national frozen foods 
convention held in Chicago Jan. 31. 


Go after sales with a 


3-DIMENSIONAL 
PICTURES 


Here’s the new way to step up your frozen 
food sales — go after them with a BTC Portable 
Display Case. BTC’s revolutionary display case en- 
ables you to place frozen foods where store traffic 
.and to cash in on the tie-in with 


is heaviest. . 
related food items. 


The BTC Portable Display Case is small 
enough to fit almost anywhere in the store, yet has 
ample room for 190 average frozen food pack- 
ages. Its low-level superstructure is fluorescent 
lighted with 3-dimensional, full-color pictures that 
attract attention and win more sales. 
features include two price panels, stainless steel 
top trim, plug-in operation, smooth rolling casters 
and a 5-year warranty against food spoilage and 
mechanical defects in sictetaaaited sealed com- 


pressor unit. 


PORTABLE DISPLAY CASE 
Model DC6-2 


Has same features as above model 
with 3-dimensional pictures re- 
placed by mirror for effective dis- 
play of contents. 


PORTABLE ICE CREAM CABINET 
Model DC6-ICD 


Has 5’ cubic foot capacity. Avail- 
able in two models — with two or 
three lateral plates. 
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Other 


Model DC6-2D 


Write today for full details on BTC Model DC 6-2D, or on any of the other two models shown. 
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BREWER-TITCHENER 


CORPORATION 


- Binghamton, New York 
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Moving Trade-In Models 


Detailed Classified Ad Playing Up Refrigerator’s 
Chief Feature Proves Most Effective 


ENGLEWOOD, Colo. — Hardware 
dealers who are hesitant about ac- 
cepting trade-in refrigerators for fear 
they will be hard to move can find 
the solution in classified advertising 
according to George Goorman, who 
is head of Goorman Hardware Co., 
here. 

Goorman, who sells a constantly 
high volume of new refrigerators 
every year in his community, deplores 
the theory of many hardware dealers 
that it requires “magic” or special 
stunts to move trade-in boxes. 

“The most effective tool is playing 
up the outstanding feature of every 
trade-in refrigerator in classified ad- 
vertising,” the Englewood dealer 
said. “There are always homeowners 
intertested in getting a particular 
make, or who want a small cubic 
footage box for apartment use, or 
perhaps a restaurant owner, etc., 
who can use an oversized box. We 
have found that by including more 
complete details about each box in 
every classified advertisement, sales 
come far more rapidly.” 

The Colorado hardware firm has 
simplified trade-in operations by 
making up a “blue book” which offers 
a standardized trade-in allowance on 
each of 15 makes of refrigerators 
likely to be offered by local home- 
owners in trade. There is a plus mar- 
gin included for those which are in 
tip top condition, and of course the 
store prefers these to others. In all 
cases, store salesmen must stay 


within the limits imposed by the 
book. 

“We have found that this is not 
difficult to do with most homeowners 
now willing to accept a fair allow- 
ance on trade-in boxes with lowered 
new prices.” it was indicated. The 
trade-in refrigerator, after agree- 
ments have been made, is picked up 
by the truck at the same time the 
new box is delivered. It is then 
cleaned up in Goorman’s shop, tested, 
and sold for the most part “as is” 
with no other reconditioning invest- 
ment on the part of the firm. The 
price and guarantee in all cases is 
based by the Colorado dealer on the 
amount of the allowance, and an 
opinion handed down by the shop’s 
foreman. 

An inviolable rule to keep used re- 
frigerators moving, according to 
Goorman, is to write a classified ad- 
vertisement on the same day all of 
the old boxes are received. As many 
as from one to six such advertise- 
ments are run at a time, depending 
on the number of boxes on hand, us- 
ing a community newspaper which 
reaches farmers and suburban resi- 
dents. 

The advertisements give such in- 
formation as ‘Frigidaire, 8 cu. ft., 
perfect running condition, ideal for 
large family.”’ Another may point 
out “Cramped for space? Here’s a 
4-cu. ft. refrigerator, apartment size, 
which will solve your problems for 
$39.50.” 


Ts Be Woodson Named to Value of Staying Open 


Engineering Post at G-E 


BRIDGEPORT, Conn.—T. T. 
Woodson has been appointed engi- 
neer of the advance engineering 
section of General Electric Co.’s ap- 
pliance and merchandise department, 
it has been announced by J. W. Mc- 
Nairy, manager of engineering and 
manufacturing for the department. 

He succeeds J. F. Young, who has 
been transferred to Erie, Pa., as 
assistant engineer of the refrigerator 
unit engineering section. 

Woodson was formerly designing 
engineer for the home laundry equip- 
ment division here. He joined the 
company at Schenectady, N. Y., in 
1935. 

Young came with General Electric 
at Schenectady in 1937, and was 
transferred to Bridgeport in 1944. 


Coast Appliance Group Changes 
Name To Indicate Broader Scope 


LOS ANGELES—The _ Southern 
California Radio & Electrical Appli- 
ance Association, Inc. has voted to 
change its name to the Electric 
League of Los Angeles, Inc., accord- 
ing to a recent announcement. 

A league spokesman states that 
the change in name “enables us to 
broaden our scope of operations and 
to encompass fully the many and 
varied phases of our industry.” 

Major appliance and_ television 
service meetings which were a part 
of the association’s activities will be 
continued, and it is expected that 
other divisions will be set up in a 
similar manner as rapidly as possible. 


dd 


CAPA) 


Capilator (the capillary tube for restriction purposes) is the distinguishing 
name given Wolverine capillary tube—distinguished for its excellent 
performance, attributed to its precise manufacture—PLUG DRAWN to 


give EVEN BORE. 


When you use Capilator you know its inside has been 
washed and tested for pressure drop. You know that 
the flow will be absolutely dependable. 


Capilator has a wide preference among the leaders 
of the refrigeration industry because of its outstand- 


ing efficiency. 


‘Pin your faith on Capilator. 


WOLVERINE 


TUBE 


SIZES AVAILABLE 
Outside Inside 
Diameter | Diameter 
.072” .026” 
.081” .031” 
.087” .036” 
.093” .042” 
.099” .049” 
.106” .054” 
112” .059” 
.125” .064” 


DIVISION 


Calumet & Hecla Consolidated Copper Company 


MANUFACTURERS OF SEAMLESS, NON- FERROUS TUBING 
1413 CENTRAL AVENUE ~ 


Plants at Detroit, Michigan and Decatur, Ala. 


ae wes ‘ FS, 


Sales Offices in Principal Cities 


DETROIT 9, MICHIGAN 


eg 


After-Hours Is Argued 
By Dealers In Omaha 


OMAHA, Neb.—Considerable dis- 
sension has arisen among home ap- 
pliance dealers here over selling 
hours to be observed in 1950, and a 
recent survey reveals that appliance 
stores, for the present at least, will 
observe widely diverse hours. Gen- 
erally, however, the larger stores 
dealing in such appliances have de- 
cided to remain open Monday nights. 

Appliance dealers whose salesmen 
work on commission plus salary 
noted that sales personnel are not 
averse to the one open night a week, 
for the most part. Stores whose 
managements turned thumbs down 
on the night opening explained the 
longer hours were detrimental to 
employe morale, particularly where 
sales personnel work on _ straight 
salary. Some appliance dealers said 
they would try out the night opening 
while others said they may shift in 
a month or so. 

Stores which have large major 
appliance departments and which 
have indicated they will continue to 
observe the traditional hours of 9:30 
a.m. to 5 p.m. on Mondays as well 
as the other days of the week, are 
Orchard & Wilhelm Co. and Union 
Outfitting Co. 

Observing 9:30 to 8:30 hours on 
Mondays will be Schmoller & Muel- 
ler, State Furniture Co., and Mont- 
gomery Ward & Co. Sears Roebuck 
& Co. will be open from 9:30 to 9 
both Mondays and Thursdays. 

J. L. Brandeis & Sons Department 
Store, Nebraska’s largest, will be 
open ffom noon to 8:30 p.m. on 
Mondays, while 9-to-9 hours on Mon- 
days will be observed by two of the 
largest appliance dealers—Para- 
mount Appliance Store and _ Sol 
Lewis. Nebraska Furniture Mart will 
be open from 8:30 to 9. 


McClain Television & Appliance 
Is Incorporated In Cincinnati 


CINCINNATI—The McClain Tele- 
vision & Appliance Co., 2088 Sher- 
man Ave., Norwood, Ohio, has been 
incorporated with 5,000 shares of 
$5-par stock to handle a general line 
of home appliances and_ television 
equipment. 

Incorporators and officers are 
Claude A. McClain, president; Arthur 
R. Ainsworth, vice president and gen- 
eral manager; and Walter R. Sch- 
midt, secretary-treasurer. 


Nashville Appliance Sales 
Continue Rapid Pace as 
Planned Campaign Pays Off 


NASHVILLE, Tenn.—Sales of elec- 
trical appliances in the Nashville ara 
in December exceeded those of tie 
previous year for the eighth consec1- 
tive month of 1949, according to a 
report by the Nashville Electric 
Service. 

Electric range sales led the 1 st 
with a volume of 683 units. Tie 
utility indicated that this figure, co.- 
trasted with sales of 360 units in 
December of 1948, was the result of 
a well-planned sales program «n 
electric ranges. _ 

Refrigerators were second wih 
sales totaling 763 units against a 
volume of 326 for the same 19:8 
month. 


A complete tabulation of tie 
figures follows: 
Appliances Dec. 1949 Dec. 1948 
po ee er 683 360 
Water heaters .... 335 219 
Refrigerators ..... 763 326 
Home freezers .... 26 21 


Rhode Island Bill May 
Require 30-Day Notice 
Before Repossession 


PROVIDENCE, R. I—A bill to 
give instalment payment purchasers 
a 15-day grace period within which 
to redeem personal property taken 
because of defaulted payments has 
been introduced in the Rhode Island 
legislature by Rep. Earle M. Byrne, 
Providence Democrat, who  unsuc- 
cessfully sponsored such legislation 
last year. 

Under terms of the proposed legis- 
lation, the vendor of a personal arti- 
cle would have to give the purchaser 
a record in writing of all charges, 
and the vendor would have to notify 
the defaulting purchaser 30 days be- 
fore an article was to be repossessed. 


Also, if a buyer had paid more than 
50% of the contract price at the time 
of repossession, the vendor would 
have to sell the article at public 
auction after publicly advertising the 
auction at least three days before the 
sale. If a balance remained after 
deducting expenses of the sale and 
contract price, that balance would be 
paid to the defaulting buyer. 


sn 


@ It’s true that good performance 
must be matched by good looks in 
today’s competitive market. For the 
beauty of your product to be in 
balance, mouldings must be perfect. 
John Lees can supply your needs. 
We make thousands of standard 
shapes and special sections for 
decorative trim, frame assemblies, 
functional assemblies, channels and 
other applications. Mechanical or 
electrolytic polish. Write today for 
our catalog and our folder on elec- 
trolytic polishing. 


BEAUTY 


in 
BALANCE 


DIVISION of THE SERRICK CORPORATION 


Kilgore Avenue, 


Muncie, Indiana, U.S. A. 
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Promotions That Click 


NARDA Panel Stresses Importance of Advertising, Patron 
Participation, and Follow-Up In Closing Sale 


daily newspapers had helped boost 
his volume from $24,000 on 2,400 
lines of advertising in 1944 to $165,- 
000 on 24,000 lines in 1948. 

In the beginning, he said, his ad- 
vertisements had to be small because 
of a limited advertising budget and 
the (for him) high space rate of 
the combination morning and after- 
noon newspaper. His schedule called 


headed by a capable woman. It also 
set up a department of notions and 
sewing supplies to draw prospects 
into the store. 

Also, Casey & O’Brien maintain a 
service department whose personnel 
sell as well as service. Sales through 
this department have averaged one 
a week, it was reported. Classified 
advertisements are run on traded-in 


SHICAGO—A cooking school that “Martha Logan” name, Frankel November, 1948, and 54 in Fresno. In for advertisements to be run Tuesday machines. 
d.2w 4,300 persons and an ironer’ pointed out. 1949, during our promotion, Bakers- and Thursday mornings and Wednes- Butler also outlined the experi- 
c: npaign in which 6,863 people par- The ironer promotion, conducted field sold 81 ironers and Fresno 37. day and Friday afternoon. ences of an unnamed furniture and 
t 


i; ipated were among the successful 
p. motions described at the recent 
a) 1ual meeting of the National Ap- 
p. ance and Radio Dealers Associa- 
ti 1 by a six-member panel. 

fembers of the panel included H. 
L. Frankel, Frankel’s Appliances, 
Hi ntington, W. Va.; James Booth, 
Booth’s Radio & Appliance Co., 
Be <ersfield, Calif.; Al Robertson, 
W.stinghouse Appliance Stores, Ok- 
la! oma City; James R. Butler, Free 
Se ving Machine Co., Rockford, IIL; 
F. L. Monette, Beaudry & Monette, 
In. ., Lowell, Mass.; and John Mooney, 
Bioyles Electric Co., Marion, Ind. 

“he cooking school was staged by 
Frankel in cooperation with Swift & 
Cc. It was conducted by “Martha 
Logan,” Swift home economist. 

rankel first obtained the coopera- 
tion of his suppliers in the matter 
of advertising and gift appliances. 
Then, two weeks before the day of 
the school, he launched an extensive 
advertising program playing up the 
appearance of “Martha Logan.” 

Arrangements were made to hold 
the event in a theater. To cover the 
cost, the theater charged the regular 
price of 60 cents, with the admission 
fee also entitling attendants to see 
the regular moving picture. An an- 
nouncer from the local radio station 
was enlisted to act as master of 
ceremonies. 

The theater was scheduled to be 
opened for the school at 1 p.m. At 
9 a.m., several hundred women were 
waiting in line, Frankel said. 

Attendance totaled 4,300—300 being 
men, the dealer reported. The school 
lasted two and one-half hours and, 
he stressed, “no one left.” 


Listing Refrigerator’s Age 


Visitors were asked to indicate the 
make and age of their refrigerator 
and range on the stub of a “drawing” 
ticket. A refrigerator and a range 
were given away at the drawing, 
along with the food used during the 
demonstration. 

According to Frankel, his store 
sold about 90 ranges in the 30 days 
following the school. For weeks 
afterward, he said, women were con- 
gratulating the store for putting on 
the school and asking that another be 
held. He added that Swift would 
work with any dealer in such a pro- 
motion. 

A big factor in the success of the 
school was the pulling power of the 


LARGER CAPACITY :+<ce 


PER 
CUBIC FOOT 


LOWER PRICE 


8, 15 and 23 Cubic Foot CHILL 


© 


last November by the Bakersfield 
chapter of NARDA, was described by 
Booth. It was patterned after a simi- 
lar promotion staged in San Diego, the 
slogan of which was “Iron a towel 
and win an ironer.” The campaign 
ran for five days—Tuesday through 
Saturday—with an ironer being given 
away each day. 

To qualify, Booth explained, the 
contestant was merely required to 
visit the participating dealer’s store, 
iron a towel, and fill out an entry 
blank. She could do this each day 
for the duration of the contest, and in 
as many stores as she wished. 

“The campaign was vigorously pro- 
moted with daily newspaper adver- 
tisements listing participating deal- 
ers,’ he said. “Each advertisement 
announced the day’s winner and the 
brand of ironer to be given away the 
next day. 

“Stories and pictures were run in 
the local papers, together with radio 
announcements and window streamers 
supplied by the NARDA organiza- 
tion. All the ironers to be given away 
were displayed in the local Pacific 
Gas & Electric Co.’s office. 

“Questions on the entry blanks 
determined whether or not the cus- 
tomer had an ironer, and what other 
type of appliance she would like to 
own. Dealers also ran individual ad- 
vertisements tying in with the pro- 
motion. 


Dealers Cooperate In 
Footing the Bill 


“The ironers were donated at no 
cost by the distributors. At the be- 
ginning of the campaign, the chair- 
man of the committee wrote to each 
ironer distributor explaining the pro- 
motion and requesting an _ironer, 
either at no cost or 50% of the dis- 
tributor’s cost. The result was that 
six distributors volunteered ironers 
absolutely free. 

“The cost of the campaign was 
$830—$575 for newspaper advertise- 
ments, $200 for radio announcements, 
with the remaining small amount be- 
ing used for printing and ironer de- 
monstrations to the winning contest- 
ants. The dealers contributed $515 
of the cost. 

“There were 14 dealers participat- 
ing and divided into three classes 
by the committee. An _ arbitrary 
assessment of $25, $40, and $60, de- 
pending upon the size of the dealer, 
was decided upon. The remaining 
$315 was paid out of the treasury 
of our local organization. 

“Entry blanks were delivered each 
morning at 9 o’clock to the local 
power company office, where mem- 
bers of the committee held the draw- 
ing. This early schedule was ar- 
ranged so that the daily winner 
could be decided upon in time for 
her name to appear in the paper that 
afternoon. 


Winners Announced Daily 


“Although it was a little difficult 
to get all the dealers to bring their 
entry blanks in at this early hour, 
we felt that the speed in announcing 
the winner daily added a great deal 
to the effectiveness of the campaign. 


“All dealers reported substantial 
increases in November ironer sales, 
and although figures are not avail- 
able for December, dealers contacted 
said that they sold more ironers at 
Christmas time than they did last 
year. They also feel that there is 
still, and will be a continued bene- 
fit from the promotion, as there were 
6,863 people who visited the partici- 
pating dealers’ stores and used the 
ironer. 

“Many customers made the com- 
ment that it was the first time they 
had ever used an ironer, and that 
trying one definitely increased their 
desire to own one. 

“Taking into consideration that 
some of these were duplications, we 
still feel gratified at the response. 
Even small dealers were surprised 
at the number of people who came 
into their stores. The smallest dealer 
had 123 entries and the largest 1,108, 
with six of the 14 dealers reporting 
more than 500 entries each. 

“The Bakersfield organization 
would recommend this promotion to 
NARDA groups, and our secretary 
will be glad to answer any corres- 
pondence from any other group re- 
garding further details.” 

In a Will Rogers style that drew 
many laughs and much applause 
from his audience, Robertson told 
how one-inch advertisements in local 


>— 


However, the use of slogans such 
as “Radio Dead? See Al Robertson” 
and ‘Al Robertson sells Westing- 
house” soon made his “one-man op- 
eration” well known. He said he re- 
ceived letters addressed simply 
“Radio Dead, Oklahoma City.” 

Another advertising stunt was to 
comment and answer questions on 
television in a small space in the 
“personals” column of the news- 
paper. He started this feature six 
months before the local TV station 
was opened and it soon became “the 
first thing many people read.” A 
regular one-inch display advertise- 
ment calls attention to his chatty ob- 
servations in the “personals“ section. 

(A more detailed report on Robert- 
son’s operation was published in the 
Jan. 23 issue of the NEWS.) 


Butler related the recent experi- 
ences of two dealers in promoting 
sewing machine sales. Both are doing 
a good volume in this product, he 
said. 

One of the firms is Casey & 
O’Brien,, Inc., a full-line dealership 
in Madison, Wis. Both men, he noted, 
were formerly associated with a sew- 
ing machine manufacturer and thus 
well-grounded in this field. 

Butler said the firm established it- 
self as a sewing machine head- 
quarters by installing a sewing school 


appliance dealer in a city of 450,000. 


He said this dealer had never sold 
a sewing machine before he decided 
to enter this business in December. 

The dealer's first move was to have 
salesmen trained by the distributor. 
He also called on the distributor for 
home demonstration assistance. The 
offer of a gift (needle threader) 
was played up in opening day adver- 
tising. 

Twenty-eight machines were sold 
the first day and 76 by the end of 
four days, according to Butler. Many 
were sold on the 25 cents-a-day 
meter plan. By the end of the first 
month, the firm had purchased more 
than 200 machines from the distribu- 
tor, and no trade-ins had been taken. 

Monette recommended that the 
dealers use one or more of the pro- 
motional programs suggested by their 
distributors. He said such a promo- 
tion on vacuum cleaners, involving 
free home demonstrations, had in- 
creased sales tremendously for him. 


Mooney told the retailers that one 
of the best promotions is participa- 
tion in such rural activities as county 
fairs. Farm business, he said, is over- 
looked to a great extent. However, 
Mooney stressed, a promotion of any 
type is never better than the men 
working on it and, particularly, fol- 
lowing it up. 


demand 


EHETROIT CERTIFIED 
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VALVES 


“IT’S A NATURAL” 


Pees” | 


CHESTS give big food capacity, 
yet no larger outside than most 6, 
12 and 20 cubic foot freezers. 
Priced to compete with these 
smaller sizes, you have a distinct 
selling advantage. Lower Price per 
cubic foot! Get full details Now! 


No matter how you look at it—from the standpoint of sales. 


“No dealer, dealer’s employe, or , ‘ iia 
ploy profits, or customer satisfaction —the new DETROIT 


member of his immediate family was 
eligible, and by use of the city direc- 
tory, phone, or by personal call, we 
determined the eligibility of the 
winner before the name was given 
to the newspaper. 

“The results were highly satisfac- 
tory to everyone concerned. The best 
comparison is the report of appliance 
sales issued monthly by the local 
utility company. : 

“Forty-eight ironers were reported 
sold in the Bakersfield district during 


177 valves 
are a truly remarkable advance in the refrigeration field. 
Rugged, simple, compact construction makes them a sales natu- 
ral, while their added economy and easy servicing requirements 
mean both initial and long-range profits. Too, the efficient and 
dependable performance of these valves results inevitably in 
real customer satisfaction. Truly, the DETROIT 777 


fov Salus and, Profit! 


The New 777 Series Brings You: 


@ Simple, compact, and 
rugged construction. 


@ Stainless steel and 
brass throughout. 

@ Anchored Capillary for 
strength. 

@ Polished Flare Faces. 

@ Ball-Type Needle gives 
desirable flow charac- 
teristics. 

@ Interchangeable Inlets 
VY and 3@ SAE. 


(77 series was 
made to order for you—designed and built from the accumulated 


® Large wrench flats—for 


experience of men who know your problems. Learn for yourself 
standard wrenches. 


why DETROIT'S new 777 expansion valves are the talk of the 
industry, by contacting your nearest DETROIT wholesaler. It’s 
another great DETROM achievement—helping you with your future. 


ETROIT 


LUBRICATOR COMPANY 


° Cartridge needle and 
seat assembly simplifies 
cleaning and inspection. 


@ Accessible superheat 
adjustment. 


Harry Alter’s DEPENDABOOK No. 1 UNE 


| Bargains! BARGAINS! K \C4 & 
Page after page of bargains in refrigeration yy 
parts and supplies—some 60% below standard ~@° 
prices. Everthing guaranteed as described— 
money-back guarantee. ...2% discount for cash 
...Get the new DEPENDABOOK and stock é 


Be up. Buy your 1950 needs NOW! WHOLESALE ONLY 


DETROIT HEATING AND REFRIGERATION CONTROLS @ ENGINE 
SAFETY CONTROLS ¢ FLOAT VALVES AND OIL BURNER EQUIP- 
MENT ¢ DETROIT EXPANSION VALVES AND REFRIGERATION 
ACCESSORIES ¢ STATIONARY AND LOCOMOTIVE LUBRICATORS 


5900 TRUMBULL AVE., DETROIT 8. MICHIGAN 


Division of Amrnicay Raptor & Standard Sanitary corronation 
Canadian Representatives: RAILWAY & ENGINEERING 
SPECIALTIES, LTD.—Montreal, Toronto, Winnipeg 


“Service Doesn't Falter When It Comes From Harry Alter” 


1728 S. igan Avenue 
Ciitwee 10 timote re 
14 LaFayette Street 
New York 13, N.Y 


AMERICAN-STANDARD © AMERICAN BLOWER ©¢ CHURCH SEATS © DETROIT LUBRICATOR © KEWANEE BOWERS © ROSS HEATER © TONAWANDA IRON 


HARRY ALTER co. 
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(Concluded from Page 1, Column 1) 


Quotes of the Week 


“Engineers have determined that 
20 to 50% or even more of the total 
cost of the production of many items 
lies in the expense of moving the 
work about the _ plant.’’—Central 
Manufacturing Magazine. 


“It’s unwise to pay too much, but 
it’s unwise to pay too little. When 
you pay too much you lose a little 
money, that is all. When you pay too 
little, you sometimes lose everything, 
because the thing you bought was 
incapable of doing the thing you 
bought it to do. The common law of 
business balance prohibits paying a 
little and getting a lot... it can’t 
be done. If you deal with the lowest 
bidder, it’s well to add something for 
the risk you run. And if you do that, 
you will have enough to pay for 
something better.”—-JOHN RUSKIN. 


Bookie of the Month Club 


What “industry” proved so attrac- 
tive to the American people during 
1949 that it took in more investment 
money than all other United States 
businesses combined? Believe it or 
not—-horse racing! 

In that year Americans “invested” 
over a billion and a half dollars on 
some equine proboscis or other 
through parimutuels alone, according 
to Newsweek. 

The “bookies,” it appears, need 
have no- worry about their economic 
outlook. And it would seem that 
there’s no shortage of ‘‘venture capi- 
tal.” Problem is to channel it into 
ventures which will upbuild_ the 
country. 


What Are YOU Doing? 


Capt. Eddie Rickenbacker, in the 
annual Christmas letter he mails to 
his many friends, declares that every 
American should ask himself how 
well he is serving the country’s wel- 
fare. Such soul-searching is increas- 
ingly necessary, this national hero 
points out, because: 


“A philosophy alien to our Ameri- 
can way of life, liberties and free- 
dom is penetrating the hearts and 
souls of our men and women, namely 
SOMETHING FOR NOTHING or 
MORE FOR LESS. 


“If we continue on this highway 
of alien philosophy and do not re- 
dedicate ourselves to the OBLIGA- 
TIONS AND RESPONSIBILITIES 
that go with the heritage of citizen- 
ship in this great land of ours, the 
United States, with all its glorious 
history and present prestige, will fol- 
low the road to ruin of great empires 
throughout the ages.” 

That will happen “if we continue to 
let selfishness, greed, and _ indiffer- 
ence be responsible for looting our 
treasury. 

“No nation, corporation or indivi- 
dual can long live at the expense of 


previous efforts, God’s gifts or 
nature’s treasuries,” Rickenbacker 
continues, “without sooner or later 


suffering penalty of BANKRUPTCY 
—for God helps only those who are 
willing to HELP THEMSELVES. 


“Let us rededicate ourselves and 
work for more of the SPIRITUAL 
WELFARE of the country, and think 
LESS and LESS about the MA- 
TERIAL things of life.” 


Flowers for the Living 


“Having noted that a friend had 
made a_ signal achievement, I 
planned to write him a note of con- 
gratulation. After a day or two I 
said to myself: ‘He will get hun- 
dreds of notes about it. So I shall 
not bother him with mine.’ 


“Later I met that friend and ex- 
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plained why I'd failed to send that 
letter of commendation. 

“‘How many do you think I re- 
ceived?’ sighed the friend. ‘I'll tell 
you. Not. one!’”—The Christian 
Herald. 


From Our Mailbox 


Typhoon Air Conditioning Co., Inc. 
Brooklyn, N. Y. 
Editor: 

I’ve read a lot about the definition 
of air conditioning recently, and it 
seems to me entirely to the good that 
the industry in general is trying to 
restrict the use of the words “air con- 
ditioning” to operations that fulfill 
certain requirements. As I understand 
it, air conditioning means maintain- 
ing the correct temperature, mois- 
ture content, cleanliness, and air 
motion. 

In view of the above, I’m ‘sure 
you can understand why I was sur- 
prised to find the following definition 
of air conditioning in the brand new 
Webster’s New Collegiate Dictionary, 
published by C & G Merriam Co.: 

“air conditioning. A process of 
washing, humidifying, and de- 
humidifying air before it enters 
a room, hall, building, etc.” 


As an editor, perhaps you would 
like to investigate the possibility of 
getting the correct definition in 
future editions. 

PETE WOTTON, 


Advertising & Publicity Director 


The Farewell State 


Slogans win voters as well as 
buyers. Admittedly the Socialists have 
coined a dandy in “the welfare state.” 
Everybody is for “welfare,” vaguely, 
even though they don’t know what 
it’s all about or where it will lead 
them. 

R. J. Funkhouser has come up with 
the perfect antidote to that weasel 
phrase. He calls it “the farewell 
state.” In his remarkable newspaper, 


The Jeffersonian Republican, he 
states: 
“Associate Justice William OO. 


Douglas, of the United States Supreme 
Court, a practicing Fair Dealer if 
ever there was one, is said to have 
coined the phrase ‘Welfare State,’ 
and we are inclined to accept this 
theory. Mr. Justice Douglas is a 
brilliant man, even though his brilli- 
ance has been slanted in some very 
peculiar directions at times—in fact 
most of the time. It is hard to be 
against ‘Welfare,’ and the astute 
jurist knew it when he gave birth 
to the phrase. Nevertheless it is the 
most hypocritical term he could have 
used. ‘Welfare’ suggests something 
for the ‘good’ of the people. Bank- 
ruptcy is certainly not that good 
thing. However, the inevitable result 
of Welfare Statism—another name 
for socialism—is national bankruptcy. 
If you don’t believe us, take a look 
at what has happened to the state of 
Washington, which tried the Welfare 
State on a statewide level. 


“Today the state of Washington is 
faced with a deficit rapidly approach- 
ing ONE HUNDRED MILLION 
DOLLARS. Now, after hearing the 
Fair Deal socialists talk in billions, 
that may seem like chicken feed, but 
compare it to your salary, the income 
of your company, or any other rea- 
sonable figure, and you will see that 
it is vast. It is particularly so when 
it is the debt of a political entity as 
small as a single state. 

“Approaching this huge debt, the 
Republican governor of the state— 
a man who survived the Democratic 
landslide—is trying to raise taxes to 
cover it. Even though this will mean 
taxes of confiscatory size, it is the 
only way to get the state out of the 
hole. But his Fair Deal-Socialist le- 
gislature, egged on by former Con- 
gressman Hugh deLacey, who has 
long mouthed party line utterances, 
will not risk the displeasure of the 
hand-out beneficiaries by voting the 
necessary taxes. Hence, Washington 
state is saddled with the obligation 
to pay its people all kinds of so- 
called Welfare benefits, with no 
means with which to pay for the 
benefits. The bill gets bigger by the 
day, and will eventually end in the 
financial crash of the state. 


“The plight of the state of Wash- 
ington was brought about by initiat- 
ing just such a program within the 
state, as the Trumanite socialists 
are trying to put over on a nation- 
wide scale. And all the while, with 
the state of Washington, the nation 
of England and all the Russians as 
flagrant examples of the collectivized 
socialist state right before our eyes, 
the majority of our people are lulled 
into a sense of false security by the 


ay 
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sonorousness of the benevolent sound- 
ing words ‘Welfare State.’ Nothing 
could have been more wrongly named. 

“Perhaps if we reversed it, and 
called it the ‘Farewell State,’ we 
should be more nearly correct. If the 
Truman proposals are adopted we 
shall not only bid farewell to the 
dollars for which we labor, but we 
shall be saying goodbye forever to 
what has become known as _ the 
AMERICAN WAY OF LIFE—the 
finest, most prosperous way of living 
the world has ever known. The inevit- 
able result of hand-outism is bank- 
ruptcy and chaos, which will open 
the doors for the Communist horde. 
We can stop the trend with our 
ballots—IF WE WILL.” 


Dirty Kisses 


In Detroit there’s a small manu- 
facturer whose products are known to 
many readers of the NEWS. Kicked 
around plenty by the unions, he re- 
acted as many another in his shoes 
probably has wished to do. 


Posted in the washroom of his 
small factory is this sign: 

“We hereby request all employes 
of this factory to take a bath each 
morning before reporting to work. 
As long as we have to kiss your feet, 
they ought to be clean.” 


Man of Discernment 


Charles Lounsbury was an at- 
torney. Apparently a_ well-educated, 
successful man, he fell upon evil 
days which ended in a Chicago poor- 
house. When he died he left a ‘‘will.” 
It was written in a firm, strong hand, 
and was discovered by a law reporter, 
Barbary Boyd, who brought it to the 
attention of the Chicago Bar Asso- 
ciation. 

That astute body of counselors-at- 
law, after hearing the reading of the 
will, ordered the document to be 
probated; and today it is spread upon 
the records of Cook County, Il. 
It reads as follows: 


“T, Charles Lounsbury, being of 
sound mind and disposing memory, 
do hereby make and publish this, my 
last will and testament, in order as 
justly as may be to distribute my 
interest in the world among succeed- 
ing men. 

“I give to good fathers and 
mothers, in trust for their children, 
all good little words of praise and 
encouragement, and all quaint pet 
names and endearments, and I 
charge said parent to use them justly 
and generously, as the needs of their 
children may require. 

“I leave to children inclusively, but 
only for the term of their childhood, 
all and every, the flowers of the 
fields, and the blossoms of the woods, 
with the right to play among them 
freely according to the customs of 
children, warning them at the same 
time against thistles and _ thorns. 
And I devise to children the banks 
of the brooks, the golden sands be- 
neath the waters thereof, the odors 
of the willows that dip therein and 
the white clouds that float high over 
the giant trees. And I leave the 
children the long, long days to be 
merry in, in a thousand ways, and 
the night and the moon and the 
train of the milky way to wonder at, 
but subject nevertheless to the rights 
hereinafter given to lovers. 

“I devise to boys jointly all the 
useful idle fields and commons where 
ball may be played; all pleasant 
waters where one may swim; all 
snow-clad hills where one may 
coast; and all streams and ponds 
where one may fish, or where, when 
grim winter comes, one may skate; 
to have and to hold the same for 
the period of boyhood. And all 
meadows with the clover blossoms 
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MORE FROZEN FOOD STORAGE 
EQUALIZED REFRIGERANT DISTRIBUTION 
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refrigerants, 


Steel, all 
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Stainless 
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Write for bulletin E-4 


STANDARD REFRIGERATION CO. 
332 S. Hoyne Ave., Chicago 12, Ill. 
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SHELL AND COR CONDENSERS. 


and butterflies thereof, the woods 
and their appurtenances, the squirre!s 
and birds, and echoes and strange 
noises, and all distant places which 
may be visited, together with the 
adventures there found. And I giv= 
to said boys each his own place at 
the fireside at night, with all pic- 
tures that may be seen in the burr - 
ing wood, to enjoy without let c~ 
hinderance and without any ir. 
cumbrance or care. 

“To lovers, I devise their imagi) 
ary world, with whatever they ma 
need—as the stars of the sky, th 
red roses by the wall, the bloom c° 
the hawthorn, the sweet strains « 
music, and aught else they may d« 
sire to figure to each other the las 
ingness and beauty of their love. 


“To young men jointly, I devis 
and bequeath all boisterous, inspi 
ing sport of rivalry, and I give 1, 
them the disdain of weakness and w 
daunted confidence in their ow. 
strength, though they are rude. 
give to them the power to make lasi 
ing friendships, and of possessin - 
companions, and to them exclusive] - 
I give all merry songs and bray: 
choruses, to sing with lusty voices. 


“And to those who are no longe ° 
children or youths or lovers, I leay : 
memory, and I bequeath to them th» 
volumes of the poems of Burns an:j 
Shakespeare and of other poets, | 
there be others, to the end that they 
may live over the old days agair, 
freely and fully, without tithe or di- 
minution. 

“To our loved ones with snowy 
crowns I bequeath the happiness of 
old age, the love and gratitude of 
their children until they fall asleep.’ 


Dogs, Cats, and People 


One of the finest story-tellers in 
America, H. C. L. Jackson of the 
Detroit News, is little known outside 
of Michigan. In our province his 
column of original anecdotes is 
famous. Here’s a sample of the kind 
of thing he turns up continually: 


In a _ neighborhood drugstore a 
dignified youngish matron was chat- 
ting with the proprietor. Sort of 
restlessly scuffling near her was a 
small boy. She finally turned to him 
and said: 

“Go over there and pick out a 
comic book for yourself.” 


Then Mother went back to her dis- 
cussion of world affairs with the 
druggist until, a few minutes later, 
she glanced down to see the small 
boy at her side, holding a comic 
book. 

“Oh, no, not that one, Junior,” 
she gasped, ‘Don’t take that one. 
Mother’s read that one.” 

Our Conjure House Division re- 
cently has published a collection of 
Mr. Jackson’s best anecdotes under 
the title, “Dogs, Cats and People." 
Price: $2.50. You'll love it. 
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NO TIME LOST! 
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FREE COPY! 
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e Large, complete stocks 
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Dealers Seeking Salesmen Should Supplement 
“areful Screening with Strong Incentive Pay 


CHICAGO—How two appliance re- 
t ilers go about hiring, training, and 
c mpensating their salesmen was out- 
li:ed by them at the recent annual 
neting of the National Appliance 
a d Radio Dealers Association. 

rhe speakers were C. L. MacNeal, 
h id of the major appliance depart- 
n nt of Wolff & Marx Co., San An- 
tc io, Tex., and Harold Shapiro, Sam- 
sc.'s Good Housekeeping Stores, 
M ‘waukee, Wis. 

‘hey were members of a three- 
mn panel which discussed the sub- 
je t. The third member was Dan 
Ps -kard, Kelvinator’s household sales 
m. nager, whose main point was that 
su ervision of salesmen by full-time 
re'ail sales managers “is the answer 
to specialty selling.” 

‘o find appliance salesmen, Mac- 
Neal said, his firm uses classified 
advertisements in the local papers. In 
this connection, he made two other 
po nts: 

“1, Any member of the organiza- 
tion who is instrumental in bringing 
in a qualified sales person receives 
a vift valued at $25. 

“2. The fine reputation of our de- 
partment and organization is now at- 
tracting good men to us. We have 
quite a waiting list who wish to join 
us. 

On the subject of selecting sales- 
men, he stated that all applicants 
are first interviewed by the store 
personnel director. Those approved 
are sent to MacNeal. 


Two Out of 38 Hired 


He cited these average figures: Out 
of 38 interviews, seven are sent to 
him. MacNeal then interviews the 
seven, two of whom are accepted. 

“As today’s specialty selling is a 
profession and not just a job, we 
carefully screen the applicants in 
order to avoid trying to put a 
square peg in a round hole, thus sav- 
ing the waste of time, effort, and 
money on the part of the prospective 
salesman and the store,” he told the 
dealers. 

“People are born with certain at- 
tributes. In interviewing them, I try 
to find the rookie ‘star salesman.’ 

“The best method I have found in 
helping to qualify the applicants is 
the Kelvinator V.I.S. material. To 
date, it has proven 98% effective.” 

Turning to the training of sales- 
men, MacNeal said: 

“To get the best out of experienced 
or rookie salesmen, they of course 
must be well trained for, as always 
in any endeavor, the trained will 
out-perform the untrained. 

“All of my salesmen take the Kel- 
vinator V.I.S. course each year. 

“We have daily sales meetings in 
the department at 8:15 a.m. The 
time period is 45 minutes. Subjects: 
product training, fundamental princi- 
ples of selling, and inspirational talks. 

“Sales meetings are held in the 
department each Friday from 7 to 
9:30 p.m. on the subject of product 
training. At these meetings, we use 
motion pictures, slide films, and 
actual product demonstrations, using 
the principle of teaching salesman- 
ship by dramatics. 

“In addition, meetings are con- 
ducted by manufacturers representa- 
tives, distributor salesmen, my as- 
sistant, and myself.” 

Continuing, MacNeal described the 
department’s compensation plan. He 
said each salesman receives $50 a 
week drawing account, which is ap- 
plied against his commissions. 


Graduated Scale of Pay 


Here are the rates of commission: 
On sales up to $4,000 in any given 
month—5% on same; between $4,000 
anc §6©$4,500—6%; between $4,500 
anc $5,000—7%; $5,000 or more, 8%. 

‘We find this a plan with strong 
inc ntives,” he declared. 

(ther phases of the compensation 
ple 1 involve contests and an honor 
clu». The department has four major 
cor tests throughout the year: “punch 
bo: rds,” “crap game,” “ladies ready- 
to- ear,” and “safety pins.” 

lnder the honor club program, 


Sal smen who make their quota three 


mo iths in succession get a bronze 
pin Those who make it six months 
in succession receive a silver pin. 
Me ting the quota 12 months in a 
Tov wins a gold pin plus a cash 
aw: rd. 

I. a paper prepared for presenta- 
tior at the meeting, Shapiro stressed 
tha “we in the appliance business 
are in a very highly specialized, com- 
Peti_ive, and skilled field. 


“An appliance salesman of today 
not only has to know about the mer- 
chandise he has on his floor, but also 
what his competitor is selling. He has 
to know last year’s models as well as 
try to guess what will be manufac- 
tured in the future. 

“The customer of today is smarter 
than ever before. It is very possible 
that a customer may know more 
about the product he is shopping for 
than the average salesman. 

“The days of easy selling are over 
and you can easily see that the need 
for a good salesman is becoming 
increasingly important. . 

“In obtaining a prospective em- 
ploye, our procedure has been to ad- 
vertise in the local paper on Sunday. 
We find that most people seeking 
employment read the Sunday classi- 
fied advertisements. 


Interview Means Most 


“It is of utmost importance that 
the advertisement be properly worded 
so as to create a desire to apply in 
the type of person we are seeking. 
Our policy has always been to give 
the advertisement plenty of linage, 
plenty of white space, and to always 
close the advertisement by offering a 
personal interview. More response 
will be received from an advertise- 
ment - offering a personal interview 
than to an advertisement requiring 
a written application. 

“Inasmuch as a poor employe can 
prove to be a financial as well as a 
mental burden to an organization, a 
personal interview of the prospect is 
very important. Therefore, the per- 
son doing the interviewing has a 
great responsibility. 

“The first thing to look for is the 
personal appearance and manner of 
the prospect. Remember, the impres- 
sion he gives you is the same im- 
pression he will give your customers. 

“The next point is his general in- 
telligence. Naturally, we do not ex- 
pect a genius. However, we do want 
a person of average intelligence with 
more than average alertness. We find 
that in most cases a high school 
education is necessary, and we prefer 
men with college training. 

“Experience is the next important 
thing to look for. Has he had selling 
experience, and in what type of sell- 
ing? Has he had experience in ap- 
pliances? Will he be a salesman or 
just a clerk? The answers to these 
questions the interviewer must find 
for himself. 

“The financial needs of the pros- 
pect are very important. We cannot 
expect a family man to start on as 
small a compensation as a single man 
without responsibilities. The prospect 
must receive adequate income to en- 
able him to keep up his standard of 
living. 


Will Rookie Salesman Stay? 


“It is also very important to find 
out the prospect’s attitude for a 
future with your firm. Does he intend 
to stay with your firm once he has 
been trained? Is he the type of indi- 
vidual who is willing and able to 
assume responsibility at a future 
date? Is he cooperative ?”’ 

Once accepted after careful screen- 


ing, Shapiro went on, the trainee is | 


given a 30-day trial to determine 
whether or not he is qualified for 
further training. First, however, it 


was pointed out, the company at- 


tempts to inspire enthusiasm in and 
“educate” the newcomer by explain- 
ing how all departments function. 

“In turn, he meets his executive, 
advertising, promotion, service, de- 
livery, and credit departments,” 
Shapiro said. “In this way, he re- 
ceives a thorough understanding of 
our organization and meets all of his 
fellow employes. 

“At the store, he is assigned on 
his ‘on the floor’ training. Familiari- 
zation of the products we handle, how 
to approach the customer, the T. O. 
system, asking for the order, closing 
the sale, and writing up the contract 
are all things he must learn to do. 

“We realize that for the inexperi- 
enced these things take time. If he 
is a good man, we are willing to 
spend time, effort, and money until 
he becomes a top salesman.” 

Shapiro noted that the trainee 
must turn over prospective cus- 
tomers to experienced salesmen. 
However, the trainee is urged to 
listen to the experienced man’s sell- 
ing technique. Also, he is advised to 
learn a “canned” sales talk so he 
can concentrate on the customer’s 


ew 
2 


reaction instead of on what he is 
saying. 

Weekly sales meetings are held 
at Samson’s, with the salesmen 
divided into small groups, “because 
we get more accomplished that way,” 
and with the experienced men sepa- 
rated from the rookies. 

“At these meetings,’ Shapiro said, 
“we inform the men as to what new 
merchandise is available, what pro- 
motions we have planned, and discuss 
matters of sales and service which 
have come up during the past week.” 


If the trainee has proved satisfac- 
tory at the end of 30 days, he is put 
on further trial for another 60 days, 
according to Shapiro. This is done, 
he explained, to be absolutely sure 
of the man’s capabilities. 


During these trial periods, the 
trainee is paid a salary so that he 
doesn’t have to compete with trained 
men for his income, Shapiro said in 
his paper. When the training is com- 
pleted, he is put on the commission 
basis and receives a drawing account 
based on his potential sales. Both 
old and new floor salesmen are paid 
the same commission, 544% of total 
sales, with a $40 minimum, Shapiro 
said. 

On-the-job training for veterans 
has proven very successful for Sam- 
son’s, Shapiro reported. 

-“Contrary to popular belief, this 
is not just a method of obtaining 
cheap help by government subsidy,” 
he said. The Veterans Administration 
participates in training the veterans, 


and this training usually lasts from 
six months to a year. 

“This G. I. training has proven to 
be beneficial both to the employer 
and the employe. The veteran is as- 
sured of an adequate training period 
and salary, and the employer is com- 
pensated in part for training the 
veteran. 

“We have also found that sales 
contests which give the salesman a 
weekly or monthly bonus are very 
effective. The contest not only adds 
to their income, but also sells mer- 


chandise.” 
“IT would like to make one last 
point,” Shapiro concluded. ‘The 


salesman on the floor represents you 
to the customer. If he makes a good 
impression, your company makes a 
good impression. Impressions mean 


sales. Therefore, more time spent in 


training means more sales for you.” 

Packard pointed out that the de- 
velopment of a good selling organiza- 
tion is a six-point job consisting of 
attraction, selection, training, com- 
pensation, stimulation, and _ supervi- 
sion of salesmen. 

He emphasized the sixth point. No 
matter how well the first five phases 
are handled, the job will fail unless 
the sales force is properly super- 
vised, he asserted. 

Packard then referred to an ar- 
ticle published last fall in AIR COoN- 
DITIONING & REFRIGERATION NEWS on 
a cooperative salesman _ recruiting 
plan tested in Toledo in 1948. He re- 
called that one dealer was quoted as 
saying that he gave a new salesman 
a pep talk and then put him on out- 
side work. 

This statement, Packard - said, 
prompted Kelvinator to look into the 
question of how many dealers are 
trying to train their salesmen by giv- 
ing them a “couple hours’ pep talk.” 


He added: “You're not going to re- 
build sales organizations without 
proper training.” 

Elaborating on the topic of super- 
vision, Packard pointed out that the 
pre-war salesmen who possessed 
sales “know-how” did not return to 
the appliance industry as sales man- 
agers. 

“So,” he declared, “we have got 
to rebuild an organization of good 
sales managers. And the job of the 
retail sales managers is the most 
important of all.” 

The dealer himself can do this job 
provided he can devote all of his 
time to it, Packard said. If he can’t, 
he should turn it over to some one 
else because “‘it’s a full-time job,” he 
stressed. In the latter case, the re- 
tailers were advised, employ a man 
who has the proper background for 
a good sales manager or one who has 
a good chance of developing into one. 

Questions from the floor following 
the panel discussion indicated that 
salesman turnover is a major prob- 
lem of many dealers. At least two 
dealers reported that the commissions 
offered by utilities is a big factor. 

MacNeal and Shapiro both said the 
rate of turnover in their organiza- 
tions was very low. Another dealer, 
who said his company grossed $750,- 
000 last year and is aiming .for $1 
million this year, rose to remark that 
his five salesmen get 5% commissions 
and are “very happy.” 

Another question from the floor 
was whether anyone was employing 
women to sell. One retailer responded 
by reporting that he had hired a 
woman to demonstrate automatic 
washers and ironers and that she was 
working out successfully. 

She is paid for the sale of other 
appliances which she makes in the 
course of her regular work, he said. 
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able and will not split. 


@ It’s a cinch to make a neat, fast, moisture-free 
installation with Dryseal. For this uniformly dead- 
soft tube can be bent with the hands with ease. And 
the mechanical seal at each end of the tube, which 
permanently keeps the inside bone dry and free 
from dirt, poses no problem because the seal has 
the same diameter as the tube and will pass through 
any opening large enough for the tube itself. 
Also, you'll have no trouble at all with the ends 
when you flare them for compression fittings, 
because of the ductility and soft temper of the 
copper used in Dryseal Tube. It’s readily work- 


Dryseal is made to new, more economical dimen- 
sional standards with tube sizes from \%” to %” 
O.D. It comes neatly packed; two 50-foot coils to 
the carton. Carton is attractively designed so that 


lation. 


it is easy to identify in stock. All of which makes 
for an easier, faster, trouble-free quality instal- 


Ask your distributor about Dryseal next time 
you order refrigeration tube. He has Dryseal and 
will give you prompt delivery. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 


230 Park Avenue, New York 17, New York 


Mills: Baltimore, Md.; Chicago, lll; Detroit, Mich.; 
Los Angeles and Riverside, Calif.; New Bedford, Mass.; 
Rome, N. Y.—Sales Offices in Principal Cities, 
Distributors Everywhere. 
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Do You Have ‘One Foot In the Door’? 


. 


Sf EXPLOSION-PRO 


TEMPRITE’S complete line of 10 drinking water coolers now 
includes an explosion-proof unit which may be installed and oper- 
ated with complete safety in dangerous, combustible atmospheres. 
The refrigeration compressor is hermetically sealed and all elec- 
trical apparatus and connections are enclosed within Underwriters’- 
approved, explosion-proof housings. A water cooled condenser is 
used to obtain the large cooling capacity required for industrial 
applications and high ambient temperatures. 


Sturdy, all stainless steel cabinet An optional foot pedal attachment 
panels can be supplied as optional operates in combination with a finger- 
equipment. Temprite’s unusually at- tip action water flow control button. 
tractive stainless steel top is standard. Capacity is 10.3 gallons per hour. 


WE HAVE ALWAYS gone along with the axiom that the 
more you have to offer, the more you will sell. That 
is why Temprite is forging ahead with the production 
of new models for new applications . . . incorporating 
new sales features, improving, expanding, and offering 
distributor salesmen every. possible cooperation and 
sales advantage. om * 

VALUABLE TEMPRITE FRANCHISES are still available, but 
we urge you to get in touch with us soon, so that 
arrangements can be completed for an early start 
in 1950! 


i 


Water Cooled 


Condenser 
a Thermostat Control 


and Compressor Relay 
in explosion-proof 


Hermetically sealed 
housing 


Compressor and 
Motor — 


Explosion-proof 


COMPLIES WITH all 


requirements of the Compressor Terminal Conduit and Fittings 
National Sion rion Box of approved “gam for all Electrical Wiring 
Code. Meets all Bureau dee, 

of Standards require- explosion proof 

ments and all local and construction 


sanitary health codes. 


TEMPRITE PRODUCTS CORP. 


! 

43 Piquette | 

Detroit 2, Michigan | 
! 


() Have your representative call to discuss possible franchise arrangements. 
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for TEMPRITE 


Bh... 

chemical plants 
refineries 

paint plants 

grain processing plants 
collieries 

textile mills 


wood-working plants 
etc., etc. 


“Be right... sell Temprite’’ 


em prite 
PRODUCTS CORPORATION 
DETROIT 2, MICHIGAN 
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How To Pursue 
Happiness 


UCCESSFUL salesmen find their occupation not only reward- 

ing, but fun. It is a profession which offers perhaps more 
challenge than any other, and certainly more real real enjoyment. 
Leing a successful salesman is one of the grandest ways in the 
world to pursue happiness. 


Before you can get going in this pursuit, however, you 
should be sure of three things: your firm, your product, and 
yourself. You must believe in the honesty and integrity and 
history and reputation of your firm, and find pride in its reputa- 
tion and its achievements. If you don’t have this belief in the 
worthiness of the company, sever your connections and join a firm 
which is commensurate with your ideals. 


To convince a prospective customer of the reliability of your 
firm, you yourself must be convinced. His first impression of 
you forms his image of the organization you represent. During 
those crucial “first impressions” you either lose or capture his 
interest. If you succeed, he will be receptive for the presentation 
of your product. He’ll realize that you represent a firm with 
which he’d be proud to do business. 


In regard to your product, you should know it forward and 
backward, and be able to answer these questions: What can it 
do for your prospect? What advantages does it have over com- 
petitive lines? Why should he buy it? 


Present your sales story simply, explicitly, and quickly. This 
planned presentation needn’t be memorized, but certain passages 
and points ought to be rehearsed beforehand, so that they’ll come 
out automatically, Remember always: your prospect’s time is 
valuable. If you lose his interest, you’ll lose the sale. While 
you’re talking, study your prospect for signs of boredom, interest, 
or approval. Any time he seems bored, change the subject. Tell 
a story. When he’s interested, keep going. When he’s nodding 
his head in approval, ask for the order. 


Watching for “signs” like these makes the salesman’s job a 
happy, exciting endeavor. You'll get a great kick out of it when 
you can manipulate a prospect like a deep-sea fisherman “plays” 
a bonito. Never lose confidence when “playing” a customer. He 
may put up quite a fight, but that’s fun! Don’t contradict him— 
use the “yes, but” rejoinder. Enthusiasm is contagious, and so 
is sympathy and friendliness. 


Know your prospects. Study their problems and requi’e- 
ments. Talk to him as one businessman to another, or to he7 as 
one human being to another. Discuss their problems—that’s what 
interests them. Relate problems to your product, by show ng 
how it can make their lives happier and easier. 


Last of all, learn from your failures. Review what you siid 
and didn’t say after you lose a sale. Find out the causes of yw 
failures—the objections you didn’t answer—and correct thm. 
Irailure, they say, is the vestibule of success. But only if so! 1e 
thing is done about it. Reviewing failures tonight will prev nt 
them tomorrow. 


Think success. Act successful. Talk success to your p! 0S 
pect in his language. Then you'll keep your territory and your 
territory will keep you.. Remember also that each prospect thinks 
he is your entire territory and expects to be treated, accordin rly. 
Learn by studying. Emphasize by dramatizing. Attract . - - 
interest . . . dramatize. . . emphasize . . . convince . . . SELL 
There you have the ingredients for a glorious Pursuit of Happ 


ness. 
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Plenty of ‘Hot Leads’ Develop 


Peckaged Unit Dealer Keeps Telephone 
Ccnvass Covering 20-40 Homes Every Day 


¢f. LOUIS—The use of a well- 
tra 1ed crew of telephone salespeople 
to \evelop package air conditioning 
pre pects, and a team of 20 specialty 
sal smen to follow them up, has 
res: ‘ted in outstanding success for 
R. A. Guinner, veteran contractor 


CGiinner built up his novel sales 
pro, ram which involves direct mail, 
tele hone solicitation, outside pros- 
pecing, “bird dogs,” newspaper, 
radi’, and billboard advertising soon 
afte. the Missouri Utilities Commis- 
sion announced that gas for home 
hea''ng would again be available for 
new installations. - 

“he return of automatic gas heat- 
ing equipment for home heating 
opened up two fields at once,” the 
St. Louis dealer indicated. ‘Inasmuch 
as we found that it is best to sell 
package air conditioning and heating 
simultaneously. Therefore, we real- 
ized that our principal job was to 
let as many people as possible know 
that we handle all ends of the home- 
comfort problem as rapidly as pos- 
sible.”’ 

To do this, he completely re- 
organized his shop. One of the most 
important steps was to install a 
$5,000 sheet metal department, which 
makes it possible to guarantee duct- 
ing, venting, plenum chambers, and 
all of the other necessary sheet metal 
work “all on the same contract.” 

Next, to contact the maximum 
number of homeowners in a minimum 
amount of time, Guinner built a 
separate “sales office’ enclosed in a 
plywood cubicle at the rear of his 
showroom. In this 12 x 12-ft. build- 
ing, are the desks of George Schaef- 
fer, sales manager; Clarence Holland, 


-— Paragon 
CHRONO-SPRAY 
FAIL-SAFE TIME CONTROLS 


for water-spray defrosting 


| SERIES MG-3 


for Locker 
Plants, Big 
Unit Coolers, e 

Walk-in Boxes, Air Condi- 
tioning, Breweries, Dairies, etc. 


Provides three adjustable periods: delay, 
water spray, and drain. “Fail safe” fea- 
ture prevents evaporator fans from run- 
ning during water spray cycle when unit 
is being defrosted. 


See your jobber or write for free 
bulletins and installation data. 


(Paragon ELECTRIC COMPANY) 
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TWO RIVERS WISCONSIN 


America's Foremost. exclusive 
manufacturer of Time Control 
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sales engineer; and Jack Trular, 
sheet metal shop foreman. Likewise 
located here are two telephone cubi- 
cles, each supplied with a private line 
telephone, and staffed by two pleas- 
ant-voiced young women, who Guin- 
ner chose for the job after interview- 
ing many candidates. Each is fur- 
nished with a cross-indexed reference 
book of St. Louis homeowners, who 
are telephoned one after another, 
six days a week. 

Under the plan, the girls call any- 
where from 20 to 40 homeowners 
per day. Introducing themselves as 
representatives of the Guinner or- 
ganization, and listing the air condi- 
tioning, heating, and other services 
of the firm, the telephone girl in- 
quires as to whether the person on 
the telephone owns the home or not. 
If the answer is “yes,” the girl ex- 
plains the purpose of the call, lists 
some of the nationally-advertised air 
conditioning and heating equipment 
carried, and gives the customers some 
details on each. If possible, an ap- 
pointment is made for one of the 
salesmen to call, with a surprisingly 
large number of “yeses.” 

From the two girls, Guinner ex- 
tracts a minimum of 20 “hot pros- 
pects” per day. These are followed 
up by a crew of 20 salesmen, all of 
whom have had ample training on 
air conditioning and automatic heat 
with Holland available for expert 
consultation or ‘sales’ clinching” 
where necessary. The 20 salesmen 
are paid from 5% to 10% on each 
installation, depending upon its 
nature, and are kept thoroughly con- 
tented with their jobs. 

The sales program has worked out 
effectively during the past year, ac- 
cording to Guinner. Package air con- 
ditioning installations have ranged all 
the way from 4-ton window types 
to 15-ton central systems and are 
growing rapidly—along with a com- 
mensurate number of automatic gas 
heating installations. In many cases, 
the two are combined, with old- 
fashioned coal furnaces replaced by 


modern home-comfort systems which | 


provide cooling in summer, heating 
in winter. 

Over and above the telephone solici- 
tation program, the Guinner organi- 


zation makes heavy use of daily | 
newspaper advertising, both classified | 
and display, and sponsors a 15-minute | 


melody-and-news broadcast on a St. 
Louis radio station each Sunday 
afternoon. In addition, billboards 
carry the banner of home air condi- 
tioning forward, as do_ constant 
“broadsides” of direct mail and regu- 
lar “spot announcements” over the 
airways. 

Only slightly behind the telephone 
solicitation program from the stand- 
point of selling efficiency is the ‘“‘bird- 
dog campaign” which Guinner de- 
veloped at the same time. Under 


: Past 
this plan, he offers cash commissions | 
to friends, associates, contractors in | 


other lines, etc., in return for the 


names of bonafide homeowners who | 


are actually interested in automatic 


heating or air conditioning. Satisfied | 


users are typical “bird dogs” and 
through steady offering of this type 
of compensation, the company has 
had so many leads turned in that 


one “bird dog” was paid $6,000 in | 


| commissions during 1949. 


Net results of the program were 
a record volume of installations for 
the year past, the making of many 
new friends, and lastly, a sales divi- 


sion large enough to “stand entirely | 


on its own feet,’ according to the 


| St. Louis contractor. 


Hal Crumly Is Elected 7 
President of Southern 
California Contractors 


LOS ANGELES—Hal Crumly of 
Pomona, Calif., was elected president 
of the Refrigeration & Air Condi- 
tioning Contractors Association of 
Southern California for 1950 at the 
Jan. 10 meeting of the directors of 
the association, it has been an- 
nounced. 

Serving with Crumly as officers of 
the association for the year will be 
Don Beck of W. S. Kilpatrick & Co., 
vice president; Dale J. Missimer of 
Pacific Refrigeration Co., secretary; 
and Glenn M. Schlegel of Manual 
Arts Sales Corp., treasurer, all of 
Los Angeles. 

Directors of the association for 
1950 who were elected the latter 


part of December in addition to the: 


officers named above are Charles E. 
Hollingworth of the Baker Refrigera- 
tion Corp.; L. P. Jacobsen of the 
York Corp.; Robert W. Noll of Com- 
mercial Refrigeration Co.; and J. 
Frank Park of Western Air & Refrig- 
eration, Inc., all of Los Angeles; and 
Ralph E. Manns of Ralph E. Manns 
Co., Wilmington, Calif. Neal S. 
Templin continues to be the execu- 
tive secretary of the association 
which maintains an office in the 
Bendix building, 1206 Maple Ave. 
here. 


New Appliance Store To Be Opened 


ROYAL, Neb. — Keith Curtis has 
leased the old Citizens Bank building 
and will open an electrical appliance 
shop in the remodeled structure. 


Show To Illustrate Varied 
Applications of Plastics 


CHICAGO—A huge display of 
more than 100 case histories of the 
industrial and commercial uses of 
plastics will be unveiled in Chicago 
on March 28, it has been announced 
by The Society of The Plastics Indus- 
try. 

The presentation will be shown for 
the first time at the National Plastics 
Exposition in Chicago’s Navy Pier 
March 28-31. 

It was announced simultaneously 
that the society will sponsor a con- 
ference at the Stevens hotel in Chi- 
cago the mornings of March 29 and 
30. 


The society is itself sponsoring the - 


case history display. Products to be 
displayed will range from dog collars 
to refrigerators. 


Murray Corp. Appoints 
3 to Key Sales Posts 


SCRANTON, Pa.—Murray Corp. of 
America, home appliance division 
here, has announced three new ap- 
pointments to the division. 

Charles M. Campbell has joined the 
company as assistant contract sales 
manager. D. B. Jones has been ap- 
pointed eastern regional sales man- 
ager, and T. L. Craig is regional sales 
manager for the company’s south- 
east territory. 

Jones, who was formerly midwest 
regional sales manager for Evans 
Products Co., will make his head- 
quarters here. Craig has been asso- 
ciated with Electrolux, Bendix Home 
Appliances, Ine., and _ Kelvinator 
Corp. 

He will headquarter in Birming- 
ham, Ala. 


November Appliance Sales In Southern Louisiana, 


Mississippi Rise 20% over Volume for 1948 


NEW ORLEANS — Continuing to 
outstrip sales in the rest of the 
Southeastern area, sales by house- 
hold appliance stores in southern 
Louisiana and Mississippi increased 
20% in November over the same 
month a year earlier, according to 
figures announced by E. P. Paris, 
vice president of the New Orleans 
branch of the Federal Reserve Bank 
of Atlanta. 

He said the trend of increased sales 
for the month was followed closely 
by other retail stores in Louisiana. 
The trend, he added, contrasts 


strongly with a gain of only 1% in 
similar stores throughout the Sixth 
Federal Reserve district. 

Paris said Louisiana averages in 
each of three retail lines were con- 
siderably above those for the entire 
district. Furniture dealers in the 
state, for example, reported sales 
14% ahead of November, 1948. Cash 
sales in reporting Louisiana cities 
climbed 25%, but in New Orleans 
they dropped off 5%. Credit sales 
continued to rise rapidly throughout 
the state, with a 15% boost during 

ovember. 
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Air Conditioning Installation In Greyhound’s Phoenix Terminal 
Each with Its Individual Transfer Unit 


Consists of 4 Zones, 


PHOENIX, Ariz.— Greyhound bus 
lines has made top grade air condi- 
tioning a major feature in building a 
huge new station at one of the heavy 
traffic stops on its southernmost 
transcontinental line, Phoenix, Ariz. 


Arriving passengers seeking the 
winter sunshine, which has been so 
effectively publicized nation wide by 
the swank resorts set in scenic nooks 
in the mountains overlooking the city, 
can take a deep breath as they step 
into the public rooms of the new 
Greyhound terminal, and say, “Boy, 
this is the life.” Greyhound has com- 
plemented the city’s championship 
status in the climate-selling industry 
by assuring its patrons of bodily 
comfort as its guests in the great 
new terminal. 

C. A. Calhoun, regional manager, 
received a startling demonstration of 
the efficiency of the air conditioning 
in the new terminal when the public 
opening ceremony in mid-January 
jammed the terminal rooms for hours 
with 15,000 curious guests. As 
visitors included representatives in 
numbers of every racial group found 
along the southern border, and every 
social and economic status, with or 
without ablutionary discretion, and 
smokers of every brand and grade 
of smoke producing mixtures with 
accompanying odors, the fact that 
competent observers declared the 
condition of the air good after pro- 
longed exposure is a tribute to the 
care and technical know-how that 
went into the up-to-the-minute aér 
control job. 


Pacific Greyhound Lines, 201 Pine 
St., San Francisco, and Greyhound 
Post Houses, 58 E. Roosevelt Rd., 
Chicago, are the corporate units 
specifically concerned with the new 
terminal. Plans and specifications by 
H. H. Green, architect, Security 
building; construction by R. E. Bruce 
Construction Co., 2950 N. 19th Ave., 
general contractor; and air condition- 
ing for cooling, heating, and purifi- 
cation by Frank Harmonson Co., 
1217 W. Jefferson St., all of Phoenix, 
represent the chain of authority re- 
quired to round out the work. 


Frank Harmonson, whose well- 
rounded organization has highly ex- 
perienced specialists for every type 
of chore in the sheet metal and air 
conditioning field, is used to handling 
big jobs. Starting 30 years ago as 
the city’s pioneer roofing and sheet 
metal contractor, his record lists 
Professional building, Westward Ho 
hotel, and other units of the down- 
town business section which would 
rate as top grade big jobs in any 
metropolis. He is locally known by 
Westerners as “The Real Old Timer,” 
by collegiate Easterners as the ‘“‘Dean 
of the air conditioning industry in 
Arizona.” 

Associated with Frank Harmonson, 
president, Frank Harmonson Co., are 
John H. Armer, secretary and gen- 
eral manager; John L. (‘Dick’) 


Platt, vice president in charge of 
operations; W. LeRoy Whitaker, 
engineer. 

Architect Green’s specifications 


outline the job as air conditioning 


parts of the building having ground 
dimensions 240 by 72 ft. 

The front end of this large build- 
ing rises to two stories, the second 
floor 70 by 72 ft. being occupied by 
general offices and drivers’ rooms. 

The public waiting room on the 
first floor, 70 by 72 ft., is open to 
the full two-story height. Also air 
conditioned is the first floor baggage 
room, 35 by 44 ft.; the restaurant, 
occupying with kitchen and storage 
space 70 by 52 ft., of which 46 by 
52 ft. is the public dining room. 

Proceeding to the general problem 
of the building, equipment specified 
provides chilled water for cooling and 
a hot water boiler for heating. With 
suitable circulating and controlling 
auxiliaries the building benefits from 
a very flexible type of installation. 
The engineering adopted provided 
for analyzing type of use for differ- 
ent areas of the building, and divid- 
ing off four zones for appropriate 
air conditioning of each one. 

Each zone has its individual trans- 
fer unit, consisting of blowers, coils, 
filters, and duct system, designed for 
that individual space to fit its specific 
needs. 

Heart of the system, the refrigera- 
tion installation designed for cooling, 
has two Worthington refrigeration 
compressors. Each compressor works 
with a direct expansion shell and tube 
water chiller. Each refrigeration ma- 
chine is served by a Worthington 
evaporative condenser of suitable ca- 
pacity. The Frank Harmonson Co. 
has installed Worthington refrigera- 
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CONDENSING UNITS AND 


COLD DIFFUSERS 


7. \ ie 


tion and air conditioning equipment 
in Arizona for 15 years. 

Mueller gas-fired hot water boiler 
winter heating equipment is figured 
on a capacity basis to take care of 
the occasional emergency periods of 
minimum temperatures experienced 
even in the generally mild winter 
climate of “Sunny Arizona.” In 
stormy periods when neighboring 
mountains are snow capped, the night 
chill can set one’s teeth a-chattering 
in an unheated room. 

Water, be it chilled or hot, accord- 
ing to requirements of the season, 
circulates through air conditioning 
units by Young Radiator Co., Racine, 
Wis., whose representative in Phoenix 
is E. B. Bomar, 622 N. First St. 
The units supply heating or cooling 
through their individual duct systems. 


CONTROL OF WATER SUPPLY 


Supply of water to each set of 
coils is controlled by motorized 
three-way valves, operated by modu- 
lating type of thermostats; all con- 
trols by Barber-Colman Co., Rock- 
ford, Ill., also represented by Bomar. 

Each unit has automatic control 
of the outside air which provides 
quick change-over from inside to 
outside ventilation, in accommoda- 
tion to local conditions of substantial 
temperature variation from _ cool 
morning to much warmer afternoon. 
Equipment must stop circulating 
warm air or rooms will begin to 
overheat soon after noon, part of 
the year when cool mornings prevail. 

All units are equipped with clean- 
able Farr filters. Pipe lines carrying 
water are insulated with “ice water 
thickness” (about 1% in.) moulded 
cork, installed by A. N. Borgquist, 
310 N. Second Ave., Phoenix, insula- 
tion contractor. 


1. WAITING ROOM ODOR CONTROL 


Waiting room comfort is enhanced 
by special odor control engineering, 
covering capacity and location of 
two-speed 21-in. exhaust fans, con- 
trolled manually from the dispatch- 
er’s room. 

Weather data used to determine 
equipment selection was 110° F. dry 
bulb and 78° wet bulb as outside 
conditions the system must function 
under, with the object of holding 
inside to 78° F. at 50% relative 
humidity. 

Heating is designed to deal with 
outside condition of 20° F., and hold 
‘the inside to 70° F. 

The plant has to run 24 hours a 
day. 

The very special problem of fitting 


the kitchen with equipment that will . 


make it fit to work in when the real 
hot summer of the Southwest hits 
its high temperature peak is solved 
with a Farr evaporator of suitable 
capacity, with motor and _ blower. 
Incidentally, all motors on the job 
are Westinghouse. The Farr evapo- 
rator, made by Farr Co., headquar- 
ters 2615 Southwest Dr., Los An- 
geles, with branches in Chicago and 
New York City, has a woven bronze 
screen wheel, which revolves partially 
submerged in a pan of water, pick- 
ing up moisture and evaporating it 
as it rotates. 


Duval Distributing Corp. 
Named Admiral Outlet 


RICHMOND, Va.—Appointment of 
Duval Distributing Corp. as whole- 
sale distributor in eastern Virginia 
and eastern North Carolina for the 
complete line of Admiral appliances 
has been announced here by Harry 
G. Duval, president. 

Duval said the company, now oc- 
cupying temporary quarters at 10 
West Grace, plans to occupy its new 
location, 1221 Admiral St., in the 
near future. 
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Philco Sales for 1949 
Reach $215,000,000 


CHICAGO—Sales of Philco Corp, 
in 1949 approximated $215,000,0:0, 
President William Balderston repo t- 
ed at the company’s recent m d. 
winter distributor convention’ at te 
Palmer House here. 

“The company has just ended ; n- 
other year in a strong financial pc ;i- 
tion, with inventories considera’ ly 
lower than a year ago, no bank loz 15 
outstanding, and its $3,500,000 te e- 
vision plant expansion program co ,.- 
pletely paid for out of prior yeas’ 
earnings,” he said. 

“We are entering 1950 in bet 2, 
shape and with finer products th n 
ever before in our 57 years of act ‘e 
business experience. Practically || 
of the economists in the country : -e 
predicting a great year for busin: 3s 
in 1950. The large inventories whi ‘h 
existed early in 1949 have long sir »e 
disappeared and there is a stro g 
resurgence of demand for all tie 
products which Philco produces.” 


Dixie-Home Chain Builds 
Own Frozen Food Plant 


GREENVILLE, S. C.—Dixie-Home 
Stores, operating a chain of food- 
stores in the Carolinas, has begiin 
construction of a $60,000 frozen food 
and repacking unit at its ware- 
house on Highway 29. Work on the 
project is expected to be completed 
by March 1. 

The freezing unit, which will main- 
tain an even reading of -10 to -15° 
will have a total of 6,000 sq. ft. of 
floor space. 

Triangle Construction Co. has a 
$24,725 construction contract for 
building the brick unit, while Arm- 
strong Cork Co. has contracted for 
around $25,000 for placing 8 in. of 
cork to line the inside of the frozen 
food and repacking room. Refrig- 
eration work will bring total cost 
up to about $60,000. The McPherson 
Co., of Greenville, is architect-engi- 
neer for the job. 


To Be Baker Distributor 


LITTLE ROCK, Ark. — Announce- 
ment of the appointment of Berlin 
Wilson Co., here, as Arkansas dis- 
tributor for Baker’ Refrigeration 
Corp. was made recently. 
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FREE ENTERPRISE NEEDS 
BETTER JOB OF SELLING 


Richard S. Dawson Co. 
Los Angeles, Calif. 


the demagogues on the run for an 
honest living. 

Forgive me—you are the writer. 
But at least I am aware of what 
is going on to undermine our free- 
dom, and am doing all I can to get 


EXPERIENCE WITH ‘COLD’ 
AMAZES AFRICAN NATIVES 


Hamner & Nitsch Refrigeration Co. 
Tuscaloosa, Ala. 
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ae JSES UNFAIR PRICING ting a patent.” I feel that it should  tivism, and you are carrying on the : finest jobs possible. I know a bit 

b the be republished, and in fact, is well best traditions of another George who about the tremendous amount of work 
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= | ann “ec Tisai iia “iain. ‘ati Hence, I suggest that you should how to put it across, but maybe the reader—fully aware of his opportuni- zero room. All of the little natives 
Yl 2 ial Gadiie deat aes ae | in your discussion of this a country is ready for a pamphleteer ties in the field of selling in our in- came charging out of the room and 
factory prices but allows the sales- warning that work on the invention ben another What’s wrong with dustry. when they hit the hot humid air on 
men to make their own deals. I be- should not be stopped until a working nsas” epic—or better still an One of my subject headings is the outside of the freezer one of the 

—_ Heve most of us who have been in model has been completed and tried American Voltaire. God knows there “What The Successful Salesman boys who could speak a little Eng- 

Dod- the business for 15 or 20 years realize under conditions of actual use. are enough targets to go on an Must Have...” and I have chosen _ lish informed me excitedly: I'm all 

gin that one of the greatest evils of the Alternative to this, the inventor effective offensive. Even Truman the excellent material from your WET boss, I’m all wet! 

Food appliance business is the fact that should file a patent application on won with those tactics. book which, I believe, appears on We Americans, with all our home 

are- so many merchants do not uphold the invention at the time that he It is a sad commentary on the Page 158. May we please have your freezers, refrigerators and our many 

the prices. There are very few salesmen finds that he must discontinue his ostrich tactics of American business. permission to quote this short section other fine refrigeration products are 
ated who are able to make so-called work in connection with building and Just a small part of the funds now and give credit to you, as the author, all “WET” if we don’t buy them, 
“deals” which are fair to the cus- testing a model. being spent on soap operas and and Conjure House, Detroit, Mich., use them, and profit by them. 

ain- tomer, the store, or the salesman There appears to be a strong move- comic books to sell Pop Nut Scrum- as the publisher? GEORGE F. HAMNER, 

15° himself. ment toward giving patents and in- mies would put the screw-balls and ALBERT PFALTZ Manager 

_ of It is beyond me to understand ventions more publicity and I am on @— 
how any appliance dealer can give the Publicity Committee, Patent Sec- F we 

3 a the salesmen one third of his profit, tion, of the American Bar Associa- > b 4 

for then pay a sales manager 5% over- tion. We are now considering steps { : 

rm- ride, and have anything left for him- which we might take to promote the ' -_ ” 

for self, when other expenses are pro- publicity regarding patents and in- a (Cte 

of perly figured. This is particularly ventions and, of course, a very im- q ‘ a £ 

zen true now since all appliance dealers portant phase of any such program te SPECIFY ge Le 

rig- are experiencing great losses in involves cooperating with writers BP EMERSON -ELECTRIC - saith Wa 

ost guaranteed service, regardless of the such as you who have the ability and Le er Ms 

son make of equipment which he handles. the audience. Therefore, if I can va: MOTORS va" 

igi- Another paragraph headed “No be of any assistance to you in any FOR yo 
Doorbell Ringing” is somewhat of a way, please do not hesitate to call , 
misnomer. It has never been our ex- upon me. LONG LIFE 
perience that because 3,000 people HAROLD L. STULTS 
walk through a store, for the main r 
purpose of taking chances on prizes, HOW DO SERVICE FIRMS 

ce- that they can be classed as good ; : 

‘lin prospects, and that salesmen can FIGURE ‘ROAD’ EXPENSES? . 

lis- call on them without ringing the 

ion doorbell, or classifying it as canvass- Calnor Refrigeration Co. 


ing. 
F. B. HARRINGTON, 
Vice President 


EARLY CARE WILL HELP 
INVENTOR GUARD WORK 


Curtis, Morris & Safford 
60 E. 42nd St. 
New York City 
Paul Reed, Air Conditioning & 
Refrigeration News 
Dear Mr. Reed: 

For some years I have been ac- 
quainted with George Taubeneck, 
Phil Redeker, and others in the 
NEWS organization, and I have very 
high regard for all of you. I have 
followed your writings in AIR CONDI- 
TIONING & RERIGERATION NEWS and 
find them extremely readable and in- 
formative. 

I am a patent attorney and have 
been with the present firm for about 
14 years, and prior to that was an 
Examiner in the United States Patent 
Office. During all of this time I have 
more or less specialized in refrigera- 
tion and air conditioning, partially 
as a hobby, but also as part of my 
work in the Patent Office and as a 
patent attorney. 

In the Dec. 19 issue you had a 


Sacramento, Calif. 
Editor: 

I keep most of my “NEWS” copies 
but seem to have missed keeping 
one in which a story was told about 
a dealer in Maine (I believe) who 
is successfully taking care of service 
on equipment 2 and 300 miles away. 
I have run into a similar situation 
in connection with a contract to take 
care of the ice cream cabinets of 
a large ice cream manufacturer 


throughout the northern half of the 


state. 

Would it be possible for you to 
send me that copy? I am particularly 
anxious to get a line on how he takes 
care of the mileage and expense 
charges on his equipment and men 
who make those long trips. 

LEONARD D’00GE 

Answer: 

We believe the _ story. entitled 
“With Repair Calls Taking Service- 
men Up to 120 Miles From Store, 
Dealer Trains Crew To Double as 
Salesmen,”’ which appeared on page 
14 of the Feb. 14, 1949 issue of the 
NEWS gives this information. Within 
this article the serviceman states his 
rates as $2.25 per hour on week days, 
time and a half on Saturdays, plus 
a charge of 10 cents per mile both 
ways if outside of the city limits. 
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Do your products enjoy the ready 


The products you are producing 
today will determine your reputa- 
tion in future years. Satisfactory 
service over a period of time is the 
decisive test. And so it is with 
Emerson-Electric Motors... sixty 
— of motor-building know-how 

ave earned for Emerson-Electric 


are literally “sound to the core”. 


Scores of America’s most reputa- 
ble manufacturers recognize that 
their products are known by the 
service they perform. For this rea- 
son their products are powered by 
Emerson-Electric Motors . . . thus 
assured of years of dependable 
service. Your inquiry is invited as 


the enviable reputation of consist- tohow Emerson-Electriccan guard 
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DiMaio Predicts Insulation with K Factor as Low as .10, 
And Licking of Thin Wall Problem Within Near Future 


DETROIT—“Insulations with a K 
factor as low as .10 are very possi- 
ble, and while not in the immediate 
future, they are very close to it,” 
predicted Vincent DiMaio, manager 
of the low temperature section of 
Owens-Corning Fiberglas Corp., in 
a talk before the Detroit section, 
American Society of Refrigerating 
Engineers. 

“Vapor-filled insulation, molded 
Fiberglas insulation with plastic ex- 
terior (for use as refrigerator doors), 
and gas-filled Fiberglas panels are 
other possible fields of advance all 
presently within striking distance,” 
he declared. 

“The solution to the problems of 
lower production costs will be solved, 
and the production of better insula- 
tion will be achieved; the challenge 
of the thin wall insulation will be 
met, if not this year, then next year 
or the year after.” 

Discussing ‘‘Fiberglas as an Engi- 
neering Material,’’ DiMaio traced the 
development of this insulation, out- 
lining its characteristics and proper- 
ties. 

“The first stages of fiber develop- 
ment were concentrated largely on 
the aeration pack type of material. 

The coarse fibers with a diameter 
of .005 in. were ideally suited to filter 
gases, liquids, and sludges; and in 
evaporation, diffusion, and fractiona- 
tion applications. The universally 
used dust-stop filter is a typical ex- 
ample of the application of this fiber 
to filter out dusts in forced air heat- 
ing and cooling systems. 

“Repeated efforts at lowering the 
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Fig. 1—Thermal conductivity versus density is charted, 


fiber diameter were subsequently re- 
sponsible for the evolution of the 
first insulation type of fiber pack 
called TW-F or white wool. The 
diameter of these fibers was approxi- 
mately .00055 and made a remark- 
able difference in the appearance and 
properties of what formerly was the 
aeration pack. The resulting ma- 
terial was a white soft wooly mass 
with excellent thermal efficiency. 


“This mass had dimensional sta- 
bility and good handling qualities, 


and it marked a milestone in being 
the first glass insulation with all the 
properties necessary to economically 
insulate a hot or cold appliance. 
While research was continued for 
an economical method to further re- 
duce fiber diameters, other efforts 
directed toward eliminating the 
shortcomings of white wool, devel- 
oped PF or performed Fiberglas in- 
sulation. 

“The incorporation of a small per- 
centage of a thermosetting resin com- 
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Kelvinator Open Type Condensing 
Units (% H. P. to 1H. P.) 


Sells eee a 


Sales-minded dealers with an eye for immediate 
and future profits are finding it pays to choose 
Kelvinator—the products with the name that ar- 
. and satisfies. See the complete 
line of Kelvinator quality products at your nearest 


tracts... Sells... 


Kelvinator Compressors 
(1/6 H. P. to 5 H. P.) 


| Kelvinator Stainless Steel 


Evaporators 


Pre-selils. ee 


Kelvinator Sealed Type Condensing 
Units (4 H. P. to H. P.) 


Kelvinator Water Coolers 
(Pressure and 
Bottle Types) 


Kelvinator 
Silica Gel Driers 


Fee-sells! 


Kelvinator Supply Depot. All types and sizes 
available for immediate shipment. Write, phone or 
stop in for helpful information on installation or 
service problems. Kelvinator, Division of Nash- 
Kelvinator Corporation, Detroit 32, Michigan. 


DEPEND ON KELVINATOR ror ALL rour REFRIGERATION NEEDS 
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patible with glass, and non-injurious 
to the thermal efficiency, produced 
another amazing change in TW-F. 
At last, we had a wool pack with 
dimensional stability, handleability, 
efficiency, and the ability to be fab- 
ricated easily into many shapes and 
sizes,” he explained. 

“This same material, with slight 
changes, found immediate acceptance 
in the low temperature field and is 
being used in the majority of all 
domestic refrigerators being made 
today. 

“The search for finer fibers even- 
tually bore fruit. Incredibly fine 
fibers, .00009-in. in diameter, were 
commercially produced to create a 
material with all the properties of 
PF plus the flexibility of cloth as 
well as superior thermal efficiency. 
This material called ‘Aerocor’ can 
be made in densities as low as .3 Ib./ 
ft. 3, and can be compressed as high 
as 10 to 1. 


GROWTH OF PROCESS 


“The process for manufacturing 
Fiberglas insulation has come a long 
way from the original laboratory ex- 
periments. In place of the little 
burner melting thin glass rods; huge 
furnaces, gulping tons of glass in- 
gredients, spew out thousands of 
board feet of Fiberglas products 
under extremely precise conditions. 
Glass ingredients are carefully com- 
pounded to produce various types of 
glass depending on the end use of 
the material. 

“In thermal insulation, the glass 
composition is carefully tailored to 
withstand the deteriorating effects of 
weathering because of the tremend- 
ous surface area exposed. Extreme 
precautions must be taken to in- 
sure durability and chemical inert- 
ness,” DiMaio explained. 

“The furnaces for melting glass 
must be designed with special re- 
fractories to insure purity. Erosion 
of the special refractories and con- 
tamination of the glass batch is a 
very serious problem and one that 
directly affects the economy of 
manufacture. Attached to the furn- 
ace is the forehearth section which 
is the heart of the entire Fiberglas 
process. The forehearth section is 
the area where molten glass flows 
through minute openings in an elec- 
trically heated bushing and is drawn 
with a high velocity gas stream. 


SPRAYED WITH RESIN BINDER 


“The area beneath the forehearth, 
called a forming hood, determines 
the width and formation of the re- 
sulting mass of fluffy glass fibers. 
The fibers are then sprayed with a 
resin binder, and laid to a pre-deter- 
mined depth on a conveyor passing 
below. The speed of the conveyor 
determines the thickness and dens- 
ity of the pack. From the forming 
hood, the glass pack is carried 
through long ovens where the binder 
is set, the pack formed; and at the 
end of the line fabrications such as 
notches, bevels, etc., are performed. 

“To get a true picture of the pro- 
perties of Fiberglas products, let us 
examine the properties of glass itself. 
The most vital property of glass for 
many years was transparency. Its use 
for optical purposes, or decorative 
effects hinged mainly around this 
function. Of secondary importance 
are durability, chemical inertness, 
and resistance to the elements. A 
less important characteristic is 
strength. The tensile strength of bulk 
glass is 10,000 lbs. p.s.i. 

“Although the properties of the 
fibers themselves vary with the serv- 
ice they are designed to perform, and 


| although the fabricated forms of 
| Fiberglas insulation have properties 


that differ from each other, all types 


— 


of fibers possess certain properties 
that are basically responsible for the 
wide range of services Fiberelas 
products are able to perform in thei, 
many diverse fabricated forms. 

“If we examine the properties of 
glass in single fiber form, the pro. 
perty of transparency becomes of 
no value. The property of durabi'ity 
retains its same importance, but the 
property of strength becomes of 
prime importance. 


FIBERS BECOME RESILIEN™ 


“All of us consider a steel beim 
to have great strength and rigidi y.” 
he continued. “When drawn out : ito 
fine wire with a small cross-sectic 1a] 
area in relation to its length ‘his 


‘game material becomes considere rly 


more flexible. So too, for glass; w ien 
the fibers are drawn to incred »ly 
small diameters they become °x. 
tremely resilient and strong. 

“The tensile strength of g iss 
fibers approximately .000023-in. in 


‘diameter is more than 350,000 bs. 


p.s.i. For comparison, the spec fic 
strength, or strength per unit wei cht 
is 104,200 for glass compared to 
52,400 for stainless steel, and 15,375 
for aluminum. 

“Although these fibers are almost 
microscopically fine they are simoly 
thin solid glass rods. Since they are 
non-cellular, they can be wet, but 
will not absorb moisture; neitier 
will they be affected by weak alkalis 
or strong acids except hot phos- 
phoric or hydrofluoric acid. 


GLASS IN SINGLE FIBER FORM 


“In these small fiber diameters, 
glass has an elastic elongation near 
the breaking point of from 3 to 4% 
compared to 2% for steel. It can 
readily be seen therefore that the 
most important properties of glass 
in single fiber form are flexibility 
and strength. 

“As we decrease the fiber diameter, 
we tremendously increase the surface 
area. One pound of fiber with the 
average diameter of .00005 has 
36,000 times the surface area as the 
same amount of glass in spherical 
form. This tremendous surface area 
demands a material that is chemi- 
cally inert. Glass meets this require- 
ment. It is dimensionally stable, it 
is non-absorbant, and non-oxidizing 
since it is already in the oxidized 
state. Steel wool in comparable 
fiber diameters and pack formation 
will burn quite easily when ignited 
with a flame. 


GLASS IN MULTIPLE FIBER FORM 


“The visible properties or supple- 
mentary properties in multiple fiber 
form are appearance, strength, dens- 
ity, and handleability. All these pro- 
perties are subordinate to its main 
or  use-determining property of 
thermal conductivity. The thermal 
conductivity of Fiberglas insulation 
is a function of a number of vari- 
ables, some of which can be con- 
trolled, others which are _ inherent 
characteristics of the material it- 
self. 

“These variables are fiber diameter, 
density, per cent binder, shot con- 
tent, and fiber orientation. Two im- 
portant variables which determine 
the conductivity of Fiberglas are 
fiber diameter and density. Both have 
a very marked effect on the amount 
of conduction versus the amount of 
convection that occurs in a specimen 
of Fiberglas,’”’ DiMaio said, 

“As can be seen from Fig. 1, the 
curve of conductivity versus density 
at 75° F. mean temperature, the ef- 
fect of density is considerably greater 
on conductivity on the low end of 
the scale. From the minimum con- 
ductivity, the curve asymptotically 


(Concluded on next page) 
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Fig. 3—Indicates thermal conductivity of Fiberglas Series PF-610 at 
various mean temperatures and densities. 


Fiberglas Has Varied Uses In Refrigeration, 
And Air Conditioning, Detroit Asré Hears 


(Concluded from preceding page) 


approaches the conductivity for solid 
glass at the density of solid glass. It 
is not possible to determine the ef- 
fect of radiation which is greater 
at the lower densities and this may 
account for higher values at this end 
of the scale. 

“As we increase the amount of 
solid glass within a given volume, 
maintaining the same fiber diameters, 
we are reducing the size of the voids 
between fibers which present a 
greater resistance to the flow of air 
molecules through the mass by con- 
vection. However, increasing the 
amount of solid glass directly in- 
creases the amount of heat transmis- 
sion by conduction through the solid 
fibers. 


EFFECT OF INCREASED DENSITY 


“Therefore, it can be seen that 
for a given range the effect of in- 
creased density is the cumulative ef- 
fect of two opposing factors. One 
decreasing with density, the other 
increasing with density. This ac- 
counts for the minimum or low point 
in the curve. 

“Fiber diameters, to a certain ex- 
tent, relate to density and have al- 
most as great an effect on the con- 
ductivity as shown from the curve, 
Fig. 2, of conductivity versus fiber 
diameter at constant density and 
mean temperature. 

“As we decrease the fiber diameter 
while maintaining the same density, 
we are reducing the void sizes, and 
consequently, without increasing the 
amount of conduction, since we have 
added no additional glass. The effect 
of radiation would possibly tend to 
produce higher k values at _ the 
smaller fiber diameters, but this 
point has never been fully investi- 
gated. 


VOID SPACE IS CONSTANT 


“It can be mathematically proven 
that within a given volume, the void 
space is constant whether’ that 
volume is uniformly filled with 
spheres the diameter of basketballs 
or the diameter of marbles. Although 
this void volume is constant at 
25.9%, its distribution or average 
void diameter varies as the diameter 
of the spheres it contains. 

“Although the fibers in Fiberglas 
insulation are not spherical, the 
Same analogy is true,” he declared. 

“Deviations from the theoretical 
possible reduction in k factor are 
& result of the fibers being non- 
spherical, non-uniform in diameter 
(fiber size tolerance .00039 to .00045), 
and the effects of radiation. 

“For two reasons, therefore, the 
Search for lower conductivities has 
followed the path of smaller diameter 
fibers rather than higher densities. 
The first is cost. Higher densities 
mean more raw materials and higher 
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non-reducible costs. The second is 
the operation of the law of diminish- 
ing returns. Gains in convection are 
too rapidly nullified by increases in 
conduction when higher densities are 
used to reduce conductivity. 

“The material or glass composition 
has an insignificant effect on the 
thermal conductivity of Fiberglas. 
Per cent and type of binder has an 
almost inappreciable effect on the 


thermal conductivity because of its , 


random distribution on the fibers 
and the low conductivity of the binder 
itself. 


EFFECT OF SHOT CONTENT 


“The effect of shot content on un- 
fibered material has been a subject of 
much discussion with all mineral 
wools. Recent work indicates that 
the variations in the quantity of shot 
cannot be accurately correlated to 
the increase or decrease in the con- 
ductivity. The size, formation, and 
distribution of shot, rather than 
actual shot content or shot percent- 
age is a more important factor and 
its exact relation as yet has not de- 
finitely been determined. 

“However, most mineral wools, and 
particularly Fiberglas, have lowered 
the shot size to a point where no 
appreciable effect can be seen on the 
conductivity. A material such as 
Aerocor, where there is no_ shot, 
possesses a good conductivity; not be- 
cause of the absence of shot or un- 
fibered glass, but because of its ex- 
tremely small fiber diameter. 


VARIATION OF K FACTOR 


“The variation of k factor with 
mean temperature follows the normal 
slope for most insulation materials, 
and probably has the greatest effect 
on all variables on the thermal con- 
ductivity. As can be seen from Fig. 3, 
the difference in k factors between 
50° and 200° F. mean temperature 
is considerably greater than the 
difference between No. 2 and No. 4 
density Fiberglas. These curves show 
a convergence of the k factor of most 
materials at a point between 50° 
and 0° F., which almost completely 
eliminates density as a variable. 

“The upper limit of temperature 
permissible with unbonded Fiberglas 
is 1,000° F. Approximately 450° F. 
is the temperature limit of the resin 
used to bond the glass fibers. At this 
temperature decomposition of the 
binder begins, but thermal conduc- 
tivity remains unaffected. 


MEMBER OF MINERAL WOOL 
FAMILY 


“Fiberglas is a member of the 
mineral wool family which has been 
a familiar form to insulation men 
for many years. Its application in 
all fields can be accomplished using 
conventional techniques or the new 
faster systems that have recently 
been developed as in cold storage 
rooms or tobacco barns. 

“In load-bearing floor installations, 
its compression characteristics have 
set a new standard for the industry,” 
asserted DiMaio. 

“In the transportation field, its 
combined acoustic and thermal value 
together with its light weight have 
opened markets that were closed to 


into cylindrical shapes is used to 
insulate hot or cold pipes in all stand- 
ard sizes up to 30 in. inclusive for 
temperatures up to 600° F. A blan- 
ket-type insulation with a metal- 
mesh facing is employed for insulat- 
ing pipes up to 1,000° F. in sizes 
from 3 in. up. This same blanket- 
type insulation with metal-mesh is 
used on boilers, tanks, industrial 
ovens, and large ducts. 

“The same PF used for thermal 
insulation is used to absorb air-borne 
sound waves in various types of in- 
stallations. In the form of wedges, 
Fiberglas insulation is employed to 
deaden sound in anechoic chambers 
built to test communication equip- 
ment at the Bell Telephone laborator- 
ies and at Harvard university's elec- 
tro-acoustic laboratories. 

“Harvard’s chamber is a huge, win- 
dowless concrete box the size of a 
four-story house, half buried in the 
ground. The thick walls’ enclose 
72,000 cu. ft. of anechoic space. The 
sound waves instead of being re- 
flected from the inner room surfaces 
are absorbed by 20,000 Fiberglas 
wedges, 8 in. square at the base and 
4 ft. long projecting from all the 
interior surfaces. 


AEROCOR AS SOUND DEADENER 


“The same noise reduction effect 
is achieved with PF acoustical tile 
and paneling. Painted white, with a 
minimum light reflection coefficient 
of .70, the tile or panel (plain or 
perforated) can be cemented to a 
solid backing or furred with wood 
or metal. In the machine compart- 
ment of self-contained refrigeration 
units such as refrigerators or freez- 
ers, Aerocor has proven extremely 
effective as sound-deadening insula- 
tion. 

“A recent development in which 
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Fig. 4—Improvement of k values 
of PF Fiberglas at 75° F. mean 
from 1941 to 1949. 


.001-in. aluminum foil is bonded to 
one surface of Aerocor, has shown 
noise reduction coefficients 35% 
higher than Aerocor alone. 

“Aerocor, as acoustic and thermal 
insulation, has the outstanding pro- 
perty of being so resilient and flexi- 
ble it can conform readily to a 
curved surface much as a cloth blan- 
ket. Its use in aircraft at .5 lbs. per 
cubic foot density also represents a 
considerable saving in_ insulation 
weight. Aerocor is used in today’s 
refrigerator under breaker strips, in 
evaporator doors, in baffle pans, and 
in doors where its resiliency allows 
it to fill irregular voids or contours. 
In addition Aerocor can be quilted 
to make warm lightweight clothing, 
and when fabricated into pillows is 
a godsend to those suffering from 
feather or cotton allergy. 

“Fiberglas products, in a slightly 


different form, have also opened an- 
other door to the designer of refrig- 
erated equipment as a reinforcement 
for low pressure plastics. The ex- 
tremely high strength-weight ratio 
of the individual fibers finds its ideal 
application here.” 

Using three panels—one of steel, 
the second of aluminum, and the 
third of Fiberglas-reinforced laminate 
plastic—DiMaio droppéd a i6-lb. 
shot-put ball on the three in suc- 
cession. The aluminum and steel 
panels were wrecked, but the ball 
bounced off the reinforced plastic 
plate with no apparent damage. 


REFRIGERATION APPLICATIONS 


“This same type of laminate is 
finding increasing application in re- 
placing present refrigerator parts 
where strength and low weight are 
desired. Evaporator doors, breaker 
strips, and even full liners with in- 
tegral breaker strips have been made. 
Because the plastics used with Fiber- 
glas give off no volatiles in polymeri- 
zation, they can be cured merely by 
holding the laminates in contact with 
the mold. Thus, it is possible to mold 
parts without the expense of high 
pressure presses,’ DiMaio said. 

“There are two types of textile 
fibers—continuous and staple. The 
staple fibers average about 9 in. 
in length and the continuous fibers 
are limited only by the _ pack- 
aging requirements. From a marble 
of glass approximately 96 miles of 
continuous filaments are drawn. 
These fibers are very rugged and can 
be handled on standard textile ma- 
chinery, adapted to handling glass 
fibers. The breaking strength of 
Fiberglas yarns and fabric woven 
from them is substantially higher 
than most textile materials of com- 
parable thickness and construction.” 


Know 


Bundyweld is 


better refrigeration tubing? 


Easy .. 


cooling! 


More, Bundyweld is ductile... 
radius turns, it won’t collapse or weaken. It’s 
held to close manufacturing tolerances. . . 
get less rejects on the job. Each and every Bundy- 
weld feature brings better performance to your 
product, savings to you. Find out the complete 
story on this unique tubing. Contact a listed 
distributor, or write: 


. because Bundyweld offers you more plus refriger- 
ation values than any other tubing. 


And we mean more! Bundyweld’s made by a 


patented process . 
strip. That means extra strength for extra dura- 
bility in your products. 


. . double-walled from a single 


Bundyweld is more leakproof, too, by test, than 
practically any other type of tubing! Halogen vapor 
leak-detectors proved Bundyweld’s copper-bonded 
walls extra-tight. 


Bundyweld’s faster-cooling as well! Its specially 
constructed walls, though stronger, are actually 
thinner . . . and thinner walls mean faster 


bend it to short 


you 


Bundy Tubing Company, Detroit 14, Michigan. 


- Bundyweld Tu 


Ding 


DOUBLE-WALLED FROM A SINGLE STRIP 


WHY BUNDYWELD 


1S BETTER TUBING 


any insulation. 


, : led sed through ‘a fur- B d eld... 
2M te c all “The same basic wool form used pe nice oe ae nn i, — —— “taterally nace. Bonding metal double-walled ‘end 
s : coated wi bond a t raze rou 60° 
f bo SnaUEnte Fecrigerators, Tanges, etc., [Soa tes Une .5, commie, ond Ge well esmen SIZES UP TO %” O.D. 


has been modified to encompass many 
other applications of a similar nature. 
Fiberglas wool accurately molded 


A BLDG. 
PITTSBURGH 22, PA. 


Bundy Tubing Distributors and Representatives: C 42, Mass.: Austin-Hastings om, 226 Binney St. © 2, Tenn.: Peirson-Deakins Co., 823-824 Chattanooga 


‘ambridge 
Bank Bidg. ’ Chicago 32, Iil.: Lapham- -Hickey Co., 3333 W 47th Place ° , New Jersey: A. B. Murra “oe Inc., Post Office Box 476 « ia 3, Penn.: 
Rutan & Co., 404 Architects Bldg. . San Francisco 10, Calif.: Pacific Metals Co., Ltd., 3100 19th St. - le 4, Wash.: Eagle Metals Co., 3628 E. Marginal Way 
Toronto 5, Ontario, Canada: Alloy Metal Sales, Ltd., 881 Bay St. e Bundyweld Nickel and Monel Tubing is sold by distributors of Nickel and Nickel ‘alloys in principal cities. 
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New Products Make Bow at Southwest Air Conditioning Exposition 


Exhibiting its “Dri-Fan” line of evaporative con- 
densers and cooling towers, Refrigeration Engineering, 
Inc. of Los Angeles found many interested show 
visitors dropping in at its booth. In the left back- 
ground are Paul Rose, a Vernon, Tex. contractor and 
Lou Snell of Snell Refrigeration Supply, Inc., Dallas. 
In the foreground, from left to right are Lowell C. 
Pouncey of Snell Refrigeration, Harry Quinn of 
Recold, Charles Leopold, Philadelphia consulting engi- 
neer, and Dan Wile of Recold. 


At the White-Rodgers Electric Co. booth (1. to r.), 
L. F. Blough of the company’s St. Louis office, Jack 
Barns of the Dallas branch, and Jack Searls, vice 
president and sales manager of the company, were 
engrossed in a serious conversation with Marion Levy, 
president and treasurer of the Viking Air Conditioning 
Corp. of Cleveland. White-Rodgers displayed a multi- 
tude of their controls for air conditioning and heating 
equipment. 


Hassay Appointed Westinghouse Central District Agent 


MANSFIELD, Ohio—Appointment 
of John J. Hassay, as a factory rep- 
resentative for the Westinghouse 
Electric appliance division’s central 
district, has been reported by J. E. 


Hugo, district manager. 

Hassay, who will remain in Youngs- gan, except the upper peninsula; 
town, Ohio, will specialize in small 
appliances for the company in the 
central district sales area which in- 


cludes the major part of Ohio; Michi- 


parts of Pennsylvania; West Virginia; 
southeastern Illinois, and southern 
Indiana. 


Examining the York Corp.’s new model 552 5%-ton full hermetic air 
conditioning replacement unit are Harry Roth (right) of the R & M Air 
Conditioning, Lawton, Okla., and Charles Williams of the Dallas Air 
Conditioning Corp., local York distributor. The unit is said to be completely 
sealed so that it cannot be tampered with in the field and even refrigerant 
cannot be added. When anything goes wrong, the entire unit is shipped 
back to the factory and a replacement is installed. A five-year warranty 
is provided on the smaller sizes, a one-year warranty on the larger units. 


She'll love the year-in, year-out dependability 
of its TECUMSEH Hermetic unit 


Yes, she finds it easy to love the smart new refrigerator that 
has just entered her home. She loves it for its beauty, for its 
modern up-to-the-minute conveniences, its smooth, vibrationless 
operation. 

But the nice thing about it is that she'll love it more and 
more as the years go by. For, long after it has lost its “brand 
newness”’, she will be loving it for the faithful service it has 
given through the years—thanks to the _precision-built 
Tecumseh Hermetic Unit with which it is equipped. 

For Tecumseh Hermetic compressors are famous the world 
over for their long-lasting, trouble-free performance, their low 


TECUMS 


Zi 


CHIEFTAIN 


TECUMSEH PRODUCTS COMPANY 
TECUMSEH, MICHIGAN 


EXPORT DEPARTMENT: 2111 WOODWARD AVE., DETROIT 1, MICH. 


operating cost. Here are just a few of the many reasons for 
their superiority: 

Large, oversize bearings; counterweighted crank-shafts; 
super-finished bearing parts (+.0001"); Chieftainized con- 
necting rods and pistons; simple and positive motor controls; 
leakproof motor terminals. 

Many models include both fan-cooled and static condenser 
type units. In various combinations of compressors, motors 
and condensers, they cover the entire range of applications 
from '/9 h.p. to % h.p. 

Write for complete information. 


World's largest inde- 
pendent producer of 
compressors and con- * 
densing units for the 


refrigeration industry. 


Editor’s Note: First pictures from the Southwest Air Condi- 
tioning Exposition which was staged in Dallas, Tex., under the 
auspices of the American Society of Heating & Ventilating Engi- 
neers are being published by AIR CONDITIONING & REFRIGERATION 
NEws on these and other pages in this issue. 


Lack of space will force holding some over to the next issue. | 


The pictures selected for publication are those which the editors 
believe will be of greatest interest to the vast majority of our 
readers. Thus no attempt is being made to publish a shot of 
every exhibitor. 


fal 


John Schultz, plant superintendent of International Mfg. Co. of Oklahoma 

City, points out the company’s 1-ton remote type air conditioning unit 

to C. M. James and R. E. Doyle of C. M. James & Associates, Austin, Tex. 

The unit is said to provide all the advantages of a central system without 

ductwork. The company also showed its model D.X. 184 room unit for 

recessed installation and a chilled water system that can be used for 
both heating and cooling. 


Although the Bell & Gossett Co. had no brand new products on displey 
in its booth, many visitors crowded in to inspect and inquire about the 
firm’s regular lines of heating and cooling equipment and specialties. 
On display were refrigeration components, an industrial line of centrifug®! 
pumps, radiant heating equipment, and fittings and valves. 
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Air Conditioning Equipment Holds Major Interest at Dallas Show 


J. Paul Jones of Air Equipment Co. (1.) and E. G. Fahnestock, president 
o! Fahnestock, Inc. of Wichita, Kan., get the latest information on the 
new Chrysler Airtemp 8-ton packaged air conditioning unit direct from 
w. C. Newberg, president of the Airtemp Div. of Chrysler Corp. (r.). 
Also pictured is the company’s new %-ton window room air conditioner 
that features a four-way air grille. A third new item displayed in the 
Airtemp booth was an electric dehumidifier that is said to be able 
to remove 24 qts. of water from the air daily. 


(Above) 
“Breez-E-Fex” remote type con- 
sole model comfort cooler on 
display in the Refrigeration Ap- 
pliances, Inc. (Chicago) booth are 
(L. to r.) A. O. Beamer, sales man- 
ager for Refrigeration Appliances; 
Jesse Mattox of Texas Refrigera- 
tion Supply, Dallas; Harry Roth 
and Roy L. Martin of R & M Air 
Conditioning, Lawton, Okla. Re- 
frigeration Appliances also ex- 
hibited a remote type central sta- 
tion air conditioning unit, a 
ceiling suspended unit, and an 


Gathered around a 


Bucher, fives Ga Rell 


Posts with Worthington 


HARRISON, N. J.—John J. Sum- 
mersby, vice president in charge of 
sales, Worthington Pump & Machin- 
ery Corp., has announced the appoint- 
ment of F. J. Blacker and Donald T. 
Flynn as regional distributor super- 
visors, air conditioning and refrigera- 
tion division, effective Jan. 1, 1950. 

Blacker will cover the Boston, New 
York City, and Philadelphia region. 
Flynn will cover St. Louis, Kansas 
City, Tulsa, and Denver territories. 


(Above) Completely absorbed in 
the workings of a display model 
of the Mitchell %-ton room air 
conditioning unit are Buster Fain 
of Mitchell (1.) and F. R. Jones 
of Robb & Rowley Theaters, 
Dallas. The unit is designed for 
rooms measuring up to 400 sq. ft. 
and to handle heat loads of up to 
8,876 B.t.u. Mitchell also showed 
its new floor display, which will 
hold either the %-hp. or %-hp. 
unit just as it will look in the 
customer’s home, permitting the 
dealer to make a complete demon- 
stration in the store. 


evaporative condenser. 


® 


Explaining the features of Carrier’s new %-hp. room air conditioner is | 
C. A. Barbeck of Carrier’s Dallas office (1.). Listening intently is L. C. 
Jennings of the Sun Electric Co. of Abilene, Tex. Next to the %-hp. unit | 
is the firm’s %-hp. unit of identical design. Both units are finished in 
brown and walnut. | 


Houdaille-Hershey 


nnounces 


| a sensational NEW 
Plate Type 
REFRIGERATOR 
CONDENSER* 


In the Marlo Coil Co. booth, George Roepke (1.), Marlo representative 
in Houston finds a pair of visitors interested in the company’s model F 
floor type air conditioning unit. They are Bill A. Collins and Thomas C. 
Bain, of the Lone Star Gas Co., Dallas. Between the two gas men can 
be seen a Marlo model CT induced draft cooling tower. Behind Bain 


i. F. Ed Ince, Marlo engineer. He is explaining to another booth visitor “patente epgtied fer P 
tne features of the company’s model STD spray type dehumidifier. 
lictured in the foreground is a model FWC floor type air conditioner HIGH EFFFCIENCY 
for both heating and cooling. More than 60% permanent 
© lew tn Cont rr contact between primary and 
7 —¢ P ni i ieve ecause . 
U.S. Invites Bids for Cooling mi sihaiien ey eae 


every step in the production lends it- 


System at Army-Navy Hospital 


self to fast, line production on automa- 

re STRUCTURALLY STRONG 
Inherent strength of design plus in- 
genious cross members creates extra 
structural strength. 


tic equipment. Complete information 
on your particular requirements is 
available from . . 


TULSA, Okla.—The United States 
District Engineer’s office here has 
issued an invitation for bids on in- 
stallation of air conditioning equip- 
ment at the Army and Navy hospital 


nplete Line— % thru 


by ‘watercooled,Freon- | General em 
_ unit. . . pecifically, a -ton government- 
Refrigeration furnished refrigeration unit will be 

Division installed at the Hospital’s Building 


No. 1. Certain auxiliary equipment 
will be provided, the rest must be 
furnished by the contractor, it was 
stated. 


Woudatlle-HWenshey 


NORTH CHICAGO DIVISION © NORTH CHICAGO, ILLINOIS 
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ee) 


Refrigeration Problems 


and 


For Service and Installation Engineers 


Case of the 
‘Bad Methyl’ (2) 


Last week we told you of how 
Wright, a factory district service 
engineer, was sent to investigate a 
complaint of “bad methyl” from the 
distributor in New Orleans. On sev- 
eral installations, the compressor 
stuck up, and a heavy black sludge 
formed in the crankcase. He found 
non-approved oil being used and he 
felt confident that this was the cause 
of the trouble. One of the installa- 
tions that had been in trouble was 
cleaned out, reworked, and_  re- 
charged with new methyl chloride 
and factory oil. 

Imagine Wright’s embarrassment, 
chagrin, and amazement, when he 
checked the installation next morn- 
ing and found the compressor stuck 
and the job down. When last week’s 
instalment ended, he had just loos- 
ened the discharge service valve so 
as to remove the compressor and 
take it off. He especially wanted to 
inspect the oil and see if the same 
black sludge was there. 


IT CAME TO WRIGHT 
‘IN A FLASH’ 


We said that the answer came to 
him “in a flash’ and we meant this 
literally. There was a fairly -good 
pressure in the compressor, for the 
case and cube maker were warm, 
so when he broke the discharge serv- 
ice valve loose, there was a sudden 
spurt of gas out of the head of the 
compressor and here is where the 
“flash” comes in! 

This spurt of gas from the com- 
pressor was really a flash of fire. 
About four or five years before, 
Wright had worked in the experi- 
mental department of the engineering 
division of his factory, and when the 
fire flashed at him he remembered 


their Solution 
by Paul Reed 


a similar incident that occurred dur- 
ing that time. 

The chief engineer, in an effort to 
eliminate some of the vibration of 
their two-cylinder compressor, had 
had some pistons made up of an alu- 
minum alloy, something like those 
used in automobiles, in order to make 
them lighter. He had had them in- 
stalled in a compressor on a machine 
in the laboratory. After it ran all 
night, it was taken off and he himself 
had taken it apart. When he took 
the cylinder housing from the crank- 
case, fire flashed out in his face and 
as had happened to Wright, his hair 
was singed a bit. 


METHYL CHLORIDE ATTACKS 
ALUMINUM 


Wright remembered this, and he 
remembered that the investigation 
that. the chief engineer had made, 
showed that it was the aluminum in 
the alloy pistons that caused the 
flash of fire. It was found that 
methyl chloride attacks aluminum, 
and a gas known as “aluminum tri- 
methyl” is formed. 

This gas is highly flammable, so 
flammable in fact, that not only can 
it be readily ignited by a flame, but 
it is even ignited simply by coming 
into contact with the oxygen in the 
air. It combines so rapidly with the 
oxygen that “spontaneous combus- 
tion’ occurs, and the _ tri-methyl 
flashes into flame when it strikes the 
air. 

The action of the methyl chloride 
on the aluminum is much greater if 
the system is “wet” than if it is 
“dry.” These are relative terms, so 
this means that the drier the system 
is, the slower will be the action of 
the methyl on the aluminum, but 
methyl chloride will attack aluminum, 
and tri-methyl will be formed so that 
it is dangerous, even if the system 
is normally dry—dry enough that no 
trouble is being experienced with 
freezing up of the expansion valve 
or capillary; or in fact, so dry that 


© 


CONVENTIONAL OR SEALED IN A 
WIDE RANGE OF SIZES! 


“Quiet as a Whisper’, smoother 
than ever with practically no 
“operational fatigue’’—that’s the 
new PAR line. Regardless of 
your application, PAR helps 


with . 


PAR Model SC-3 (1/3 H.P.) 
close coupled unit 


PARmetic Model PM-1 (1/6 H.P.) 
completely sealed unit 


PAR beavy duty 
Model RA2 (1/4 H.P.) 


eliminate misfit systems with a 
complete range of sizes. See 
what the competitively priced 
PAR line can do NOW for your 
own particular problems. 


BY COMPARISON—YOU’LL BUY PAR 


* WRAP.O-maATiC 
CANDY & COOKIE 
WRAPPING 
MACHINES 


REFRIGERATION 


Par ae 
COmPaessoes - 
COmPmessors 


@, YP LYNCH ¢& maar 


CORPORATION 


PAR COMPRESSOR DIVISION 
TOLEDO. OHIO 


o We ; 
MS 


GLASS FORMING 
SUTTER & OLEC MACHINGS | 
» PACKAGING | 
, MACHINES — 


mORPac mORPAC 
PAPER PACKAGING 
MACHINES 


Paul Reed 


inspection shows little or no corro- 
sive action of the acid formed from 
water and methyl chloride, on the 
iron, copper, or brass parts of the 
system. 

Therefore, regardless of how dry 
a system is, NEVER PUT METHYL 
CHLORIDE IN ANY SYSTEM IN 
WHICH ALUMINUM IS USED. 


METHYL CHLORIDE ATTACKS 
ZINC 


The same is true of zinc, and to a 
lesser degree of magnesium. Not 
only are black, gummy sludges 
formed that stick up the compressor 
and stop up valves and cause seals 
to leak, but the gas that is also 
formed is very dangerous. 

Some years ago a distributor of 
store fixtures equipped with methyl 
chloride machines had trouble that 
was finally traced to flakes of zinc 
in a silica gel dehydrator. This dehy- 
drator was designed for use on a 
sulphur dioxide system, and _ the 
flakes of zinc were put in to “neu- 
tralize the system” by acting on the 
sulphurous acid formed by moisture 
getting into the system and uniting 
with sulphur dioxide. The value of 
this is somewhat problematical at 
best, but at any rate ZINC SHOULD 
NOT BE USED IN SYSTEMS 
CHARGED WITH METHYL CHLO- 
RIDE. 


MAGNESIUM IS ATTACKED BY 
METHYL AND ‘FREON-12’ 


There is not too much information 
available on the effect of methyl 
chloride on magnesium, but it should 
be avoided. Moreover, du Pont warns 
that magnesium should not be used 
in “Freon-12” systems. 

The element of danger arising 
from putting methyl in a system 
containing aluminum, is usually from 
the flash of fire from spontaneous 
combustion when the __ tri-methyl 
strikes the air. 

However, it can be even more 
dangerous. If the pressures rise quite 
high in a methyl system containing 
aluminum, they may set off the tri- 
methyl in the system and cause an 
explosion, especially if there is some 
air in the system. There have been 
some instances known of receivers 
and condensers bursting, and one 
case where the receiver was projected 
like a rocket, by one end bursting 
due to an internal explosion. So, 
again we repeat, do not put methyl 
chloride in a system that you know 
or suspect has aluminum or zinc in 
it. 

This does not apply to activated 
alumina, which is an aluminum oxide 
used in driers. It is unaffected by 
methyl chloride. 


BEWARE DIE CAST ROTORS 
IN HERMETICS! 


The rotors in the electric motors of 
hermetic units are usually die-cast- 
ings, and almost all of these die- 
castings are either zinc die-castings 
or aluminum die-castings. With very 
few exceptions never put methyl 
chloride in hermetic units. 


(To Be Continued) 


Baesman Shifts To Fulmer Co. 


MEMPHIS, Tenn.—J. M. Baesman 
has resigned as sales manager of the 
the appliance division of Woodson & 
Bozeman, Inc., here, effective Jan. 15, 
to take a position as district. man- 
ager with the Arthur Fulmer Co., of 
Memphis. 

A successor for Baesman will be 
appointed within the very near 
future. 


BETTER COILS... 
FOR BETTER COOLING 


Tyler Names L. E. Hickox 
Applications Engineer 


NILES, Mich.—Tyler Fixture Corp. 
has announced the appointment of 
several key personnel. 

Les E. Hickox, now application. en- 
gineer, attended New York and Co- 
lumbia universities. He has conducted 
several service and sales engineer- 
ing schools for Frigidaire and Cope- 
land in New England and New York 
City. Four years prior to accepting 
his position at Tyler, he operated 
an engineering and contracting busi- 
ness in California. 

Also, Tyler has appointed a new 
divisional manager for Memphis and 
surrounding territory. He is Chet 
Ford, who has been in the refrigera- 
tion business for several years, hav- 
ing sold commercial equipment for 
the Warren Co., Inc., Atlanta, Ga. 

Other appointments include Glenn 
Mathis, chief engineer, Southwestern 
division, Waxahachie, Tex.; Bill Far- 
go, assistant to West Coast manager, 
San Francisco; and Lee Fagen, assist- 
ant to the midwest manager at Chi- 
cago. 


San Diego Group Schedules 
Refrigerator-Freezer Show 


SAN DIEGO, Calif—A combina- 
tion refrigerator—home  freezer— 
frozen foods show will be presented 
by the Bureau of Radio & Electrical 
Appliances of San Diego county April 
27-30, according to J. Clark Chamber- 
lain, secretary-manager. 

The exhibition, which will be free 
to the public, will be staged in three 
buildings of the Balboa Park Electric 
Bldg. Two of the buildings will be 
used for exhibits and the third will 
be equipped with a platform for de- 
monstrations of refrigerators and 
freezers, food preparation, and frozen 
food packaging techniques. 


Thermal Products To Distribute 
Mills Units In So. California 


CHICAGOW— Thermal Products, 
Inc., Los Angeles, has been appointed 
distributor for Mills Industries line 
of compressors and condensing units 
in the southern California area, Mills 
announced recently. Peter H. Askew 
is president of Thermal Products. He 
was formerly general manager of 
Refrigeration Supplies Distributors of 
Los Angeles. 


Druid Electric Opens In South 


TUSCALOOSA, Ala.— Announce- 
ment of the opening of Druid Electric 
& Refrigeration Co., Inc., was made 
recently. The firm, which will feature 
electric refrigerators, is owned by 
G. S. Marlowe and Frank J. Roznick 
and is located at 2507 Broad St. 


N. Y. Central Plans Equipment 
To Speed Perishable Shipping 


ROCHESTER, N. Y.—The New 
York Central System during the com- 
ing year will spend more than a 
million dollars on the Rochester 
stretch of the West Shore Railroad 
to speed perishable freight movement 
to the East. 

Major development in the progrsm 
will be the construction at Wayre. 
port of a 40-car icing plant. 

This facility, it was reported, will 
allow the railroad to dispense w':h 
icing of cars at Gardenville, Ex st 
Buffalo, and Suspension Bridge, aid 
again at Selkirk. 


C. M. Gerhart Joins Yor!; 
Home Office Sales Staff 


YORK, Pa.—C. Mason Gerha:t, 
who has been assistant to the co n- 
mercial sales manager of the York 
Corp., Houston, Tex., was recen'ly 
transferred to the home office of the 
air conditioning and _ refrigeration 
firm at York, Pa., as a sales envi- 
neer, according to John R. Hertzler, 
vice president and general sales man- 
ager. 

Gerhart joined York in June, 1946, 
and was enrolled in York’s college 
graduate training course. After com- 
pleting thé several months’ study of 
York products at the Los Angeles 
and York offices, he was recruited 
to assist George R. Wachter, man- 
ager of sales engineering, in com- 
piling an application manual of the 
company’s products. 

In October, 1948, he was assigned 
to the Houston office. 


Detroit RSES To Hear Rehard 


DETROIT — “Application of the 
City’s Refrigeration Code and _ Its 
Purpose” will be discussed by John 
Rehard, chief safety engineer of 
Detroit, before the Greater Detroit 
chapter of the Refrigeration Service 
Engineers Society at 8 p.m. Thurs- 
day, Feb. 9., at the Rackham Educa- 
tional Memorial. 


With Every airs 


ICE MAKER... 


SAVE SERVICE — 
remove TASTES, SOLIDS 


FILTRINE MANUFACTURING COMPANY 
Brooklyn 5 e New York 


| | SS sass : 
ICE CUBES by the BUSHEL! 


AUS, 


KUBEMASTER 


... dust think a bushel of ice cubes for the price of a coke! 
The 24 quick-releasing aluminum trays in the KUBEMASTER 
discharge 336 large ice cubes per freezing and you can repeat 


3 more times per day. 


iinet  —__Seuhahpalehenhestantebcan 


LIFT-A-WAY DOOR 

The KUBEMASTER has the famous 
United stainless steel Lift-a-Way 
door which smoothly slides out of 
sight—ro chance for bruised fingers. 


HANDY TEMPERATURE CONTROL 
The new exclusive dial-temp con- 
trol on the United KUBEMASTER 


allows the user to conveniently 
freeze cubes according to the need. 


For Complete Information Write or Phone 


UNITED REFRIGERATOR COMPANY | 
' . HUDSON, WISCONSIN 
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Self-Service Case, New Packaging Technique Boost 
Market's Weekend Chicken Sales from 10 to 100 


Ait Molly’s Market a dozen packaged chickens are placed on display in 

the self-service display case and the reserve supply is placed in the 

storage area in the bottom of the case. As the top display sells out, it is 
simple and quick to replace them from the bottom storage area. 


* * 


NORRISTOWN, Pa.—When a 
small neighborhood market can _ in- 
crease its regular week-end sale of 
chickens from 10 to 100 then there 
must be a reason for this decided 
increase. The owners of the store— 
Molly’s Market—lay stress upon 
two important factors, these being 
their new 11-ft. self-service meat 
case and the particular method used 
by them to package their chickens. 

“Our chickens weigh from 2 to 3 
Ibs.,” says Tony Altieri of Molly’s 
Market, “and every Thursday, Fri- 
day, and Saturday we placed them 
on sale in our service case. Sales 
over this weekend period amounted 
to about 20 to 30 lbs. As soon as 
we installed the self-service case and 
innovated a special chicken packing 
process, our sales jumped from 200 
to 300 lbs. of poultry weekly. With 
poultry selling currently at 59 cents 
a pound, we picked up over $150 per 
week more business.” 


PLACING SELF-SERVICE CASE 


The service case was still retained 
in Molly’s Market and used as a 
regular storage and display case for 
large cuts of meat. The 11-ft. self- 
service case was placed just opposite 
it and the packaged delicatessen and 
fresh meats as well as the specially 
packaged chickens displayed here. 
Sales of all these meats increased 
with just the installation of the case. 

Formerly, Altieri cleaned his chick- 
ens and displayed them in whole form 
in the case. Although they appealed 
to customers, he felt that packaging 
them would be more sanitary and at 
the same time be more attractive. 
Here is the way he packages them. 

First the cleaned chicken is 
weighed. Although they retail for 59 
cents a pound, their weights are 
computed at 58 cents a pound to 
make sure that customers do not 
suffer any losses upon cutting up 
and packaging them. A small card 
is placed near the scale which com- 
putes prices of chickens at the set 
price of 58 cents from 2 Ibs. 0 oz. 
up to 3 lbs. 10 oz. 

The chicken is weighed, the price 


checked on the card price scale, and 
then the price and weight inserted on 
a tag. The chicken is then placed 
on the block and cut up and pack- 
aged as follows: } 

First the head is cut off. Then 
the legs are cut off at the knee joint 
very smoothly so that they will not 
cut the cellophane package when 
they are packed. Then the stomach, 


esophagus, and windpipe taken out . 
and the skin left neatly around the ‘ 


neck. The neck is then cut off. 

Both wings are cut off at the 
joints, both legs cut off with a sec- 
tion of the rump, The flanks are 
then split, chicken broken in half, 
and insides cleaned out. The back- 
bone is split in half, the liver sepa- 
rated from the gall, and the gizzard 
separated from the intestines. The 
gall, intestines, and head are dis- 
posed of. 

The gizzard is cut in half and the 
inner lining removed so that the 
gizzard is clean. The heart is then 
taken out of the breast of the chicken 
and the lungs removed. The breast 
is then cut in quarters with a cleaver. 

All these parts are then ready for 
packaging which is the most impor- 
tant part of this display factor. 


PACKAGING TECHNIQUE 


A regular No. 5 container is used. 
The two backbones, one overlapping 
the other are placed in the center 
of the container in shingle fashion. 
The thick side of one fits into the 
hollow side of the other. The neck 
is placed tightly on the right side of 
the backbone, then a quarter breast 
laid on the right upper side and an- 
other quarter breast on the right 
lower side. The gizzard is placed in 
the top corner of the container. 

Another part of the breast is 
placed on the right-hand side above 
the neck so that the neck fits com- 
pactly inside the hollow of the breast. 
Then the last quarter of the breast 
is placed beneath this one. 


ASSEMBLING THE PACKAGE 


Then one wing is placed on the 
upper left side of the container with 


(Right) Tony Altieri 
breaks the chicken in half 
in preparation for pack- 
aging. Insides are cleaned, 
backbone split, and liver 
and gizzard separated out. 
Chicken body and parts 
are arranged to make an 
even package. Price label 
is inserted on all packages. 


the knuckle up and the other wing 
on the same side but lower the same 
way. One rump section is then placed 
in the upper right side of container 
and the second section in the lower 
right side. The sections of the 
chicken are arranged in the con- 
tainer so that large zones fit evenly 
in the hollow spaces of the chicken 


sections so that the package is even. 


One leg is placed on either side of 
the center and the liver fills in any 
empty space. If wanted, the liver 
can be cut in half and a separate 
piece placed in different openings. 
The same is done with the heart and 
a clean section of parsley also added 
for decorative purposes. 

A section of cellophane is placed 
over the top of the container and 
drawn tightly underneath. It is then 


sealed. The corners are turned under 
and these also sealed and the packag- 
ing is complete. The price label is 
placed anywhere on the package 
where it will cover up an opening, 
so that the package looks neater. 

“This method of packing chickens 
is simple and makes a_ beautiful 
package,” says Altieri. ‘Packed in 
these containers and placed in the 
self-service case, few persons inter- 
ested in poultry on weekends can 
refrain from buying them. We 
always have a dozen containers of 
different weights on display and the 
balance are in the storage area be- 
neath. Dozens of other stores and 
supermarkets in this area have come 
to me to see me package these 
chickens and have noticed an _ in- 
crease in their own sales.” 


‘Tur-King’ Made}To Save 
Refrigerator Space 


WASHINGTON, D. C.—The Nor- 
best Turkey Growers Association, a 
federated marketing cooperative that 
handles turkeys for 22 member as- 
sociations in 12 states, is getting out 
a new product which they call Tur- 
King, designed to save refrigerator 
space in restaurants or hotels. 

The new product is a boned roll 
or log of solid turkey meat. The log 
is encased in aluminum foil in which 
it may be cooked, if desired, in a 
specially designed roaster. The rolls 
fit nicely and compactly into refrig- 
eration space, where it may be kept 


. until ready for cooking. The space 


previously needed to keep a dressed 
turkey until cook-time will hold the 
packaged meat from several turkeys. 

The name Tur-King was selected, 
officials indicate, because the product 
is particularly adaptable to turkey- 
a-la-king type dishes. 


U. of California To Sponsor 
Locker Course In April 


BERKELEY, Calif.—A_ three-day 
short course for locker plant opera- . 
tors will be held on the Davis campus 
from April 23 to 25 sponsored by 
University of California. 

The course will include discussions 
on selection, preparation, and pack- 
aging of fish and meats for locker 
storage, and work simplification, 
according to Dr. M. A. Joslyn, food 
technologist, college of agriculture. 

Request for the meeting was made 
by the California Refrigerated Locker 
Association. 


FROZEN FOOD 
DISPLAY CASES 


HOWARD 


Heavy Duty, Below Freezing 
4” Fiberglas Insulation 6” Fiberglas Insulation 
Size 6’6” High 7°10” High 66” High 7°10” High 
46" x7 $254.40 $296.40 $296.80 $345.80 
65" x7 320.40 366.00 373.80 427.00 
6'5"x10° 412.80 472.80 481.60 551.60 
65”x11° 444.00 507.60 518.00 592.20 
8'5” x7’ 385.20 440.40 449.40 513.80 
8°5” x 10° 493.20 559.20 575.40 652.40 
85” x11" 523.20 598.80 617.40 698.60 
8'5°x15 602.40 703.20 702.80 822.40 
8'5” x 189” 750.40 861.60 870.80 1005.20 
12°3” x 10 643.20 722.40 750.40 842.80 
a <p 12°4”x 11° 688.80 771.60 803.60 900.20 
CIAL WALKIN -  92'4" x 15 873.60 970.80 1092.00 1132.60 
ALSO. DISPLAY. —_ 12°4” x 189” 1058.40 1170.00 1322.00 1365.00 
BEVERAGE REACHINS 
COOLERS 


507 ARCH STREET, 


ALL STEEL CLAD 


SECTIONAL 
WALKINS 


WITH A BACKGROUND OF 
OVER 50 YEARS EXPERIENCE 


DISPLAY 
CASES 


REFRIGERATOR COMPANY INCORPORATED 


PHILADELPHIA 6, PA. 


PINSULATION if 


we : wee 


THE PACIFIC 


-MOISTURE-RESISTANCE of PALCO WOOL = 
pays off in BANANA PROFITS 


One of six banana 
storage rooms operated by Chaknis 


Fruit Co., State Farmers Market, Atlanta, Georgia. 
High humidity and rapid temperature changes create 
special condensation problems. 


Condensation is always a problem, but it’s a vital question in banana 
storage. Rooms are held around 56 F, raised to about 70 F for 
ripening, then brought back to the 56 F range. These rapid changes 
plus high humidity mean excess condensation. Even with most mod- 
ern vapor-seal methods, insulation MUST be moisture -resistant. 
That’s why Palco Wool Insulation is ideal for banana storage—and 
all low-temperature operations. Like the age-old Redwood bark from 
which it is made, Palco Wool is noted for non-hydroscopic charac- 
teristics. Fibers will not absorb any perceptible amount of moisture 
from the air. Even when submerged, they will not support capillary 
action. This means that year after year Palco Wool will retain its 
extremely high efficiency with a thermal conductivity of only .255 
Btu. In addition, it is the only flame-proof Redwood bark insula- 
tion. Non-settling, odorless and odor-proof, resistant to rodents 
and insects, and low in cost—PALCO WOOL is the ideal low tem- 


perature insulation. Investigate before you insulate! 


Write today for the PALCO WOOL COLD STORAGE MANUAL 
or the LOCKER PLANT PLAN and CONSTRUCTION MANUAL 


LUMBER COMPANY 
100 Bush Street, San Francisco 4, California 


5225 Wilshire Blvd., Los Angeles 36, Calif. 35 E. Wacker Drive, Chicago |}, Ill. 


Warm Southern climate makes high 
efficiency of Palco Wool doubly 
important in maintaining profits 
at this Atlanta plant. 


6 refrigerated rooms for bananas 
and 2 for fruit storage account for 
approximately 5,500 sq. ft. of refrig- 
erated area at Chaknis Fruit Co. 


C. L. Fain Co., also at Atlanta Farmers Market, 
protects 6000 sq. ft. of refrigerated area with 
Palco Wool Insulation. This includes 4 banana 
rooms, 3 for produce. 


Refrigerated rooms of this Fain Co. plant, as 
well as those of Chaknis Co., were designed and 
built by Southern Insulation & Supply Co., of 


Atlanta. 


NATURE'S 
OWN INSULATION 
FROM THE 
AGE-OLD RrEDwooDs 
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Comfort Cooling Equipment for All 


ey 


Types of Applications Exhibited at Dallas 


UNITED STATES 
R CONDITIONING CORPORATION 
Se 


U. S. Air Conditioning Corp. drew. a good attend- 
ance of contractors and engineers to its display 
which included store, room, and central unit type 
air conditioners, the De-Humatic evaporative 
coolers, Modu-aire convectors, air washers, evapo- 


Grouped around a Kennard model OHA water-type cooling unit are rative condensers, heat transfer equipment, and Wi 
(from 1. to r.) Ben M. McDougall, assistant sales manager of Kennard “Miss Sno-Breze of 1950” (Joyce Nixon of Dallas) turbo-blowers. ma 
Corp.; Al G. Loeffel, vice president and sales manager of Kennard; W. R. warmed interest in the Palmer Mfg. Corp. booth Art 
Barbeck of Rodgers-Barbeck Co. of Dallas; Sam M. Kennard III, president at the Exposition where the Arizona manufac- vie 
of Kennard; W. C. Hopson of Harris & Beeman, Fort Worth; and G. F. turer displayed his line of evaporative air coolers, oe 

0 


gas fired heating equipment, and window ex- 
haust fans. 


Smith of Harris & Beeman. The 1-ton unit moves 400 c.f.m. of air. It 
has a two-speed motor, unibase blower motor assembly, and is designed 
for installation in offices, hotels, or apartment buildings. 


Al Natkin of Al Natkin & Co., Houston, (second 
from right) got real service when he dropped 
into the booth of Acme Industries, Inc. to look 
over the company’s new residential cooling unit. 


E. M. Johnson and E. A. Bonneville (on the left) 


wae 


A local exhibitor, the Alton Mfg. Co. of Dallas, caught the eyes of passers- 
by with its huge 25-ton refrigerated air conditioning unit with evapora- 
tive condenser built into it. A. Ward Thornton, (r.) co-owner of the 
company, explains its good points to Frank L. Kudlacek of Federal Supply 
Co., Oklahoma City. Other co-owner of Alton, B. P. Edelman (third from 
1) tells Louis Loeffler (1.) of the Federal Supply Co., and Ripley Harris, 
contractor from Mangum, Okla., that Alton also makes the unit in 10, 


of Remington Corp. go over a new Remington 
window-type room air conditioner with Dan Goudy 
of Atlanta, Ga. In the foreground may be seen 
parts of two Remington console room air condi- 
tioners. : 


A. B. Newton, Acme director of sales (1.); K. A. 


Weatherwax, vice president and general manager; 


and J. T. Maloney, Acme manager of field sales 

(r.), came up to explain that the unit incorpo- 

rated a water chilling system, is extremely com- 

pact, and is designed to work in with any warm 
air heating system. 


15, and 20-ton sizes. 


Mel Knight, general sales manager, of Kritzer 
Radiant Coils, Inc. of Chicago, indicates to Carolyn 
Andrus, Dallas, how Kritzer “fin pipe” coils can 
be installed for home heating. The coils are 
made of steel pipe with notched steel fins or 
copper tubing with copper fins in the 1% in. pipe 
size. They are also made in the 2 in. size in 
steel pipe with steel fins. 


In the Automatic Firing Co. booth, Ernest Kuhn, 
chief engineer of the company (L) and Walter 
Gonzenbach, sales representative, demonstrate for 
Jess Woods (r.), Little Rock, Ark. contractor, that 
the company’s Fridg-A-Fire unit can change from 
a cooling to a heating cycle in 30 seconds. The 
Fridg-A-Fire incorporates a 5-ton air conditioning 
+ and a 150,000 B.t.u. input gas unit. 


© 


World’s Largest Manufacturers of Refrigeration Controls. 


CO eee “PRR” ¢ ng 


% 


Fei 


NATURALLY — because the 
temperature is Ranco-controlled 


Replace with Ranco Precision-Built Controls for Water 
Coolers — that’s the way to insure complete customer sat- 
isfaction. And it’s the way to make your job easier, too 
. . . you spend less time, eliminate call-backs, and make 
greater profits on every replacement job. Ask your Ranco 
wholesaler to show you the eight Ranco models specially 
designed for Water Cooler installation. Replace it right 
with Ranco! 


COLUMBUS 1, OHIO 


. more than 20,000,000 controls now in use 


Viking Mfg. Corp.’s model AEC 10-hp. packaged air conditioner with 
built-in evaporative condenser is the center of attention of those in the 
background, while in the foreground interest is centered on a Viking 
room air conditioner powered by a %-hp. Tecumseh condensing unit. 


In the booth of the Comfort Products Corp. of Dallas, W. C. Schenk of 


“ Ranco Thermal Control, Inc., (lL) and Sid Jones, sales manager for Comfort 
A Type KOD 136 Control GACO YC. Products, stand by while one of the company’s air washers demonstrates 
for Water Coolers e itself. In this unit, the water spray cascades over a series of fiters 


made of Fiberglas rather than the usual matting. A vertical Fiberglas 
barrier in the center of the unit acts as an eliminator to keep the water 
out of the air stream. 
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AIR CONDITIONING & REFRIGERATION NEWS, FEBRUARY 6, 1950 27. 


A Number of New Ax Condiieiing Products Made The Bow er Dallas 


a 


With the new Typhoon 20-ton packaged air conditioning unit, largest 
made by the Typhoon Air Conditioning Co., Inc. of Brooklyn, at his back, 
Art Farr (1.) of Bell Refrigeration Co., Cleveland, talks with Don Petrone, 
vice president and director of sales for Typhoon, and Edward L. Garfield, 
vice president and director of advertising. In addition to the air con- 
ditioners, Typhoon displayed its evaporative condensers, high sides, water 
cooled condensers, and two-row heating coil. 


F. C. Schnacke, (left) president of 
Schnacke, Inc. finds conversation 
with Dale Cooper, Houston con- 
sulting engineer, completely ab- 
sorbing. Between them and ap- 


Frigidaire Division of General Motors made the first public showing at 
the Southwest Air Conditioning Exposition in Dallas of the hookup of its 
packaged air conditioner in 5-ton capacity with a forced air heating 
system for residential comfort cooling. Simple damper controls in the 


ductwork tie-in make possible the quick conversion from any forced air 

heating system with which the system is tied in, to a summer cooling 

system. Looking over the exhibit here are (1. to r.) G. E. Trahern of 

Paul’s Valley, Okla.; C. F. Wood, manager of air conditioning sales for 

Frigidaire, and H. E. Martin, Frigidaire. A variety of other products 

were shown, including a new 1-hp. window conditioner, equipped with 
two separate Meter-Miser systems. 


parently the topic of discussion is 
the Schnacke Thermatrol, a ca- 
pacity control device. 


Marley Co.’s 5-ton “Aqua-Tower,” a 5-ton pack- 
aged-type cooling tower, is really designed to con- 
serve condenser water in commercial and indus- 
trial refrigeration systems, but Carolyn Andrus 
found it a handy way to cool off at the Show. 


Something different in air filters, shown for the 
first time at the Dallas Exposition, was the “Auto- 
Airmat.” Made by American Air Filter Co., this 
consists of a roll of filter paper, the rolling action 
of which is controlled by a manometer, which 
measures the resistance. It will have applica- 
tion where there is lint pollution in the air. 


PAT. NO. 2, 297,928 
Discussing features of some new Worthington 
heat transfer equipment are D. H. McCuaig of 
Worthington, L. C. Adams of Kansas City, and 


E. W. Hammond, Los Angeles. In the back- 
ground are displays of Worthington packaged air 
conditioners, and a centrifugal compressor. 


4 
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Serving THE REFRIGERATION 
INDUSTRY Since 1919 


Joyce Lucke of Columbus, Ohio steps up to view 
the insides of the new “packaged” water chiller 
for industrial and commercial uses introduced 
by Day & Night Div. of Affiliated Gas Equipment, 
Inc. Available in capacities from 8 to 50 tons (one 
pictured has a Copeland 7%-hp. unit) the com- 
plete assembly is mounted on one frame, ready for 
shipment. It will take 4 g.p.m. of water from 


* *A new Acme product with out- 


Specify Acme 
For Top Performance 


FREON SHELL AND TUBE CONDENSERS 
DRY-EX WATER CHILLERS 
HI-PEAK WATER COOLERS 

FREON SHELL AND COIL CONDENSERS 

HEAT EXCHANGERS OIL SEPARATORS 

INDUCED DRAFT COOLING TOWERS” 

EVAPORATIVE CONDENSERS 
LIQUID RECEIVERS 
BLO-COLD INDUSTRIAL UNIT COOLERS 

PIPE AND FIN COILS 
AMMONIA CONDENSERS 


Write tor free 
catateg on any of 
the above items 


standing fectures. Write for 
Catalog No. 40 


ME INDUSTRIES Inc. 


ACKSON + MICHIGAN — 


70 to 34° with 32° F. refrigerant. 


Re 


ERCIAL REFRIGIRINION 
MD 
{ CONDITIONING 


H. C. Morrison, vice president of Curtis Refrigerating Machine division, 
Curtis Mfg. Co. (L) chats with H. E. Cameron of Centex Motors, Austin, 
Tex.; J. R. Grant of Capitol Air Conditioning of Austin; and C. Neal Vogel, 


also of Centex. Mrs. Vogel rests. Displayed in the booth are a new 
Curtis 40-hp. condensing unit, and behind the men, a 2-ton packaged unit. 


A Complete Unit for a Complete job 


You're always sure you're getting the very best in efficient, eco- 
nomical packaged air conditioning when you specify Governair— 
the original patented design! 

This complete unit is easy to install—requires only simple elec- 
trical, water and duct connections. Built-in Evaporative Con- 
denser keeps water usage down to a minimum. Governair 
engineering assures correct co-ordination and balance of all 
functions. Generously proportioned heat transfer surfaces pro- 
vide maximum performance and economy. 

Choose Governair completely packaged air conditioners and 
you'll always do your best! 


a, Ol 
‘ — = 2 
AIR CONDITIONER EVAPORATIVE UNIT BLAST COILS FOR 
CONDENSER COOLER HEATING & COOLING 
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ELY PACKAGED AIR CONDITIONERS 
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‘Slide Rule’ To Calculate Pressure Drop 


WYANDOTTE, Mich.— Made of 
Vinylite rigid sheet plastic, a new 
slide rule designed to permit quick, 


accurate calculations of pressure 
drop in pipe lines and tubes has been 
developed and introduced by C. J. 
Major, 2252 15th St. here. 

Claimed to be applicable to any 
liquid, including refrigerants, whose 
viscosity and density are known, the 
slide rule solves the rational fluid 
flow formula, otherwise known as 
the Fanning or Darcy equation, ex- 
plains Major. 

The slide rule employs the latest 
available friction factor data for 
commercial pipes and smooth drawn 
tubing, and automatically indicates 
whether turbulent or streamline flow 
exists in a given problem. 

With it can be made such calcula- 
tions as pressure drop in a pipe line, 
carry capacity of a given pipe line, 
and diameter of pipe or tube required. 

It is said to have the following 
ranges of scales: on viscosity, 0.1 to 
10,000 centipoises; specific gravity, 


0.2 to 20; rate of flow, 0.01 to 100,000 

g.p.m.; pipe size, % to 24-in. nomi- 

nal pipe size and 0.3 to 25 in. i.d. 
The slide rule is priced at $6. 


This Vinylite plastic slide rule 
solves problems in the flow of 
liquids in pipes 
and smooth drawn tubing. It 
is 10% in. long and 3% in. 
wide, and solves problems in 


commercial 


either turbulent or streamline 
indi- 


cates which type of flow exists 


flow and automatically 


in a given problem. 


Airtemp Newark Setup 
Undergoes a Change 


NEWARK, N. J.—Climatic Control 
Products Co., 1013 Broad St., has 
been liquidated, but its operations 
will be taken over by an affiliated 
company, it is reported. 

The Chrysler Airtemp franchise 
has been transferred to its affiliated 
company, Liberty Fuel Oil Co., which 
purchased the equipment and inven- 
tory and is now operating as Climate 
Control Products Div. of Liberty 
Fuel. The organization is merchan- 
dising the Airtemp line, serving 
Essex, Morris, Union, and western 
Hudson counties. . 

Liberty Fuel oil will continue fuel 
oil operations, serving fuel oil in 
Essex, Morris, Union, Passaic, Ber- 
gen, and Hudson counties as well as 
sale of Airtemp heating equipment. 
It operates a plant in Kearny. 

Service and installation for both 
air conditioning and heating together 
with the operating warehouse is at 
301 Badger Ave., Newark, in a build- 
ing of 12,000 sq. ft. 


Interior of the single unit Series 321 showing syn- 
chronous motor timer, heavily spring-loaded valve 
seats, two-pole snap-acting contact structure and 


ease of wiring. 
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Carrier-Bock Increases 
Distributing Area 
On Room Coolers 


DALLAS, Tex.—Carrier-Bock Co. 
of Dallas, with a branch in Fort 
Worth, has been named distributor 
of Carrier room air conditioners and 
home freezers in sixty additional 
counties in this area, according to 
announcement by Howard S. Lard, 
dealer sales manager. 

Prospects for the sales of air con- 
ditioning equipment were discussed 
at a Carrier Corp. conference Jan. 16- 
17. Officials of Carrier-Bock and 200 
other distributors and dealers in 
Texas and Oklahoma were in at- 
tendance. 

Speakers included J. A. Gazelle 
and C. U. Spriggs of the sales or- 
ganization of Carrier. 

Lard also announced that the 
scope of the company’s branch office 
in Fort Worth will be enlarged as 
part of the company’s expanded op- 
peration. Too, a promotional and 
educational program will be con- 
ducted during 1950 by the company 
to acquaint more people with air 
conditioning procedures and uses, ac- 
cording to Irving I. Bock, president. 


Corpus Christi Firm To 
Sell G-E Conditioners 


CORPUS CHRISTI, Tex.—A Gen- 
eral Electric air conditioning fran- 
chise for the Corpus Christi area 
has been granted to the General Air 
Conditioning Co. at 1830 Leopard 
here, it was announced by Harry 
Bamesberger, owner. 


Defrosting with hot gases is mot a new idea. It’s old and 
thoroughly proved. But, here’s the BIG NEWS .. . now 
PENN’s Series 321 does it automatically! And evaporator 
coil defrosting is fast and positive. At specified intervals, hot 
gases are pumped directly from the compressor through the 
evaporator coil. Objectionable rise in product temperature 
is eliminated. Cost of installation and operation is low. 


it’s the big news in the refrigeration industry. 
Everybody is talking about it! Case manufacturers want it 
for new equipment. Service engineers want it because there’s 
a big year round market for it. Users want it because it keeps 
refrigeration systems at peak efficiency . . . saves time... 
saves trouble . . . saves food . . . protects profits. 


Investigate the Series 321 Hot Gas Defroster . . . it gives 
you new profit opportunities. It’s easy to install on frozen 
food cabinets, meat cases, etc., either blast coil or gravity 
installations. Ask your wholesaler or write Penn Electric 
Switch Co.,Goshen, Ind. Export Division: 13 E. 40th St., New 
York 16,U.S.A. In Canada:Penn Controls, Ltd., Toronto, Ont. 


313331 


With Supplementary Heat 


Tests Show Air Type Heat Pump Not Limited 
To Mild Climate, G-E Engineer Tells Asve 


DALLAS, Tex.—‘‘Contrary to com- 
mon belief, the use of outdoor air 
as a source of heat for the heat pump 
is suitable in other than extremely 
mild climates,” and “if supplementary 
heat can be made available for the 
relatively short periods of extremely 
low temperatures, the air-source heat 
pump can do an excellent heating 
job at reasonable economy.” 

So declared F. R. Ellenberger, sec- 
tion head of General Electric Co.’s 
air conditioning department, in de- 
scribing an actual test installation 
of a G-E heat pump before the 56th 
annual meeting of the American So- 
ciety of Heating & Ventilating Engi- 
neers here. 

Major purpose of the paper, how- 
ever, was to present analytical and 
operating data methods for “Evaluat- 
ing Heat Pump Performance” which 
had been prepared by Ellenberger 
and four other section heads of G-E: 
A. B: Hubbard, W. R. Foote, F. Burg- 
graf, and J. J. Martin, Jr. 

For obtaining actual field test data 
a novel arrangement had been de- 
veloped whereby a 16 mm. movie 
camera automatically took a picture 
of the several indicating instruments 
on a panel board whenever the heat 
pump started or stopped, plus an- 
other picture every hour on the hour. 

The data so recorded on the film 
was later transcribed on a suitable 
log sheet for analysis and then set 
up on punched business machine 
cards which could be used to obtain 
performance’ correlations between 
various factors, Ellenberger said. 

Instruments on the recording panel 
showed the following: (1) hour of 
year since Jan. 1, 00 a.m. standard 
time, (2) minute—0 to 60, (3) kwh. 
reading of heat pump power, (4) 
kwh. reading of power for de- 
frost storage heater, (5) mode of 
operation, (6) outdoor dry-bulb tem- 
perature, (7) outdoor dewpoint 
temperature, (8) indoor dry-bulb 
temperature, (9) indoor dewpoint 
temperature, (10) indoor air supply 
temperature, (11) auxiliary water 
temperature in, (12) auxiliary water 
temperature out, (13) compressor 
suction pressure, (14) compressor 
discharge pressure, (15) indication of 
thermostat setting, and (16) any 
remarks that had been noted in chalk 
on the panel board. 

“As a means for obtaining reliable 
operating data under actual condi- 
tions of use, a field testing program 
is under way,” Ellenberger explained. 


One In Appliance Store 


“Packaged heat units have been 
installed in different types of build- 
ings in widely different climates. 
Most of these units have been in- 
stalled by various electric utility com- 
panies which are cooperating in the 
testing program. One of the instal- 
lations is in an appliance store in 
Bloomfield, N. J. 

“This heat pump is basically an 
air-to-air unit. One of its two com- 
pressors operates during cooling, and 
one or both compressors can be used 
for heating depending on capacity 
requirements. There is also provision 
for augmenting the air source by 
obtaining heat from water when addi- 
tional, capacity is needed during cold 
weather peaks,’”’ he added. 


“The store is a rectangular brick 
building with an area of 1,300 sq. ft. 
and contains no internal partitions. 
The front two thirds of the store is 
used for displaying merchandise and 
is divided by a counter from the 
manager’s office. The heat loss, calcu- 
lated by standard methods, is 90,145 
B.t.u. per hr. and the heat gain, 
42,244 B.t.u. per hr. 

“The heat pump is located in the 
front section of the store, near a 
side wall. The outdoor ducts are 
attached to the back of the unit and 
pass through the south wall to the 
outside, where they are separated 
in order to minimize recirculation 
between the intake and discharge,” 
explained Ellenberger. 

“The conditioned indoor air is dis- 
charged through a grille across the 
front of the unit. Adjustable vanes 
are set for even air distribution 
throughout the store. Conditioned 
air to be recirculated is drawn in 
through filters at the back of the 
unit. The amount of outdoor air is 
regulated by an adjustable damper 
within the unit. 

“A wall-mounted thermostat con; 
trols the temperature in the store in 
response to a single setting. The 


fe? 


heat pump either heats or cools the 
store in order to maintain the re. 
quired comfort conditions.” 

No analysis of the results obta neq 
with this heat pump installation was 
presented in the paper, except for 
the general statement that with sup. 
plementary heat for the ext:eme 
lows, “the air-source heat pump can 
do an excellent heating job at reg. 
sonable economy.” 

Much of Ellenberger’s present: ‘ion, 
however, was concerned with sho ving 
the need for, and a method of, ¢ prre. 
lating the performance chars *ter. 
istics of heat pump component; go 
the over-all performance car be 
predicted with accuracy. 


New Type Data Needed 


“It is becoming increasingly ap- 
parent that sizing methods prev:.lent 
for combustion heating are not ade. 
quate for heat pump heating, but 
that more precise data must be 
obtained before it will be possible to 
determine the best heat pump design, 
considering the effect of climate, the 
nature of the heat source, and the 
influence of the building structure,” 
he emphasized. 

“The advent of the heat pump re. 
quires additional consideration of the 
factors of weather and building con- 
struction and their relation to heating 
capacity required. It appears evident 
that new methods must be formu- 
lated for determining required heat- 
ing capacity. .Such factors as heat 
lag and thermal storage in buildings 
need consideration,” he stressed. 

“Two climate factors affect heat- 
ing performance: first, the range in 
dry-bulb temperature, and second, the 
range in humidity or wet-bulb tem- 
perature. Another very important 
climate factor is the minimum ex- 
pected temperature, because this will 
determine, for a _ particular heat 
pump, the largest building which can 
be satisfied in that climate. To a 
lesser degree, the humidity factor of 
the climate will affect the perform- 
ance of the unit, and in addition, 
determine the amount of outdoor coil 
defrosting necessary.” 

To combine all the factors affecting 
heat pump performance, the method 
described in the paper consisted 
essentially of setting up performance 
curves which could be superimposed 
by means of overlays. Thus the rela- 
tion of one set of factors to another 
set could be established so that ulti- 
mately “it is possible to predict the 
performance of a heat pump system. 

“This is true,” the paper states, 
“even in an air-to-air type heat pump 
which seeks a new set of operating 
conditions for each variation of ex- 


ternal conditions.” 
~ 
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| Genuine Joe says... 


“Stock WAGNER 
STANDARD ROTORS” 


A stock of genuine Wagner interchangeable 
replacement armatures makes rotor replace- 
ment a simple 1-2-3 job...and the exclusive 
“tell-all” label shows the interchangeability 0 
rotors within a given horsepower on Wagner 
motors. MS 49-7 


Wagner Electric ation 


6471 PLYMOUTH AVENUE, SAINT LOUIS 14, MO., U.S.A. 
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{| What's New 


3. Model Freezer Line 
| xtroduced by L & H Co. 


ql ; 
| 


of home freezers has been introduced 
py A. J. Lindemann & Hoverson Co. 


here 


Tie freezers are available in 9, 12, ° 


and .8-cu. ft. sizes. Features include 
a counterbalanced lid, inner light, ice 
cube trays, an automatic alarm, and 
compartments. Prices were described 
as ‘competitive.” ; 

The freezers are the second new 
product recently added to the com- 
pany’s Lectro-Host line. A _ four- 
model refrigerator line was an- 
nounced last fall. The firm also 
manufactures ranges and _ water 
heaters. 


Revco ‘Merchandiser’ 
For Frozen Juice Sales 


- or 
< 


© 


DEERFIELD, Mich.—Revco, Inc. 
here has. announced a new addition 
to its line of low-temperature refrig- 
eration products—a ‘Merchandiser”’ 
designed especially to sell frozen 
juices. It has a reported capacity of 
450 cans. 

The aluminum walls of the freezing 
compartment are said to provide for 
“quick cold” and to be rustproof, 
chipproof, and easy to clean. The 
compartment is divided into three 
sections, with each divider plate 
refrigerated and equipped with re- 
movable quick-defrost caps. 

A new type of construction keeps 
the frost-line low, it is claimed, yet 
assures sure freezing to the top of 
compartment. The cabinet construc- 
tion provides for complete sealing 
against moisture-vapor, the company 
reports. 

One of the features of the Mer- 
chandiser is the “frost-free zone.” A 
tough, colorful, shatterproof, molded 
plastic-trim around the top edge of 
the compartment opening resists the 
formation of ice and retards build-up 
of frost, according to Revco. A night 
lid cover is furnished to close off 
compartment overnight. 

The back-bar, in the model illus- 
trated, is designed to do an effective 
merchandising job. An _ illuminated 
Sign is provided for brand name, and 
open-top display card frames permit 
use of standard size cards colorfully 
ill strating the frozen juice products, 
or special messages. Pricing strips 
ary also provided. Back-bar dimen- 
Siins are 20 in. high x’ 41 in. wide 
OV -r-all. 

‘he Merchandiser is equipped with 
an internally-mounted Tecumseh her- 
mtie refrigeration unit. It is avail-. 
abe in four models: 

fodel LT60LF, as illustrated with 
ih minated sign, standard back-bar, 
an clear plastic draft shields. Model 
L130F, same as model shown except 
Wi hout illuminated sign. Model LT- 
60!", same as model LT60F except 
Wit. plain back-bar which provides 
for any special handling of brand 
nalie or other display treatment. 

Cabinet dimensions of these models 
are. Height from floor to compart- 


ment opening, 36% in., including 
castors; width of cabinet 41 in.; depth 
front to back, 27 in. 

A single-compartment Merchan- 
diser is also available—model LT35. 
This model has a storage capacity 
for 240 cans. The back-bar is 30 in. 
wide by 16 in. high, and has a 
recessed display space for “dummy” 
can display or other display treat- 
ment. Cabinet dimensions are: 
Height to compartment opening, 
341% in., width 30 in., depth front to 
back, 22% in. 


Filtrine Filter Prevents - 
Unpleasant Tastes 


BROOKLYN—A new “Taste-Mas- 
ter” filter which can be “packaged” 
into any ice maker “to prevent com- 
pletely all rust 
discoloration of ice 
and frozen-in par- 
ticles’ has been 
introduced by Fil- 
trine Mfg. Co. 

Containing a 
patented element 
which collects all 
foreign particles 
by the process of 
molecular attrac- 
tion, the filter also 
eliminates all un- 


pleasant, alien 
tastes, including 
chlorine, that 


would impair the flavor of the bev- 
erage, according to the company re- 
port. 

“Before water is turned into ice,” 
Filtrine said, “it is freed of all 
objectionable tastes, odors, rust, sedi- 
ment, and what is of major impor- 
tance, these substances are com- 
pletely excluded from the ice maker, 
thus keeping the interior of the unit 
free from sludge—reducing service 
complaints.” 

The filter is of all-brass construc- 
tion and is guaranteed for five years. 
The complete unit weighs 8 lbs., 
measures approximately 5 in. by 10 
in., and can be installed in 15 minutes 
in ice makers of all types, Filtrine 
stated. 

Literature on the Taste-Master can 
be obtained from Filtrine Mfg. Co., 
Dept. IM, 53 Lexington Ave., Brook- 
lyn 6, N. ¥. 


Direct-Draw Beer Cooler 
Has Refrigerated Faucets 


LA CROSSE, Wis.—La Crosse 
Cooler Co. here has announced devel- 
opment of a direct-draw draft beer 
cooler with refrigerated faucets. 

The new cooler “eliminates faucet 
warm up and the resulting foamy, 
wild beer,’ the company said. “Re- 
gardless of how long the beer is left 
unused, the first drop drawn from the 
faucet is cold.” 

Faucet refrigeration is continuous, 
whether the compressor is running or 
during the off-cycle, according to 
La Crosse. The cooling of the keg 
and the leads is accomplished in the 
cabinet in the same manner as all 
other La Crosse direct-draw coolers, 
it was pointed out. 

The company said it developed the 
innovation “without costly valves, 
controls, or delicate mechanisms. A 
very simple, highly efficient adaption 
of accepted refrigeration principles 
is used.” 

The cooler is available in two and 
three-keg models or the La Crosse 
Combination with either stainless 
steel or black exteriors. All models 
can be installed complete or for re- 
mote operation. 

Further information and specifica- 


tions may be obtained by writing to | 


La Crosse at 2809-17 Losey Bivd., So., 
La Crosse, Wis. 


Gibson Model G-860. 


* * 3 


Low Price Gibson Model 
Has Maximum Shelf Area 


GREENVILLE, Mich.—A _ special 
Gibson refrigerator model that offers 
a maximum amount of shelf area and 
major Gibson features for a substan- 
tially lower price than previous 8-cu. 
ft. models has been introduced by 
the Gibson Refrigerator Co., located 
here. 

The new model, priced at $249.95, 
incorporates the Gibson’ Freez’r 
locker-Fresh’ner shelf combination 
and has a newly designed glass-top, 
sliding crisper drawer. Three full 
width shelves and one small shelf 
are said to provide 15.56 sq. ft. of 
shelf area. 

J. L. Johnson, general sales man- 
ager, stated that the new refriger- 
ator, called the model G-860, is now 
in production and immediately avail- 
able to dealers. 

He said it is being introduced to 
the public through a special news- 
paper campaign and also through 
specially prepared promotional ma- 
terial. 

Johnson said that the G-860 in- 
cludes all of the regular Gibson 
construction features such as vapor 
sealed, rustproof construction, Hylux 
finished exterior, leveling screws on 
the forward corners. 

It also has a_ snap-seal door 
latch, and hermetically sealed Scotch 
Yoke mechanism. 


Temprite Offers “Explosionproof’ 


DETROIT—Specially designed for 
use in potentially combustible atmos- 
pheres is a new self-contained drink- 
ing water cooler now being manufac- 
tured by Temprite Products Corp. 

Designated “explosionproof,” this 
latest addition to the Temprite line 
may be _ installed with complete 
safety, it is claimed, in customarily 
restricted areas, such as paint and 
chemical plants, and refineries. 

Design of the cooler “makes it 
impossible for any operating mechan- 
ism to generate static electricity, nor 
can the electrical system produce 
possible open sparks, which could 
cause an explosion in certain atmos- 
pheres,” the company said. 


Compressor and motor are her-— 


metically sealed, and compressor 
terminal box, relay, thermostat con- 
trol, and all electrical wiring and 
fittings are enclosed in approved, 
explosionproof housings and conduit, 
according to Temprite. Use of a 
water-cooled condenser’ reportedly 
results in 10.3 gals.-per-hr. 

Outside water pressure variations 
of as much as 20 to 85 Ibs. have 
no effect, it is said, on the ability 
of the cooler to deliver an even flow 
of drinking water. Spurting and 
splashing are prevented with the help 
of an automatic water flow regulator. 

Available on special order are 
stainless steel front and side panels, 
recommended for use where the 
cooler is subjected to corrosive at- 
mospheric conditions. 

A new foot pedal flow control is 


Cooler 


INSET: 1. Water-cooled condenser with 
thermostatically controlled water valve, 
which operates independently. 2. Her- 
metically sealed compressor and motor. 
3. Compressor terminal box. 4. Thermo- 
stat control and compressor relay in 
explosionproof housing. 5. Explosion- 
proof conduit and fittings for wiring. 


applied to work in conjunction with 
the finger tip flow control located on 
the stainless steel top, although both 
finger tip control and foot pedal 


offered as optional equipment. It is 


Connor Diffuser Integrally Mounted on Square Panel 


has been designed for use with all 
\ standard acoustical-type and rectan- 

ay gular ceiling units, it was announced 
by W. B. Connor Engineering Corp. 
here. 

The lines of the panel and the 
simple design and flat silhouette of 
ee the diffuser make it blend unob- 
trusively with these ceilings, accord- 
ing to the manufacturer. 

The diffuser retains all of its stand- 
ard features: adjustability for- angle 
of air discharge, air volume ¢ohtrol, 
etc. Sizes and dimensions are con- 
tained in Bulletin K-24, available 
' from Connor, 116 East 32nd St., here. 


operate independently of each other. 
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NEW YORK CITY—Joined inte- 
grally witha’ square panel of light- 
weight metal, an adaptation of the 
“Kno-Draft” adjustable air diffuser 
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- SHERER’S Atomized Air 


ma kes big 
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Model 2806 is a multiple deck, six-foot refrigerated 
display case without the mirrored superstructure of 
Model 2906. Both cases can be installed as single 


easily joined for continuous 


dealers: 


units or 


displays. 


Sherer has the complete line, the prices, the name SHE RIER 
and the promotion to make ’50 a better year for 
you. Write today for franchise information. 


SHERER-GILLETT CO. 


with Directional-Flow _ 


for you 


Model 2906 Open, self-serve display case occupies only 
six lineal feet of floor space, yet has almost 25 sq. ft. 
of refrigerated and non-refrigerated selling display space. 
Illustration shows two joined for continuous display. 


Sherer Model 2906 and 2806 Open, Self-Serve Display Cases will open 
the door to new sales for you. Their amazing story of lower operating 
costs will convince prospects—change them into customers. 


Due to an exclusive new refrigeration application, these Sherer 
cases maintain constant food-preserving temperatures using only a 
Y, H.P. condensing unit (in 90° room) instead of the usual 34 
to 114 H.P. units. Your customers want these savings in operat- 
ing costs. 


A scientific new coiling system* directs the flow of air over, 
around and through the merchandise so there is no spillage. 
Cooled air is recirculated without loss. This means less running 
time is necessary to operate these new SHERER cases with this 
amazing new coiling system, even with a 14 H.P. condensing unit. 
This is another Sherer first resulting from constant efforts to give 

_you refrigerator cases that will sell easier because they perform 
better for your customers. 


Marshall, Michigan 


_— 
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Demonstrating the operation of the Anemotherm air meter in the booth 
of the Anemostat Corp. of America booth are models Lynn Alger and 
Dorothy Weempe. 


E. M. Peters (1), vice president of the Quiet Heet Mfg. Corp., is pleased at 
the interest shown in his firm’s %-ton room air conditioner, shown in 
the center. 


Electronically operated controls for railway air conditioning systems, 
introduced late last year, were exhibited by Minneapolis-Honeywell Co. 


In the Baker Refrigera- 
tion Corp. booth, B. W. 
Embry (I1.), southeastern 
district representative for 
Baker, shows the new 5- 
ton Bakeraire packaged 
air conditioning unit to 
(from left to right) E. 
A. Roberts, W. C. Hobson, 
Jr., and G. F. Smith, all of 
Harrison & Beeman Co. 
of Fort Worth. 


Checking over the completely sealed Fedders- 


Quigan 


Antonio, Tex.; Leo Ledbetter, 


manager at Dallas; George Cuntz, Fedders regional 
service manager at Dallas; and a Fort Worth dealer. 


Carolyn Andrus, Dallas model, looks interested as 
Rudy Berg of Copeland Refrigeration Corp. points 
out features of the 74%4-hp. Copelametic compressor. 


%-ton room unit are 
J. H. Sterling of Standard Distributing Co., San 
Fedders regional 


(from 1. to r.) 


SMOOTH Stapt 
BRATION - FREE 
GREA 
PAFETY 


ae sires 


C. J. Rigby, G-E salesman (1), goes over the fea- 
tures of the new General Electric line of condens- 
ing units for Raymond Ince of Lubbock, Texas. 


Henry Baker (r.), vice president of W. B. Connor 
Engineering Corp., points to the Dorex Type C air 
recovery cell with 1,000 c.f.m. capacity. John Bartel, 
director of the Connor air recovery division is on 
left ond Lloyd Walters of Monroe, La. is in center. 


ee ees 


A manufacturer rated AAA-1 
in Dun & Bradstreet and for 
35 years the leader in its indus- 
try has produced a revolution- 
ary new automatic home appli- 
ance which will be nationally 
advertised this spring in “Satur- 
day Evening Post,” shelter 
group magazines, etc. Fran- 
chises are now being issued. 


The product is different from 
anything else being offered. It 
performs a very real service in 
the home, making housework 
easier and saving money. Previ- 
ous types of equipment offered 
have cost approximately $500 

ae for the average American home. 
This revolutionary new model 


BOX NO. 3399 
ae AIR CONDITIONING & REFRIGERATION NEWS 


y pet 


NEW INVENTION 


makes profitable 
business of your own 


takes care of the same house 
for $200.00. 


A man who knows how to 
run a business where sales are 
made to the homeowner by 
demonstration in the home can 
make an extremely profitable 
livelihood with this product. In 
many communities a business 
can be started with small capi- 
tal requirements. Distributor- 
ships require more capital and 
more organization. 


At no cost or obligation to 
you, write at once for full de- 
tails so that you can set up 
your business before the na- 
tional advertising breaks. 


CLASSIFIED ADVERTISING 


RATES for “Positions Wanted” $5.00 
per insertion. 


Limit 50 words. 10¢ per 
word over 50. 


RATES for all other classifications $7.50 
per insertion. Limit 50 words. 15¢ per 
word over 50. 

ADVERTISEMENTS set in usual classi- 
fied style. Box addresses count as five 
words, other addresses by actual word 
count. Please send payment with order. 


POSITIONS WANTED 


CAREFULLY SELECTED group of 
trained men, graduates of reliable and 
well established trade school now avail- 
able to fill positions in the radio or 
refrigeration field. Willing to travel any- 
where. Why not fill that vacancy with an 
efficient and reliable man? Write EAST- 
ERN TECHNICAL SCHOOL, 888 Purchase 
Street, New Bedford, Mass. 


REFRIGERATION WORK wanted. Mar- 
ried veteran; graduate from Commercial 
Trades Institute of Chicago; two summers’ 
experience. Eligible for on the job train- 
ing. Willing to go anywhere in the U. S. 
EVERETT PUMMILL, 1518 W. Edwards 
St., Vandalia, Ill. 


AIR CONDITIONING engineer, M.E., 
twenty years experience in all phases of 
design, estimating, installation, service, 
and organization, desires connection with 
established contractor or consulting engi- 
neer anywhere in eastern United States; 
no sales position desired. BOX 3400, Air 
Conditioning & Refrigeration News. 


FLORIDA OR Southwest; available April 
first. Twenty years experience, York, 
Carrier, Hussmann, Hill, and Webber 
equipment. Four stage York and Carrier 
units up to fifteen hundred tons capacity. 
Superstore layout, service and installation. 


Interested in manufacturer or service 
company offer. Five years managerial ca- 
pacity. BOX 3406, Air Conditioning & 


Refrigeration News. ‘ 


POSITIONS AVAILABLE 


AIR CONDITIONING engineer. Michi- 
gan’'s leading air conditioning distributor 
and contractor has opening for a 
thoroughly experienced engineer. Must be 
capable of designing and estimating jobs 
up to 50 tons. This is a permanent posi- 
tion offering top salary and opportunity 
for rapid advancement. For prompt inter- 
view write giving complete resume of 
past experience. JAMES AND ROACH, 
INC., Carrier Distributors, 282 E. Mil- 
waukee Ave., Detroit 2, Mich. 


SALES ENGINEER. Experienced commer- 
cial refrigeration or air conditioning engi- 
neer. Good earnings on salary plus 
commission basis. Must be capable of 
selling refrigeration equipment; automatic 
ice makers; packaged and remote air 
conditioning. We are distributors for 
York in the Chicago district. and are 
recognized as the largest refrigeration 
service company in the Middle West. 
Write fully of your experience. MURPHY 
& MILLER, INC., 1326 S. Michigan Ave., 
Chicago 5, Ill. 


COMMISSION SALESMEN and manufac- 
turer’s representatives wanted to handle 
well-known line of freezers and milk 
coolers. Several territories are now open 
for aggressive salesmen who are ac- 
quainted with and can sell dealers, job- 
bers and distributors in their territories. 
Non-competitive lines can be handled 
simultaneously. Write stating experience 
and qualifications. EMIL STEINHORST 
& SONS, INC., Utica, New York. 


EXCELLENT OPPORTUNITY for quali- 
fied refrigeration and air conditioning 
equipment sales engineer in eastern dis- 


trict comprising eastern half Penna., 
Virginia, southern Jersey, Maryland, 
Delaware and Washington, D. C. Position 
includes supervision of appointed dis- 
tributors and direct sale of larger ca- 
pacity refrigeration and Pakice equipment. 
Please forward complete information to 
THE VILTER MANUFACTURING COM- 
PANY, Milwaukee 7, Wisconsin. 


WANTED: REFRIGERATION engineer, 
between 30 and 40 years old. Experienced 
in designing, testing and manufacturing 
low temperature equipment. Old estab- 
lished New York state manufacturer. 
Please give full details in first letter. 
BOX 3396, Air Conditioning & Refrigera- 
tion News. 


AIR CONDITIONING sales’ engineer. 
northern New Jersey territory. Must be 
able to plan and follow to completion 
3-50 ton installations. Salary and bonus 
commensurate with ability and results. 
No soliciting. Please give age, education, 
experience and salary expected. BOX 
— Air Conditioning & Refrigeration 
ews. 


WANTED: REFRIGERATION engineer— 
University graduate with equivalent of 5 
years experience in design and develop- 
ment of commercial refrigeration products. 
Location in Michigan. Good opportunity 
for advancement. Please give complete 
history of training and experience; ad- 
dress reply to BOX 3403, Air Conditioning 
& Refrigeration News. 


DESIGN-DEVELOPMENT engineer. Con- 
trols manufacturer in Middle West has 
immediate opening for engineer. Three 
years experience in refrigeration engineer- 
ing and/or three years design development 
experience on electrical or mechanical 
control devices required. An opportunity 
for man with ambition and _ initiative. 
Please give age, education, experience and 
salary expected in first letter. All replies 
confidential. BOX 3404, Air Conditioning 
& Refrigeration News. 


WANTED: ASSOCIATE with ability to 
manage and direct sales for old estab- 
lished appliance business in Southern 
Calif. Owner-manager retiring on account 
of health. Investment required—$5,000 to 
$10,000. Best franchises in refrigeration, 
radio, washers, television, etc. Splendid 
opportunity for right party. Under 45 
years preferred. BOX 3405, Air Condition- 
ing & Refrigeration News. 


EQUIPMENT FOR SALE 


WHOLESALE SEALED unit exchange 
and rebuilding. We will rebuild and 
convert your unit to ‘‘Freon-12.’’ One year 
guarantee. Write for price list and 
shipping instructions. ADVANCE RE- 
FRIGERATION COMPANY, 829 , East 
MeNichols Road, Detroit 3, Michigan. 


COMPRESSORS, NEW 3 & 7% H.P. 
water cooled, at less than distributor's 
cost. BIMEL CO., Cincinnati, Ohio. 


OFFER WANTED for the following: 500 
Aerovox condensers 145-162 mfd diameter 
15g” x 344” long; 100 Ranco controls type 


B2502 ice cream; 150 Crosley capillary 
SO:; 200 General replacement capillary 
marked methyl, “Freon,’’ sulphur; 500 


lengths copper restrictor tube .031 x .093 
x 90 in. FRANK FOLEY, 564 Walton 
Ave., New York. 


NATIONALLY ADVERTISED water 

cooler. 10 gallon pressure type. New and 

in their original crates. $149.50 Phila. 

Always interested in buying new condens- 

ing units. GENERAL REF. & STORE 

gg CO., 856 N. Broad St., Philadelphia 
| ze 


5 TO 7% HP “F-12’’ compressor bodies, 
government surplus, perfect condition 


——— 


$150.00 ea. 5 or 7% HP Wagner motors, 
3 phase, 220 volt $95.00 ea. Bases $15.00 
ea, Write INTERSTATE, 51 Chambers 
St., New York City, N. Y. 


NEW ORIGINAL crates. 1—1348 Howe 
track scale 2000 pounds, $150.00. 2 Butcher 
Boy track door 4” ground cork; one 3’6” 
x 8’9” L swing; one 3’6” x 96” L swing, 
$150.00 apiece. Also have some 1% tinned 
copper tubing. Will close out. FRED C, 
MYERS SALES CoO., Belleville, Kansas. 


FOR SALE: 250 Master lockers, both 
drawer and door types; several Mills and 
Brunner low temperature ‘“Freon’’ con- 
densing units; low temperature unit cool- 
ers; two Jamison doors; and defrosting 
equipment. All these are in fine condition 
and may be purchased, as a whole or in 
part, for a fraction of the original cost. 
If interested get in touch with NORTH 
SIDE ELECTRIC, 3 Amsbry Street, Bing- 
hamton, New York. 


FRANCHISES WANTED 


MANUFACTURER’S AGENT for western 
Arkansas and eastern Oklahoma wants 
additional line or two. Air conditioning, 
heating, industrial refrigeration and allied 


products. Intimate coverage of compact 
territory. Engineering assistance to 
clients. Qualified and aggressive. Write 


JOE 8S. MITCHENER & ASSOCIATES, 
1106 E. 6th, Okmulgee, Okla. 


BUSINESS OPPORTUNITIES 


REFRIGERATOR SERVICEMEN — Sell 
appliances at a 30% saving over competi- 
tive brands of the same quality specifica- 
tions. Through the Triangle Company 
you take orders for appliances, to be 
shipped direct from the factory to the 
customer. You get a franchise for three 
years, without a sales quota, to sell any 
major appliance you or your group are 
qualified to service. Write for details: 
TRIANGLE DISTRIBUTING COMPANY, 
82 West Washington Street, Chicago 2, 
Illinois. 


DISSOLVING PARTNERSHIP, | selling 
established commercial refrigeration & 
air conditioning business. Stock, tools, 
truck at inventory price near $10,000. 
Good lease, modern living quarters in 
office building. Natural gas lines being 
laid in city, excellent opportunity for 
heating; Wisconsin's prosperous city over 
50,000; excellent hunting and fishing. 
BOX 3395, Air Conditioning & Refrigera- 
tion News. 


FOR SALE: Refrigeration business, sé!es, 
service & maintenance, industrial, ¢com- 
mercial & domestic. This business is 
well established, located in south cen'ral 
Wisconsin. Good reason for selling, very 
reasonable price. Write BOX 3401, Air 
Conditioning & Refrigeration News. 


SCHOOLS 


DETROIT AIR Conditioning Institute is 
accepting applications for enrollment im 
spring term classes starting March 14. 
Fully GI approved courses in air co: li- 
tioning, refrigeration, heating, ventilat °. 
sheet metal layout, heat pump engin °T- 
ing. Write for free information. DETR‘ IT 
AIR CONDITIONING INSTITUTE, D: ?t 
D, 4258 Woodward, Detroit, Michigan. 


MISCELLANEOUS 


FRIGIDAIRE SEALED units, 1933 to 1 37. 
remanufactured. Our exclusive met 10d 
enables these machines to operate Pr ore 
efficiently than when new. Also rebu !d- 
ing on all other sealed units. Write for 
price list. BRIGHT’S REFRIGERAT!N. 
INC., 14410 E. ‘Jefferson, Detroit 15. 
Michigan. 


NORGE SEALED units remanufact:' 
and exchanged. Immediate delivery !°0™ 
stock, 1 year guarantee. Write for pr ces 
and shipping instructions. Complete N-rs® 
engineering service. 22 years experic!ce- 


MODERN REFRIGERATION CO., INC., 
12541 E. McNichols Road, Detroit » 
Michigan. 
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2-Year Pattern of Equipment Sales In 22 Areas 


of World Trade 


Angola (Port.) | 


French Morocco Algeria Tunisia Egypt Fr. Eq. & W. Africa 
1947 1948 . 1947 1948 1947 1948 1947 1948 1947 1948 1947 1948 
Ele .ric household refrigerators...... 100,000 297,000 20,000 7,000 74,000 13,000 357,000 107,000 41,000 9,000 42,000 50,000 
Elec ric household refrigerator parts. 13,000 11,000 2,000 9,000 14,000 6,000 48,000 14,000 5,000 10,000 6,000 5,000 
Con -ressors and cond. units (com’l) 
1“ iy SROOU B. Bii ssa skiacieces 51,000 13,000 8,000 26,000 5,000 6,000 52,000 17,000 1,000 2,000 3,000 
Ov-r 3 hp. through 10 hp........... 1,000 44,000 Sas 2,000 iv ‘ols 22,000 12,000 ae 2,000 ole 
Ee 8 Mr re Or eee eee nee 42,000 17,000 1,000 -s 25,000 6,000 2,000 
cent fugal refrigerating units* ..... 3,000 om con 3,000 ae ay hee 
Evap rative Co ers ae bei ae : 4,000 24,000 nee 
Cond sers except evaporative ...... Mr 1,000 “ea 1,000 ox 4,000 2,000 * 4,000 
Heat ransfer | a eee 2,000 sae 1,000 ae 1,000 14,000 27,000 a “lia 
Ice r tking ee SPP ETe TTT Cree 66,000 6,000 ae aad 1,000 25,000 26,000 2,000 sae 
Air d fuser MU hia ih toads He ewes 3,000 ee 5,000 2,000 5,000 oe 13,000 ax el bata a 1,000 
gelf-c ntained com’l refrig. equip.... 33,000 15,000 6,000 ‘ 24,000 10,000 98,000 24,000 6,000 43,000 37,000 11,000 
Liqui’ coolers seeeeees settee eee e eens < 3,000 bine ise ite 1,000 — 1,000 aed dies casi 1,000 
gelf-c ntained air conditioners : 
Wad :F & WOMB. hic aiccisscccesciees ane 4,000 3,000 1,000 36,000 32,000 3,000 1,000 1,000 
ee | Sen etre eee eee ee 4,000 xs 8,000 1,000 55,000 30,000 ie sie anes soi 
Mech: 1ical com’l refrigerators ..... 4,000 Bas fan ae 1,000 noe 7,000 13,000 6,000 6,000 2,000 17,000 
auxil’ wry equipment ................ 33,000 14,000 8,000 12,000 5,000 2,000 224,000 46,000 i 2,000 2,000 sd 
parts for foreign assembly .......... =, i ait En bags is 2,000 3,000 sais ‘ise 
Repla ement parts ................+- 3,000 2,000 12,000 hens 1,000 2,000 32,000 12,000 ies 2,000 ihe ae 
MED. cotdpsiensscctanbel sian eaeies’s 354,000 + 427,000 66,000 71,000 136,000 39,000 1,019,000 396,000 61,000 74,000 96,000 94,000 
Mozambique (Port.) Belgian Congo Union of S. Africa No. and So. Rhodesia Australia New Zealand 
1947 1948 1947 1948 1947 1948 1947 1948 1947 1948 1947 1948 
Electric household refrigerators...... 69,000 23,000 197,000 446,000 4,365,000 7,696,000 350,000 65,000 43,000 5,000 372,000 105,000 
Electric household refrigerator parts. 7,000 4,000 11,000 23,000 461,000 686,000 47,000 5,000 597,000 182,000 336,000 46,000 
Compressors and cond. units (com’l) 
hp, thPOUsn. S BP... csccscseees 7,000 11,000 1,000 18,000 470,000 667,000 10,000 7,000 25,000 ann 235,000 92,000 
Over 3 hp. through 10 hp........... 1,000 oe 1,000 3,000 74,000 94,000 1,000 3,000 sia 2,000 28,000 14,000 
BE Bn ocd raked herieetener sees’ ad 6,000 2,000 40,000 118,000 6,000 wi ssi 20,000 16,000 3,000 = 
Centrifugal refrigerating units* ..... 8,000 pee 3,000 sie 10,000 oe 3,000 _e fe a ate 
Evaporative condensers .............. Pe 3,000 oe 27,000 26,000 ea 15,000 2,000 1,000 
Condensers except evaporative ...... aa vate oe 28,000 10,000 ssi me 4,000 ae 
Heat transfer equipment ............ 20,000 1,000 2,000 27,000 58,000 2,000 = 29,000 5,000 
Ice making equipment .............. oe 1,000 ae 86,000 94,000 10,000 sis 14,000 15,000 2,000 
MAP GUTTUBOP WUTON o.oo cece caciccesees a dx ne " 22,000 7,000 1,000 1,000 — ais 4,000 at 
Self-contained com’ refrig. equip.... 23,000 10,000 15,000 35,000 640,000 991,000 19,000 11,000 7,000 3,000 43,000 3,000 
LIBWIE CODIOTE oss ciiccscecseseessens aie ken pore ais 14,000 16,000 ee Pe 1,000 i 4,000 4,000 
Self-contained air conditioners 
Wneee 2 WO bic i iisdsvesvevssecccs 7,000 8,000 12,000 73,000 55,000 8,000 3,000 
D1GRE GRE OVS onc iki ctee cacvceseie bea sas 1,000 3,000 10,000 77,000 ‘aN ot nas ete ae 
Mechanical com’! refrigerators ..... 2,000 5,000 12,000 2,000 117,000 173,000 2,000 2,000 1,000 shi 7,000 1,000 
Auxiliary equipment ................ 6,000 8,000 3,000 33,000 446,000 577,000 11,000 2,000 192,000 68,000 214,000 86,000 
Parts for foreign assembly .......... iis uss ia sie 22,000 46,000 ‘si siti seat wath 3,000 nee 
Replacement parts .........seeeeeees 2,000 2,000 2,000 2,000 161,000 141,000 3,000 ates 109,000 17,000 58,000 20,000 
SE ..scbaikestacannshelsbcceiies 132,000 92,000 258,000 619,000 7,171,000 11,420,000 467,000 96,000 1,012,000 308,000 1,357,000 379,000 
‘Includes absorption and adsorption systems. 
‘ ra 
— ee” — Editor’s Note: The accom- | |. 
ped panying tabular breakdowns on 
Electric household refrigerators...... 27,000 . 46,000 6,000 5,000 world trade sales in 22 countries 
Electric household refrigerator parts. 5,000 2,000 1,000 sies te th fy by E 
Compressors and cond. units (com’]) conclude the series by Hugene ; 
¥% hp. through 3 hp. ............... 1,000 site Hesz, international market ana- 
Heat transfer equipment ............ as 1,000 lyst and instructor at the Y h b k 
Ice making equipment .......... cee 1,000 University of Detroit. ou can use t ese oOo Ss 
Self-contained com’l refrig. equip... 8,000 
Replacement parts ...............505 sees 1,000 - aa f f s 
ME acscancasenrssniaesiaseiavesnces 33,000 59,000 7,000 = 5,000 . or rererence, review, 
Charleston Supply Firm d eaten 
Cameroons Gold Coast (Br.) ° or stu y: 5 SERVICE 
1947 1948 1947, i018 Publishes Golden Book MANUALS 
Electric household refrigerators...... 9,000 36,000 13,006 11,000 . ‘ “ 
Electric household refrigerator parts. re 1,000 4,000 5,000 Marking 50th Anniversary HOUSEHOLD 
Self-contained com’ refrig. equip... 1,000 4,000 a HANDY, PRACTICAL, REFRIGERATION 
Self-contained air conditioners 
at a 3,000 CHARLESTON, W. Va.—aA little 
dikennal aut uabiiacios i aati 1,000 "golden book to mark its 50th anni- AUTHENTIC, AND 
bentliney eaulamett ................. oe 1,000 Versary was recently published by sesieaeteeemeiatiinamanal 
calc teas Pee re ed 1000 1000 the Charleston Electrical Supply Co. INEXPENSIVE ae ar Soaee 
Dp ee weer P eee 1: 1000 here, major appliance distributor. worm 7 TPR leet UA ed 
Total eee eer ee eee ee eee eeseeeeeeeeeeeeee 11,000 2,000 000 2 , The book noted the progress made 
by the company from the time it 
Liberia Madagascar was chartered on March 24, 1900 to THEORY 
1947 1948 — Se ok ee eee MANUAL NO. 1—The theory and principles of refrigera- 
Electric household refrigerators...... 29,000 17,000 30,000 38,000 J ot et parle was - its president and tion explained in simple terms. Characteristics of common 
Electric household refrigerator parts. _ 1,000 1,000 + 1800 = tesanurer until his death on Feb. 21, refrigerants. Construction and operation of the major 
Compressors and cond. units (com’]) 1921. component parts of a household refrigerator. 144 pages. 
% hp, through 3 hp. .........+.... 1,000 oe It told how the firm started out 114 illustrations. 6 tables and charts. Price $1.00. 
Over 10 hp. ee ee eee eee eeneee eer er eee weer 5,000 selling electrical supplies and equip- 
He diffuser units vaseeees seeee te neaes — 1,000 ois ment, specializing in equipment for 
lf-contained com’l refrig. equip... 2,000 3,000 coal mines. It continued to specialize DIAGRAMS 
Soe in this type of equipment until 192i, MANUAL NO. 2—Diagrams show how to distinguish the 
.. tons and Seopa SSR ARSON SERA SAAT sas 1,000 when it established an electrical ap- hate me fend oat ¢ . , 
— com’! refrigerators ..... aon 1,000 “-  pliance division. difference ween e fundamen ypes of systems. 
uxiliary equipment ............+.+.. 1,000 woes woes wees Today it distributes Norge home Detailed instructions regarding the proper methods of 
ERPS Ok ie ee 33,000 23,000 36,000 40,000 appliances; Capehart television, pho- installing and servicing each type. A comprehensive guide 
— nographs, and_ radio; Hamilton for all the popular makes. 128 pages. 179 illustrations. 
— clothes driers; Simplex ironers; Apex Price $1.00. 
Ethiopia British East Africa Gisnmatic dishwashers; Reznor gas 
1947 1948 1947 1948 heaters; Wilcox-Gay recording in- 
Electric household refrigerators. ..... 6,000 11,000 84,000 12,000 struments; and Columbia records. DETAILED DATA 
eee m ee ee ee eee MANUAL NO. 3—Detailed data on methods of servicing 
es ace. tee 5 eee seve ae eee several special refrigerators including Allison, ElectrICE, 
 *... 2 s) Serre eee gic 6,000 3,000 1915, it constructed a large ware- tic. M i 
lee tnaking equipment .............. - 2,000 - 1,000 house across the Kanawha River Holmes, U. S. Hermetic, Majestic Conventional, Majestic 
SM 9 cs os chun ove keeee 1,000 1,000 3,000 2,000 just below the C & O railway depot Hermetic, Socold, Iroquois, and Welsbach. 144 pages. 
Self- ontained air conditioners last year and plans to concentrate 59 illustrations. Price $1.00. 
Bn ae FO <cbia tse ess: settee 1,000 see -- all its activities there in the future. 
auxiliary equipment ................. oe 1,000 4,000 Present officers and directors of 
Repl: cement DEEN deNesscnae Viveedes sas en 1,000 -- the company are: John T. Morgan, SERVICE INFORMATION 
BRA Pa ee eee ae 8,000 14,000 104,000 38,000 chairman of the board, president, and MANUAL NO. 4—Service information on 12 makes of 
~<a se director; Howard 8. Johnson, vice household electric refrigerators including Absopure, Apex, 
president, general sales manager, and K Col t (Sunbe 
French Pac. Islands Christmas Islands director; Charles L. Johnson, trea- Atwater Kent, dspot (Sunbeam and Sears), Copeland, 
1947 1948 1947 1948  surer and director; Charles W. Ches- Dayton (Niagara), Fairbanks-Morse, Graybar Ilg-Kold, 
fleet: 'c household refrigerators...... 38,000 23,000 21,000 22,000 ley, secretary, assistant treasurer, Iceberg, Liberty, Rice, and Servel. 129 illustrations. 128 
Elect: c household refrigerator parts. 1,000 3,000 we 6,000 and director; and Clarence B. John- pages. Price $1.00. 
hp iking equipment .............. 7,000 wre a = rege ag sais 
““-c ntained com’! refrig. equip... 2,000 5,000 1,000 ames Hi. olfe 1s sales manager 
Auxili.ry equipment ................. hes aa 18,000 of the appliance department. B. W. Order from your parts wholesaler 
Replaement parts 1,000 Clay and C. A. Baughman are assist- B . 
ceeceesseeseceseus , me os usiness News Publishing Co., Detroit, Mich. 
BE eR er ced viciinnnanbeatenests 49,000 31,000 s1eeo 86: 47,009 «= ant sales managers in this depart- sities 4 oan 
ma ment. 
m ru . bat % - wae 
=n z sy i m s; 6 = ae a 


x 5 : eee. iy ee eee y, = . THES, 4 : ie : : are ae Ps ‘ ask eNs — : ‘ Spas, e Oe as Pe ae = ith s Be chit 2 ree oem hk . ee " Bele yf 
ee i — a me ey , oa < 
| “ee 
se 
a 
ait 
= 
ak 
os 
“nig 
a 
Fat 
r 
tors, 
515.00 
ibers 
lowe 
tcher 
36” 
ving, 
nned 
D C. 
nsas. 
both 
and 
con- 
cool- 
sting 
ition , 
r in 
cost. 
RTH 
‘ing- ihe 
Pe 
tern 2k 
ants if 
‘ing, i 
llied 
pact 
to 
rite 
‘ES, 
Sell 
eti- 
fica- 
any 
be 
the 
iree 
any 
are 
ils: 
NY, 
» 2, 
ling 
& 
ols, 
000. 
in 
ing Pa 
for sf r 
ver . jeden 
ng. < 
ra- re 
les, 5 s 
m- ; 
is — 
ral Py 
Ty ; ar 
\ir _ 
is if 
in 
14. 
li- 
1g, 
— eg 
IT st 
pt. _ 
= al 
37, ad 
.od me 
ore Nake 
ld- 
for 
wN, = : J 
15, 
red ina 
ym <a 
“es ae 
ge 4 
ce. ae 
5. ales 


32 


© 


AIR CONDITIONING & REFRIGERATION NEWS, FEBRUARY 6, 1950 


Features Built-In De-Odofier 


Starrett Enters Air Co 


(Concluded from Page 1, Column 3) 
nets, and measure 14% in. deep, 36% 
in. high, and 29 in. wide. They are 
as follows: 

Model 175—% hp., $549.95 retail, 
cooling capacity 8,600 B.t.u. per hour, 
1-hp. compressor. 

Model 1100—1 hp., $599.95 retail, 
cooling capacity 11,000 B.t.u. per 
hour, 1-hp. compressor. 

Among important announced fea- 
tures of the air conditioners are the 


following: 

“Exclusive,” built-in ‘‘De-Odofier” 
banishes odors. 

“Cool-efficient angle” of output 


grille directs air ceilingward and 
“assures even, draft-free ventilation.” 

“Dry-Namic Moisture Remover’’ is 
a specially-designed water and air- 
cooled condenser that “disposes of 
moisture from room, eliminates need 
for drain connections; reduces oper- 
ating expenses.” 

Cooling coils consist of three rows 
of copper tubes, with 11 aluminum 
fins to the inch. Heat exchanger 
capillary tube is wound around espe- 
cially-designed accumulator to assure 
only dry refrigerant returning to 
compressor, and sub-cooling liquid in 
the capillary tube. Double inlet and 
outlet tubes to evaporator are 
claimed to assure rapid cooling the 
instant unit is started. 

Large filter, full size of cooling coil. 

Resilient mounts and flexible metal 
hose connections “eliminate vibration 
and reduce noise to a minimum. 
Adjustable fresh air louver allows up 
to 50 c.f.m. of outside air for venti- 
lation and 250 c.f.m. for cooling. 
Specially constructed acoustic lever 
shell on outside of cabinet reduces 
outside noise to minimum.” 

All connections are brazed for 


a \ A 


al 


At the left is the Coola- 
tron air conditioner Model 
50 with a %-hp. hermet- 
ically sealed compressor. 
It is one of the models in 
the new Starrett line. A 
built-in “De-Odofier” is 
featured in the unit which 
has a cooling capacity of 
5,700 B.t.u. per hour. Re- 
tail price is given as 
$299.95. 


nditioning Field-- 


No water 


leakproof construction. 
ducts, 


connections, no plumbing, 
pipes, or wiring are required. 

Variable capacity regulator is an 
“exclusive” Starrett feature for regu- 
lating the flow of air from the 
Coolatron. It makes possible proper 
setting for night-time sleeping. 

Starrett will sell through local dis- 
tributors in the South and in other 
areas where TV is not fully de- 
veloped, it was reported by Mitchell 
Fein, vice president. 

Fein said that although Starrett 


will hold to its policy of selling direct 4 


to franchised dealers through its own 
sales organization, air conditioning 
distributors will be set up in special 
territories, and distributors will en- 
force Starrett’s strict dealer fran- 
chise policy. ‘ 

This will give Starrett air condi- 
tioning dealers the same protection 
on price now enjoyed by Starrett’s 
franchised TV dealers, he added. 

Starrett is now working out a plan 
of extra discounts for dealers buying 
and stocking early. 


Mich. ASHVE Will Hear 
Air Filter Talk Feb. 13 


DETROIT—“Theory and Operation 
of Electrostatic Air Filters’ will be 
discussed by James W. May, techni- 
cal director of American Air Filter 
Co., before the Michigan chapter of 
the American Society of Heating and 
Ventilating Engineers at 8 p.m. 
Monday, Feb. 13, at the Rackham 
Educational Memorial. Past presi- 
dents of the chapter will also be 
honored at this meeting with a dinner 
starting at 6:30 p.m. 


Business Must Make 
A Profit 


Our organization has always stood squarely 
against the “anything-to-get-the-business” 
policy. We recognize that any business 
operating on this basis cannot achieve 


lasting success. 
becomes known. 


Its reputation soon 
The business which it 


obtains becomes increasingly unprofitable. 
And no organization which fails to make 


a legitimate profit can continue to remain 


in business. 


Seventeen years ago this advertisement ap- 


peared in the News. 
believes in the 


same high 


Today Universal Cooler 


principles and 


operates on the same ethical policy. 


DIVISION NEWPORT 


Marion, 


STEegt 


CORPORATION 
Ohio 


et “a 


Westinghouse Will Not 
Renew Contract with UE 


NEW YORK CITY — Following 
similar action taken several weeks 
ago by General Electric Co., West- 
inghouse Electric Corp. has an- 
nounced that its contract with the 
United Electrical Workers (UE) cov- 
ering 50,000 employes will not be 
renewed when the contract expires 
on April 1. 

Both companies decided against 


renewal of their contracts because ~ 


of the current battle between the UE 
and the recently-formed International 
Union of Electrical Workers, CIO, 
to represent 500,000 electrical em- 
ployes. The UE was expelled from 
the CIO for allegedly following Com- 
munist policies. 


Representation claims of _ both 
unions are now being heard by the 
National Labor Relations Board. 


Forthcoming elections will determine 
which union is to be the collective 
bargaining representative in each 
case. 

Westinghouse said it was neces- 
sary to cancel its contract because 
the NLRB has ruled that an em- 
ployer may not negotiate a contract 
with one union when representation 
proceedings involving another com- 
peting labor union are already in 
progress. 

The company had to serve official 
notice of intention not to renew the 
contract 60 days prior to its expira- 
tion date or the agreement would 
automatically have been renewed, it 
was stated. 

Albert J. Fitzgerald, UE president, 
assailed Westinghouse’s action as 
“part of the corporation’s anti-union 


Hart Heads McCray 


J. W. HART 
Formerly executive vice president, he was 
recently elected president of McCray 
Refrigerator Co. (See story on page 1.) 


drive aimed at cutting wages and 
chiseling on working conditions.” 

He said the company’s move “is 
consistent with its aim to give all 
possible support and encouragement 
to the company union IUE. This is 
already evidenced by the fact that 
Westinghouse, in petitioning for a 
Taft-Hartley Board election in all its 
plants, has arranged to place the 
IUE on the ballot in places where 
it cannot even claim membership.” 

Westinghouse was also attacked 
for asking that employes engaged in 
planning, wage rates, and methods 
be excluded from voting because they 
are managerial personnel. This re- 
quest was called a “sham” by Sidney 
Reitman, IUE attorney. 


Milk Concentrate - - 


(Concluded from Page 1, Column g) 


plained. The process, similar in some 
ways to that used for orange juice, 
presents some serious problems, he 
noted. 

“The proteins in milk are a new 
element to work with,” he said. “So 
far no one has solved the compl«te 
stabilization of the end product so 
that it will keep well in storag.” 

Fox also predicted that mre 
oranges will be sold in concentra‘ ead 
form than fresh within a few yez’s, 
At present, he said, eight fr: sh 
oranges are sold for every one s lq 
in concentrated form. He asser 2q 
that this figure should be rever aq 
by 1958. 

“The fact that it would take 1 
cars to transport enough fr sh 
oranges to provide the juice carr eq 
in one carload of concentrate le. ds 
us to believe this increase will t: ke 
place by 1958,” he said. “One c: se 
of oranges costs $3 to transport fr m 
Florida to New York City, while 
the equivalent amount of juice co ts 
only 44 cents.” 

According to industry associati )n 
officials here for the annual Natio: al 


Frozen Foods convention, a third of ° 


the Florida orange crop is now goiig 
into concentrate. 

Transportation of the concentrate 
has been somewhat of a _ problem 
because zero temperatures’ must 
be maintained, it was pointed out. 
Truckers seem to have forged way 
ahead of the railroads in this respect, 
industry executives said. 

Fox said the frozen foods. industry 
is expected to spend around $6 mil- 
lion for advertising this year in an 
effort to increase sales beyond the 
$460 million recorded last year. 
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It’s new. It’s complete. It’s helpful and informative. 
The big, new 1950 BUSH COMMERCIAL REFRIG- 
ERATION CATALOG is just off the presses. Illus- 
trating and describing the entire BUSH line, this new 
catalog gives you invaluable engineering data to help 
make plans and specifications on every job easier, 
faster and more accurate than ever before. 
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